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No. 1159 


I:xterior trim solid brass. Interior parts steel. Locking 
tose inside. Installation is simple ...in a few minutes 


yout job is done 


New Safety Strike has well in lip to keep door latehed 
even though not fully closed. 


LA Entrance Locks 


A complete line of Dexter Grade and Rear Door Locks 


locks is available to you Auxiliary Locks 

Screen and Combination Door Locks 

and each carries the Jamous 
Bathroom and Bedroom Locks 


Dexter Lifetime Guarantee. Passage Sets 


Closet Sets 


DEXTER LOCK COMPANY 


GRAND RAPIDS, MICHIGAN 


IDIARY OF NATIONAL BRA MPANY 

1 ee © we < *WORLD'S LARGEST MANUFACTURER OF LOCKS 

In Canede: Dexter Lock Canada itd., Guelph, Ontoric 

In Mexico: Dexter Locks, Plata Elegante, $.A. de C.V. 
Monterrey, Nueve Leon 


FOR WOOD AND METAL COMBINATION DOORS 








Every day millions of Acme wheels slide over 
millions of feet of Acme track. 

Satisfied homeowners put Acme siiding 
door hardware to this rigid mileage test each 
day—a true test. Me the nding quality, com- 

in the market 
for the life 
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Actual size of Hook-Nail. 
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Now Flintkote announces 
GQ hew Hook—-Nail tor applying 


asbestos-cement sidings over insulation sheathing 


At last...a nail that saves installation time and 
money ... gives added security ... improves siding 
appearance! 


It’s the new Flintkote Hook-Nail .. . developed by 
Flintkote’s famous research laboratory, for applying 
Asbestos-Cement Siding Shingles over insulation 
board sheathing in new construction. 


Look What This New Hook - Nail Gives: 


. Ease of driving. 

. Automatic alignment of siding. 

. Quick placement of backer strips. 

. Rapid application, equal to, or quicker than face 
nailing. 

. Both top and bottom of siding firmly held without 
working back of wall. 

. Weight of siding contributes to lasting tightness. 

. One size fastener for both 25/32” and 1/2” boards. 

. Can be driven over studs. 

. Increases butt shadow. 


. Good appearance, non-corrosive, non-staining, 


. . ‘ 
inconspicuous. 


WA 


It’s easy to get the knack of driving the Flint- 
kote Hook-Nail. Application time is fast, good 
alignment is assured. And the siding really stays 
put. The siding will break before the Hook-Nail 
can be pulled out. 


Send today for complete information, prices and illus- 
trated instructions for applying Flintkote Asbestos- 
Cement Siding over Flintkote Insulation Board with the 
new Hook-Nail. The use of the Flintkote Hook-Nail is qualified to be considered 


- . . wae ; ae acceptable in the construction of properties otherwise 
THE FLINTKOTE COMPANY, Building Materials Division, eligible for mortgage insurance under the Minimum Property 
30 Rockefeller Plaza, New York 20, N. Y. Requirements of the F.H.A. 


FLINTKOTE ... [62 20d Cole Leodor since tour 
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ELT SOFTER’ 
IN BLINDFOLD TEST 


Wallace M. Warner, Warner Paint & 
Wallpaper Co., says: “Brand ‘D’ felt 
softer to cut and easier to break off.” 


“1”? was one of four unidentified, but well-known, 
brands of single-strength window glass test-cut by Mr. 
Warner. Brand “D” was L-O-F. 93°; of the dealers 
taking the “Blindfold Test” picked L-O-F immediately. 

L-O-F Window Glass is easier to cut into big pieces 
or little pieces. It’s easier to cut into angled or curved 
pieces. You ean cut narrow strips with a light, easy 
stroke. 

1.-O-F euts easier because it is annealed more slowly, 
more patiently. That makes it less brittle——so it’s a 
safer buy for your customers, too, 


—o oe ee oe ee ee ee ee ee oe ee ee ee ee ee ee ee ee 


TRY THE “BLINDFOLD TEST’ 
YOURSELF! 


- 

|} Cut L-O-F first, last, or in between the other 
| brands. Run any kind of a cut you want. You'll 
| see why you have fewer bad cuts, less waste 
| and more profit with L-O-F, 


Call vour nearest L-O-F Distributor. These 


the yellow pages of phone books in many prin- 
cipal cities throughout the country. And send 
for your free booklet 
Window Glass”. 
Write Libbey-Owens:Ford Glass Company, 
65103 Nicholas Building, Toledo 3, Ohio. 


“For Greater Profits in 


local businessmen are listed under “Glass” in 
\] 


Ee 


Flay LIBBEY- OWENS-FORD che casy-so.cut WINDOW GLASS 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


THIS WAS A RECORD SUMMMER. The month of August rounded out a summer which, in 
volume of production and trade, has probably exceeded any other year. 
High industrial production actually taxed the available labor supply. 


RESIDENTIAL CONSTRUCTION DROPS SLIGHTLY. Just 94,000 new non-farm homes were 
started in August. The drop from July was considerably below the 
other month-by~month decreases that began in April. But it was greater 


than seasonal for August when starts usually hold close to the pre- 
ceeding month. 


BUILDING ABOVE LAST YEAR. During the first eight months 769,800 new housing 
units were started. Private house starts in this period rose to 
740,100, just 20,000 over the 1952 total. Public housing starts fell 
to 29,700 from 47,300 in the first eight months of 1952. 


WASHINGTON WILL ACT ON MORTGAGES SQUEEZE. The Adminstration is expected to help 
with the mortgage mess before the year is out. Concern is evident for 
the first time at high levels in the capitol. The President has two 
courses open to him. Ome, he can reduce sharply the down payments on 
FHA mortgages. Two, he can boost interest rates to 5%, plus a 4% ser- 
vice charge on FHA loans. Changes in VA interest rates require an act 
of congress. Probably the most important factor would be the Presi- 


dent's support for a entirely revised housing act when Congress meets 
in January. 


PLAN FIELD TESTING ON AIR CONDITIONING. The first large-scale testing of air 
conditioning will begin shortly at Waco, Tex. The NAHB will erect 12 


houses to check efficiency of insulation and available air conditioning 
units. 


SCHOOL FOR ADVANCED BUILDERS PLANNED. The Small Homes Council and builders are 
jointly sponsoring a two-week course Nov. 9-20, at Urbana, Ill. The 


latest ideas including, "tiltup" walls, trusses and masonary will be 
discussed and demonstrated. 


EXPOSED BEAM CONSTRUCTION POPULAR. Wider use of exposed plank and beam construc- 
tion is being reported country-wide. The National Lumber Manufac- 
turers, for example, tell of a Washington, D. C. apartment project 
that used a million feet of lumber with this technique. The attractive 
apartments had a waiting list before they were advertised. Crafty Nate 
Manilow, Chicago builder, last month featured exposed beams in his 
houses showr during National Home Week with terrific sales results - 
17 houses sold before they were announced to the public. Nate left 
ths beams natural in the living room; painted them in the bedrooms. 


NEW HARDWOOD PLYWOOD GRADING. Beginning Sept. 1, many mills started a new labeling 
system to permit quick identification of genuine hardwood plywood. The 
grading is a step in the Hardwood Plywood Institute's trade promotion 
program that will spend $500,000 during the next two years. 


Additional news, page 9 
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BRADLEY 
MIXED CARS 


bring you...Precision Service 
remium Quality 


There is no substitute for 
our satisfaction in loading 
your order exactly as 
you want it. There is no 
substitute for your 
satisfaction in unloading 
Bradley Quality—and 
finding exactly what you 


expect—the best. 
“2a. 


— 
Prompt tion = for: 


Bradley Brand Hardwood Flooring 
Straight-Line Standard Strip 
Unit Wood Blocks 
Random Width Oak Plank 
All in Finished or Unfinished 


) Risers 
0 A K Thresholds « Stair Treads 
j ] ~ Glued-up Panels 


LUMBER COMPANY TRADE-MARKED ARKANSAS SOFT PINE 


0 : A R K A N 5 A 5 Finish of supreme soft texture and figure; Stair Treads 


and Risers, Ceiling, Siding, Boards and Dimension 


OAK BEECH PECAN 


Call Our Nearest Sales Representative 


bea oW. PER tec 
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that work easily and nail without splitting 





Total August Starts Down to 94,000 Units; 
Strikes in Many Cities Cut Building 


The nation’s builders’ started 
work in August on 94,000 non- 
farm homes, 2,000 fewer than in 
July, the Bureau of Labor Statis- 
tics estimated. 

The 2,000-unit decline from July 
was considerably below’ other 
month-to-month decreases since 
the April peak of 111,000, the agen- 
cy said. But it was greater than 
usual for August, since usually 
there is no significant decline from 
July. 

Total housing starts for the year 
through August stood at 769,800, 
about the same as a year earlier. 

Private housing starts dropped 
about 3% from July to 93,000, the 
B.L.S. said. Public housing author- 
ity started 1,000 units in August, 
some 600 above July. 

In some areas, notably New 
York City and Houston and Beau- 
mont, Texas, August housing 
starts were curbed by strikes, 

During the first eight months, 
private home starts totaled 740,- 
100, just 20,000 above 1952. Public 
housing starts came to 29,700 
through August this year, com- 
pared with 47,300 a year earlier. 


Cole Sees U.S. Aid 
In Home Building 


Albert M. Cole, Housing and 
Home Finance Administration 
chief, declared mortgage lenders 
must supply enough credit to 
maintain a “reasonably high” vol- 
ume of home production, or the 
government will take “direct ac- 
tion” to get the houses built. 

Mr. Cole, who addressed the an- 
nual convention of the American 
Bankers Association in Washing- 
ton, D. C., would not state what 
action the government might take. 
“In the present mortgage market,’ 
he said, “if I listed possibilities 
they would be regarded as cer- 
tainties.”’ 


More Public Housing 

Two possible actions might be a 
direct government loan setup and 
a stepped-up public housing con- 
struction program. 

There are “some _ indications” 
that there may not be an adequate 
supply of funds to support a sound 
building program next year, Mr. 
Cole said. 

Mr. Cole urged the bankers to 
weigh carefully the problem they 
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share with housing industry—“‘to- 
gether you have the opportunity 
to demonstrate that private indus- 
try can and will handle the job 
without a return to direct gov- 
ernment action in the housing 
field.”’ 


Spratt Re-elected 
Producers’ Council Head 


Elliott C. Spratt of the Hillyard 
Chemical Co., St. Louis, Mo., was 
re-elected president of the Produc- 
ers’ Council at Pittsburgh in an 
uncontested election. 

Other officers elected on the 
unanimously accepted nomination 
committee report were: Wm. Gil- 
lett, Detroit Steel Products Co., 
Detroit, first vice-president; Fred 
Hauserman, E. F. Hauserman Co., 
Cleveland, second vice-president; 
William Zipp, Ceco Steel Products 
Corp., Chicago, secretary; and 
Fritz J. Close, Aluminum Company 
of America, Pittsburgh, treasurer. 

Re-elections among the regional 
directors included F. B. Peckham, 
U. S. Plywood Corp., New York, 
northeast; Henry W. Collins, Celo- 
tex Corp., Chicago, southern; and 
Robert Leer, American Radiator 
Corp., Pittsburgh, east central. 

Named directors at large were 
H. L. Cramer, Westinghouse Elec- 
tric Corp., East Pittsburgh; C. B. 
McGehee, Republic Steel Corp., 
Youngstown, Ohio; J. Bryer Duff, 
Sargent & Co., New Haven, Conn.; 
Carter T. Pollock, Crane Co., Chi- 
cago; and D. J. Boone, Zonolite 
Co. Chicago. 


Predicts 1954 Another 
Banner Building Year 


The year 1954 will be another 
banner year for construction in 
the personal opinion of H. E. Ril- 
ey, chief of the division of con- 
struction statistics of the Bureau 
of Labor Statistics. 


Basing his judgment on facts 
already in the possession of BLS, 
Riley told members of the Pro- 
ducers’ Council at Pittsburgh that 
he foresees the start of ‘close to” 
one million non-farm housing units 
next year. Total new construction 
put in place should almost reach 
this year’s expected volume of 
$34.6 billion, he added, coming to 
slightly under $34 billion in 1954. 
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Source: Depts. of Commerce & Labor 





SPENDING for new construction rose to 
a record $3.3 billion in August, 7% above 
a year earlier. Some $2.2 billion was pri- 
vately financed, and $1.1 billion was pub- 
licly financed. 


Economy Over Peak 

The economy seems to be defin- 
itely over the peak of postwar in- 
dustrial expansion, he told the 
material manufacturers, adding 
that nothing now in the picture 
indicates a sustained high volume 
equal to the current rate. 

Religious, educational and_ re- 
creational building should continue 
to expand in volume, he said, while 
private hospital construction, 
which declined in the current year, 
may level off somewhat, showing 
only a slight further drop in 1954. 

Public utilities, accounting for 
nearly one-fifth of new private 
construction, should increase by 
approximately 10% over all. “The 


Building Costs 


Dropped Last Month 


Construction costs dipped slight- 
ly last month, after reaching an 
all-time high in August, according 
to The Engineering News-Record, 
which attributes the decline to 
lumber prices. Lumber costs were 
reported lower in 10 of the 20 cit- 
ies covered by the cost survey. 

The publication’s cost index for 
September was down .3% below 
the August value to 610.17 for 
September, based on 1913 equals 
100. The index is now 4.1% high- 
er than a year ago. 

The Engineering News-Record 
and the Construction Daily said 
heavy construction work had 
picked up in August after a de- 
cline in July. Heavy construction 
costs topped $1,100,000,000 last 
month, averaging $278,000,000 per 
week, 











EMBALMING of the Snark was impressive with the degree team 
including: front row, Ir. Ray Saberson, C. D. LeMaster, Art Geiger 
and Art Hood. In the back row, | to r are Ormie Lance, Harry Par 
tridge, Harry Sutton, H. McNeil, Tom Youngblood, Chris Johnson, 
Fred Anderson, Tom Bonner and Ray Gore 


TEXAS was represented by a 50-man 
delegation from leading yards through. 
out the stote. Just 26 men are shown in 
this picture 


OFFICERS for 1953 shown above are, seated 
| to r, Sandy McDonald, Ed Fischer, Harry 
Partridge, Ben Springer, executive secretary, 
Bob Stalker, Ernest Hammershmidt and Win- 
field Oldham. Standing | to r are Walter 
Webb, John Egan, Stuart Smith, Art Geiger, 
Hubert Lamson, John Dolcater and Alfred 
Bell. 


1953 Minneapolis 


COVER: John B. Egan, left, newly elected Snark, confers with Ray 
E. Saberson, a past Snark. Both men are trom St. Paul, Minn 


Lumbermen from all over the United States and 
Canada—more than 400 of them--met Sept. 8-11 at 
Minneapolis for the 62nd annual convention of the 
Concatenated Order of Hoo-Hoo. 

With membership now approaching 11,000 in 100 
clubs in the United States, Canada, Mexico and the 
Philippines the speakers during the convention re- 
ported on renewed activity during the past year and 
aggressive plans for the future. 

The convention opened with an address of welcome 
by Ray Saberson, St. Paul, Arthur H. Geiger, Tacoma, 
Snark of the Universe, was formally presented and 
the convention was under way. 

Dr. J. Alfred Hall, director of the Forest Products 
Laboratory, Madison, Wis. told the delegates that 
wood should be considered primarily as a modern in- 


THE SENIOR DEGREE team consisted of | to 
r Larry Clark, Frank Kaufert, Don Boehmer, 
Bob Carley, Ellwood Thorud, Art Geiger, 
Jack Adkins, Bill Schlaffer, John Broughton 
and Bill Feyerson. 
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PAST SNARKS were honored during the con- 
vention. Shown are | to r Art Hood, C. D. 
LeMaster, Ray Saberson, LeRoy Stanton, Sr., 
Martin Wiegand, Robert J. Stalker, and 
Franklin A. Hofheins 


Convention of Hoo-Hoo 


dustrial raw material rather than as just a building 
material. A complete report on Dr. Hall’s informative 


talk will be published in a future issue of this maga- 
zine. 


John B. Egan, St. Paul, a member of the Supreme 
Nine for the past three years, was named the new 
Snark on the concluding day of the convention. New- 
ly elected officials of the Supreme Nine include: Roy 
Leitch, Luther Y. Kerr, Charles West and James 
Turner. Re-elected to the Supreme Nine were: Walter 
M. Webb, Jr., Stuart C. Smith, A. F. McDonald, Win- 
field B. Oldham and John H. Dolcater 
The new Supreme Nine after the close of the con- 
vention, elected the retiring Snark Arthur Geiger 
president of the Hoo-Hoo corporation. Harry Par- 
tridge was re-elected vice-president and Edwin F. 
Fischer, treasurer. 
Two degree teams jointly conducted the initiation 
of 35 kittens during the convention. The serious ritual 
was given by a team that included Larry S. Clark as 
the Snark and Arthur Geiger as the visiting — 
The second team handled junior work and Gerry eS ; 
Hoppe was cited for his performance as Junior Hoo- ers gg tac + ne 
Hoo. Vancouver, a member of the Supr Ni 
' preme Nine, 
and D. O. Barclay, Toronto. 


THE JUNIOR RITUAL team consisted of Ted Dietrick, Bob Canton, 
E. Ingvalson, George Senkler, Larry Clark, Jr., Bob Magnussen, John 
Engstrom, John Brundrett, Dick Newman, Dick Somers and Bill 
Rezanka, Jr 


FLORIDA sent this 14 man group to the Twin Cities Hoo-Hoo con- 
vention last month. 
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NOW! 
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JUST TURN HEAD TO RIP 


No need to disassemble and 
reassemble when changing from 
cross-cutting to ripping. Just turn 

. you're all set to rip! 


head 90 


EXCLUSIVE 
COMBINATION 
MITRE GAUGE 
& RIP FENCE 


(Available at extra cost) 





FULL-ROTATING ARMATURE 
AC MOTOR 


OTHER FAMOUS SHOPMASTER TOOLS 


FAMOUS UNIVERSAL 
COMBINATION TOOL 


12 (To obtain more data on advertised products see page 135) 


Sell Complete 
adteop | ( 
Op ni) i 


nA ve ae FOR ONLY 


39 


MOTOR INCLUDED 


NEW SHOE 
DOLD-DOWN 
DESIGN 


— 45° e 
a P wea 


At last! A really rugged 20-inch jig saw with self-contained motor! 
Not a solenoid or a vibrator, but a full-rotating armature, powerful 
AC motor. 

A husky professional power tool that cuts up to 214” stock with 
ease, this newest of all power tools makes precision woodworking 
actually easy. And talk about value! This Shopmaster is a QUALITY 
tool, through and through, combining convenience with the power 
of a full-rotating armature motor... at an 
unheard of low price! For complete infor- 
mation and name of nearest distributor write 
Shopmaster, Inc. Room 55D 


1216, South 3rd St., Minneapolis, Minn. 


the complete power tool you can sell complete for —— 
Slightly higher in zone 2 
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Report from 


Washington, October 1 


The hassel between builders and 
mortgage lenders continues to go 
along; although at the moment it 
seems to have subsided into warn- 
ing growls. Hard to do’an account 
like this in a fair way; since of 
course there are always two sides 
to a story. 

Some months ago the money 
men went all out for higher inter- 
est rates on guaranteed and in- 
sured loans; and the builders went 
along, although not all of them 
were happy about it. They were 
told that an interest increase 
would flood the market with mort- 
gage sunshine. 

Again, a little later, the builders 
didn’t register organized objec- 
tions when the lenders got Con- 
gress to stick its big thumb into 
the pie and coerce the Veterans’ 
Administration into withdrawing 
its ruling against the sale of mort- 
gages at a discount. 

But when the lenders began 
sending up trial balloons in regard 
to still larger increases in VA 
mortgage rates, the entente cor- 
daile between builders and bankers 
came down hard on the seat of its 
pants. 

As one Washington paper put it, 
the builders got “embittered and 
fighting mad.”’ As soon as the rates 
on guaranteed and insured loans 
went up, they said, the supply of 
mortgage money went down. This, 
in their ‘opinion, accounted for 
much of the decline in housing 
starts this summer, at what should 
have been the height of the build- 
ing season, 

Furthermore, the builders had to 
bid for mortgage money in an auc- 
tion market; bidding of course in 
terms of discounts. These discounts 
are reported to have run about 2% 
in New York, but higher than that 
in other places; sometimes to 
shocking figures, especially in dis- 
tressed mortgage cases. 


Builders Aroused 


These distressed mortgages seem 
to have roughed up the National 
Association of Home Builders be- 
yond all enduring silence. The term 
has gotten an added and special 
meaning of late; now includes the 
plasters on sizable projects for 
which builders had gotten prior 
financial commitments, only to find 
that the commitments didn’t stick. 

In such a case there are mort- 
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gages that have to be sold at what- 
ever discounts the distressed traf- 
fic will bear. The NAHB has ad- 
vised its members, all 26,000 of 
them, to start no houses without 
first getting firm, preferably writ- 
ten, commitments for the financ- 
ing. 

The other side of the story, at 
least part of it, is the scarcity of 
ALL lending funds. 

A short time ago this page heard 
the Secretary of the Treasury tell 
the story of a rather parallel prob- 
lem. Mr. Humphrey was asked why 
the Treasury had decided to in- 
creased interest rates on govern- 
ment securities. He replied that 
these interest rates were set every 
day; not by the Treasury, but by 
the people who buy the securities. 

There’s heavy competition in the 
markets for the bond investor’s 
money; not only Federals but also 
state, county, municipal, school, 
drainage district and all the other 
issues. Real competition. So also 
in the mortgage market. 


Record Year 


While a good many builders in 
the South and West have been hurt 
by the lack of money for hire, the 
fact remains that, measured in 
dollars, this is by way of being 
the record construction year. It 
is not going to be top year for 
housing units; but it'll be pretty 
well up, and that means that there 
have been a lot of loans made in 
our field. 

Sure enough, this doesn’t heal 
the wounds of the dealer or the 
builder who has sunk all his profits 
in buying loans at ruinous dis- 
counts; but it does mean that a lot 





of market demand is still with us. 
The hard-to-get loans must be 
considered part of planned defla- 
tion. Better call it planned leveling 
off, to support the dollar’s value. 
That’s what all the shootin’s been 
for, this year. But if national busi- 
ness should come up with out-of- 
hand recession symptoms, the Ad- 
ministration has a shelf of reme- 
dies waiting. So we're told; though 
naturally the Federal practitioners 
don’t give out much detailed infor- 
mation about their pharmaceutics. 
We understand there’s to be no 
pump-priming; rather, arrange- 
ments to give free enterprise any 
needed lift, for the most part by 


means of financial management 
and adjustment. 
Strictly Rumors 

So the following items must 
come under the heading of rumor; 
though they’re probably better 


than that. Anyway, if a stepper- 
upper gets needed you'll be smart 
to anticipate some tax cutting; not 
only the excess-profits stuff and the 
Korean increase in personal income 
levies, but also whatever addition- 
al shelf and heavy trimming down 
that’s needed to put vim into the 
market. In that case, of course, 
budget balancing would be stretch- 
ed out for a time. 

And here’s one for our industry: 
Among the planned correctives to 
be takey before meals, if any... 
You guessed it, and aren’t you 
smart! The Old Builder’s Loan 
Laxative. More cash to borrow, 
less interest to pay. You heard dif- 
ferent? Well, we tell the tale as it 
was told to us. And, after all, it 
sounds reasonable. 





service 


capital 


Your 








New Dealer Washington Service 


In our last issue we announced a new 
answers to pressing questions that can only 
be answered in Washington. Questions may 
be on government policies but remember 
that all of the key trade associations affect- 
ing our industry are also located in the 
The questions you send in will 
shortly be answered on this page. 

personal reporter will be Robert 
Y. Kerr, a man with years of experience, 
who will go directly to authentic sources 
for right answers. 
R. Y. Kerr to American Lumberman, 139 N 

St., Chicago 2, Il. 


readers who wanted authentic 


Send in your questions 
Clark 
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“QUERYTHING HINGES ON HAGER/? 


FREE! 1+ you enjoyed laughing at Herb Brommeier’s mirth-making cartoon this 
month, send for Hager’s new book containing 28 full-size popular “Everything 
Hinges on Hager” cartoons! It’s FREE! Just address 


C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Lovis 4, Mo. 
Founded 1849 — Every Hager Hinge Swings on 100 Years of Experience 
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ike 
Westinghouse 


micarta | 


More and more builders are turning to 


MICQITd... can you fill their orders? 


PtasTtic 


Use of MicarTA in large home-building 
projects and individual homes is creating 
a high-profit market among builders... 
your customers! The demand is due to 


MicarRTA-bound builders by joining the 
highly profitable MicarTA Lumber Dealer 
Plan. The plan is simple, and involves no 
work in selling MICARTA... it’s pre-sold 


aggressive television and magazine adver- 
tising plus growing industry recognition 
of the quality and built-in sales appeal 


for you. 
For details of the plan call your nearest 
United States Plywood Representative or 


of MICARTA. fill out the coupon below. }-06536 


You can be ready to fill the order of 


UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street, New York 36, N. Y. 


Please send full information on your MICARTA 
Dealer Plan. 


Westinghouse 


NAME 


NITED STATES PLYWOOD CORPORATION ADDRESS 
| arges! plywood ganization in the world 
ane U.S MEWSEL POWERS" Ie Ciry ZONE. STATE 


---—-—--------- 
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YOUR R-O-W MANUFACTURER IS... 


ALABAMA 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 


ARKANSAS 
CENTRAL ReOeW DISTRIBUTORS OF ARKANSAS 
North Little Rock, Arkansas 


CALIFORNIA 
CALIFORNIA BUILDERS SUPPLY, INC. 
Richmond, Fresno, Sacramento 
T. M. COBB CO. 
Los Angeles, San Diego 


COLORADO 
LUMBER DEALERS, INC. 
Denver, Colorado 


CONNECTICUT 
GENERAL WOODCRAFT CO., INC. 
North Bergen, New Jersey 


DELAWARE & DISTRICT OF COLUMBIA 
DEALERS WAREHOUSE SUPPLY CO., INC. 
Baltimore, Maryland 


FLORIDA 
V. E. ANDERSON MFG. CO. INC. 
Bradenton, Fla. 


GEORGIA 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 


IDAHO 
BOISE —_ & DOOR, INC. 
Boise, | 
JOHNSON mBROS. PLANING MILL CO, 
Idaho Falls, idaho 


ILLINOIS 
V. E. ANDERSON MFG. CO., INC. 
Owensboro, Kentucky 
IMSE-SCHILLING SASH & DOOR CO. 
St. Louis, Missouri 
ReOeW WINDOW CO. 
Joliet, Ilinois 


INDIANA 
Vv. €. a MFG. CO., INC. 
Owensboro, Kentuck 
ReOeW WHOLESAL DISTRIBUTORS, INC. 
Norwood, Ohio 
ReQoW WINDOW CO. 
Joliet, Illinois 


1OWA 
ANDREW A. KINDEM & SONS, INC. 
Minneapolis, Minnesota 
WISCONSIN WINDOW UNIT CO. 
Merrill, Wisconsin 


KANSAS 
MARTIN MATERIAL CO. 
Kansas City, Missouri 


KENTUCKY 
V. E. ng aad “tg CO., INC. 
Owensboro, Ken 
ReOeW WHOLESALE DISTRIBUTOR, INC, 
Norwood, Ohio 


MAINE 
GENERAL WOODCRAFT CO., INC 
North Bergen, New Jersey 
MARYLAND 
DEALERS WAREHOUSE SUPPLY CO., IN 
Baltimore, Maryland 


MASSACHUSETTS 
GENERAL WOODCRAFT CO., INC 
North Bergen, New Jersey 


MICHIGAN 
FLINT SASH & DOOR CO. INC. 
Flint, Saginaw, Michigan 
PORTER-HADLEY CO. 
Grand Rapids, Michigan 
ROYAL OAK WHOLESALE CO. 
Royal Oak, Michigan 


MINNESOTA 


ANDREW A. KINDEM & SONS, INC. 
Minneapolis, Minnesota 


MISSOURI 
IMSE-SCHILLING SASH & DOOR CO. 
St. Louis, Missouri 


MARTIN MATERIAL CO. 
MODERN windows Kansas City, Missouri 
: MONTANA 
i FALLS WINDOW & CABINET SHOP 
Great Falls, Montana 
INTERSTATE LUMBER CO. 
Missoula, Mon 
WESTERN BUILDERS 
Good contemporary homes must be both beautiful Billings, Montana 
and functiongl. The primary functions of windows agg co. 
are to let in light and to permit a free choice between Grand Island, Nebraska 
ventilation or weather protection. No windows are ag gt CO., INC. 
more beautiful or more functional than R-O-Ws. North Bergen, New Jersey 
Only R-O-Ws have the patented R-O-W feature. EN  ODCRAFT co. 8 
North Bergen, New Jersey 
JOHNSON & WIMSATT, INC. 
Westville, New Jersey 


R*O°W SALES COMPANY 1340--68 ACADEMY AVENUE + FERNDALE 20, MICHIGAN 
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YOUR R-O-W MANUFACTURER IS... 


NEW YORK 
GENERAL WOODCRAFT CO., INC. 
North Bergen, New Jersey 
A. ROBERSON & SON, INC 
Binghamton, New York 
THE WHITMER-JACKSON CO., INC 
Buffalo, Rochester, New York 


NORTH CAROLINA 
DALTON-BUNDY LUMBER CO., INC. 
Norfolk, Virginia 
MILLER MILLWORK CORP 
Charlotte, North Carolina 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 


NORTH DAKOTA 
JACK R. KINNARD & CO. 
Minot, North Dakota 


OHIO 

FABROW MFG., INC. 

Toledo, Ohio 

THE MAHONEY SASH 4 DOOR CO. 
Canton, Youngstown, Ohi 

ReOeW WHOLESALE DISTRIBUTORS, 
Norwood, Ohio 


OKLAHOMA 
LUMBERMEN’S SUPPLY CO. 
Oklahoma City, Oklahoma 


OREGON 
ACME MILLWORK, INC. 
Kirkland, Washington 
SPOKANE SASH & DOOR CO. 
Spokane, Washington 


PENNSYLVANIA 
ADELMAN LUMBER CO. 
Pittsburgh, Pennsylvania 
JOHNSON & WIMSATT, INC. 
Westville, New Jersey 
A. ROBERSON & SON, INC. 
Binghamton, New York 


RHODE ISLAND 
GENERAL WOODCRAFT CO., INC. 
North Bergen, New Jersey 


SOUTH CAROLINA 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 


SOUTH DAKOTA 
WATERTOWN SASH & DOOR CO. 
Watertown, South Dakota 


TENNESSEE 
V. E. ANDERSON MFG. CO., INC, 
Owensboro, Kentucky 
ReQeW DISTRIBUTORS 
Rocky Mount, Virginia 


TEXAS 
CHUPIK WOOD MFG. CO., INC. 
Temple, Texas 
KRITZER SUPPLY CO; 
Amarillo, Texas 
LUMBERMEN’S SASH & DOOR CO, 
Dallas, Texas 
SOUTHWEST SASH & DOOR CO. 
Houston, Texas 
H. E. WOODRUFF CO 
Corpus Christi, Texas 


TAH 
R. W. FRANK & CO 
Salt Lake City, Utah 


VERMONT 
GENERAL WOODCRAFT CO., IN 
North Bergen, New Jersey 


VIRGINIA 
DALTON-BUNDY LUMBER CO., IN 
Norfolk, Virginia 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 


WASHINGTON 
ACME a. Woshingto ne uU e 
ed ae ALITY build 
Spokane, Washington ec 


WEST VIRGINIA 
ReQeW DISTRIBUTORS 


an QUALITY products 
ell 


WISCONSIN WINDOW UNIT CO. 
Merrill, Wisconsin 


WYOMING 
FOWLER & PETH 
ee Sas Nothing is more precious to a quality builder than 
CANADA : ; . ; 
CALGARY SASH & DOOR CO. his reputation. Community respect is earned by good 
Calgary, Alzerta, Canada ae iin. . . . 
CRENGROOK SASH & DOOR CO. workmanship and quality materials— products like 
Cranbrook, B. C., Canada .O.Ws Re re >W Jj 3 -O.Ws he 
HAYWARD BUILDING SUPPLIES, LTD. R-O-Ws Re movable Wood Windows. R-O-W have 
See LEnY than 6 B00R CO the charm of carefully milled wood, plus the lift- 
Vancouver, B. C., Canada . out feature and pressure-fit construction. 
D. PORTER & SON 
Stellarton, Nova Scotia 
CUSHING MILLS, LID 
Calgary, Alberta, Canada 


R*O°W SALES COMPANY 1340--68 ACADEMY AVENUE + FERNDALE 20, MICHIGAN 
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ANOTHER MARLITE FIRST! 


..as featured in Oct. 10 issue 














“SHOW-HOUSE” EXPERTS CHOOSE MARLITE! 


The second of a series of editorial-type home planning sections, appearing October 1 Oth, again 
calls Marlite to the attention of more than 10 million readers of The Saturday Evening Post. 


This new “Show-House” feature, completely authorita- 
tive, presents full color close-ups of six modern Marlite 
interiors . . . two bathrooms, kitchen, utility room, play- 
room and entry hall designed by one of the country’s lead- 
ing architects. Copy describes Marlite’s beauty, permanence, 
economy, ease of cleaning . . . pre-sells your customers on 
Marlite’s many uses. 


Tie in with “Show-House."’ Display Marlite 
and a copy of the October 10th Post ad in your 
store. Show customers how they can create beau- 
tiful interiors at moderate cost. This powerful 
Marlite promotion is only a part of the continu- 
ing advertising program that is helping to build 
your sales, Make the most of it—and remember, 
Marlite is your key to the profitable remodeling 
market! Marsh WALL Propucts, INc., Dept. 


1041, Dover, Ohio. Subsidiary of Masonite 
Corp. 


Marlite 


PREFINISHED 
WALL AND 
CEILING-PANELS 
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TRADE MARK 


DRUSVELL wane 


Now come in this new 


= 


e Strong 
e Durable 
e Weather-proof 
e Colorful 


Here’s the best thing that’s happened to nails since the first wire 
nails were made 100 years ago. It’s the new fiber board Dixisteel 
Nail carton—International Paper Company’s brand new Nail 
Caddy—which has replaced old-fashioned wooden kegs. 

Check the Dixisteel Nail Caddy’s advantages and you'll see 
why wholesalers, retailers, and users alike welcome this great 
new forward step in packaging. Order from your wholesaler. 


® 
Mlernaltional aper company 
CONTAINER DivisSton 


1 42 4 Street New York 
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Dealers who try Keystone’s P.L.U. (Practical Land Use) 


Plan make this discovery...it pulls in new customers...makes 
good buyers out of ‘‘poor to average customers:’ 


Here’s why! Government figures show a big difference in farm 
income. On the average, it reports, one farmer out of each eleven 
will have 50% of the total income. Two have 30% of the total. 
The remaining eight have 20% of the income. 

The Keystone P.L.U. Plan helps all eleven of these farmers, 
but especially it helps the eight “poor to average” farmers boost 
their earnings. It helps them inérease their land value. But, 


to boost their earnings and increase land value, they have to 
spend...for implements, for seed, for fence, for fertilizer, for 
feed. Soon they need better farm buildings. As earnings jump, 
these farmers start to satisfy their desire for home improvements. 


Naturally, they come to you for their requirements. Instead 
of competing with other dealers for the business of the three 
top farmers, you get the cream from the new buying power 
you've helped create —and the chances are, at a better profit. 

That’s how Keystone’s P.L.U. Plan spurs your farm trade and 
profits. And, the Plan is so sound that bankers will help finance 
the basic program that starts these farmers on the road to 
success...turns them into solid, profitable customers...wins you 
exclusive, profitable business. 

Does this program require a lot of time and effort by dealers? 
That’s a second feature. All you do is explain the procedure 
..-help the farmer make the right contacts. Keystone helps you 
with a complete plan and Merchandising Package, described 
at left. 

This plan is a way to spark buying of all types of farm sup- 
plies. It’s especially valuable today, when farmers are putting 
on the brakes. 


You'll find al! the facts about 

Keystone’s P.L.U. Plan in this Mer- 

chandising Package. You'll be 

amazed at how simple it is to use... T E E L 2 
at how much good it will do for you. oe ie Y Ss T oO Re ee a 

Ask your Keystone representative for 


details. Get started without delay. RED BRAND FENCE - NON-CLIMBABLE FENCE - ORNAMENTAL FENCE 
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aa DAKOTA 


FARMER 


and 13 
others 


E WLS BARN DANCE 
, hawes este ' wa an 


“in 


/ 


No wonder Red Brand 
is tops with farmers 


Farmers love square dancing. That’s why the WLS Barn Dance 
has such a tremendous following. 


For over 20 years, Keystone has sponsored this outstanding 
program. For over 20 years, farm families in WLS range have 
heard the story of Red Brand fence. It’s won warm friends for 
Keystone . . . and for Keystone dealers. This is just one of the ways 
Keystone has been building preference for Red Brand quality 
through the years... helping our dealers attract farm business. 





This year, we’re doing a stronger, more forceful job than ever. 
Sales can be made, and we’re going to help Keystone dealers ' + «pasate 
make them. That’s why it pays to be a Keystone dealer. i, gl ee h) 


9D BRAN] 
eB ENCE 


WIRE COMPA N YF crecss 2, unos 


CORN CRIBBING - NAILS - GATES + KEYSTONE POULTRY NETTING 
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ARMSTRONG’S 


RANDOM 


CUSHIONTONE 


an acoustical material 
with a completely new design 


Here is the new Full Random design in Armstrong's Cushion- 
tone. This unusual pattern scatters the perforations com 
pletely at random over the face of the tile instead of aligning 
them in straight rows. 

The big demand today is for textured designs, and that’s 
just what the new Full Random Cushiontone is. Applied to 
the ceiling, Full Random Cushiontone offers a pleasing over- 
all textured surface that largely eliminates pronounced tile 
lines. A new smaller bevel also helps provide a monolithic 
ceiling appearance. 

Sound absorption, light reflection, and maintenance of 
Full Random Cushiontone are the same as Armstrong's reg 
ular Cushiontone. Also, it’s just as easy to install. 

So when you add all these advantages together, you really 
have big news to offer your customers. And you'll find a 
ready market for the new Full Random Cushiontone in 
places where people want smart modern interiors, both 
commercial and residential. For complete details 
see your Armstrong wholesaler or write Armstrong 
Cork Company, 3910 Rieker Ave., Lancaster, Pa. 


Armstrong’s Building Materials 


M-67 Monewall® * Cushiontone® * Temlok® * Hardboards * Insulating Wool 
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SOMETHING BIG is in the wind at Corbin! 
It’s the third step in Corbin’s big new 
campaign to put Corbin retailers in 

position to be headquarters for both 

lock and builders’ hardware business. 


First step was the DEFENDER, Corbin’s 
fine new standard duty cylindrical lock. 


Then came the Corbin GUARDIAN, 
the quality lock in the lowest-price field. 


NOW comes the biggest news of all — 
the CORBIN PACESETTER PLAN. 
It’s a sensible, workable plan to equip 
your store — economically — to handle 
builders’ hardware needs for light con- 
struction. It’s simple. It has no “‘package 
deals”. We firmly believe you'll be 
delighted with it. So... 


Ask your Corbin Distributor 
about the Pacesetter Plan. 


He has the full story now. Ask him about 
Corbin’s Display Contest, too! 











P. & F. CORBIN Division 


The American Hardware Corporation 
New Britain, Connecticut 
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For well over 50 years Northern Woods have been recognized tor their high quality. The 
Northern Lumber Mills are better equipped today than ever before to serve you with well- 
manufactured, accurately-graded Northern Woods. Consult the firms on this page for your 
requirements in Northern Woods 


* Connor Lor. & Land Co. (Mitts: taona, wis.) Sales Marshfield, Wis. “Ahonen Lumber Co. . . .. Ironwood, Mich. 


K. D. & A. D Hardwoods, Hemlock. W. "Siasciicées Shingles. Recthers Hardwoods, Hemiock. White Pine. Spruce. | Pies 
Poata. Poles—Laytite Rock Maple & Birch Fig.—Dimension stock 1—Modern Dry Kilns. Sales agents for the AAA” b 
MFMA Hardwood Flooring. 


Schneider Bros. Lumber Co. . . . . Marquette. Mich. ; 
Northern Hardwoods and Hemlock. Hardwood — “Copeland Lumber Co. ° ° . ° ° ‘ Chicago. i. 


Rough Hardwood Turnings. Hardwood Pallets—any size. Plan- Millis — Marquette god Cusine, Michigan 
ing Mill and Dry Kilns. Sales Office — CHICAGO — 135 S. La Selle St. 
Hardweods. White , and Hemlock 
* 
Holt Hardwood Co. =. Cw Cw Cf. S.Ct. Wis. 
Maple. Birch, Beech. Oak Flooring. Strip, Assembled Block 


Herringbone. Parquetry types: all types Heavy Duty Flooring » 4 M. Christiansen Ce. - : A ‘ - Pholps, Wis. 


A tstandi — Hardwood. 
iit White Pi Pine. Momiock and Cedar Redes. 





“iJ. W. Wells Lumber Co. . . . Menominee, Mich. 


Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. 
Custom kiln drying. Upper grades Hard Maple and Birch lumber, 


rough “Wm. Bonifas Lumber C0. ( yo. “Mich. ) Srene Neenah, Wis. 
B ne semen | Bepdweede. pay Ped 
s b e ork. 
Edward Hines Lumber Co. =... . Chicago, I. odern Dry Kilns. Expert Millwor 


Mill at Bergland, Michigan 
Sales Office—77 W. Washington St.—Chicago 2 


Hardwoods, Hemlock and White Pine. Planing Mill and Dry Kilns *Goodman Lumber Company . » - - Goodman, Wis. 


Northern Hardwoods, Hemlock, White Pine, Basswood, Hard- 
. wood Dimension. Planing mill. Dry Kilns. Rotary cut veneers. 
Boehm-Madisen Lumber Co. . Milwaukee 3. Wis. 


Mill: Lake Linden, Mich. Mfrs. Hardwoods. L.C.L. shioments 
kiln dried hardwoods from stock at Thiensville, Wis. “Michigan Pole & Tie Co. Newberry, Mich. 


Northern Hardwood Lumber, Old Faithful Hemlock. N 
Cadiliac-Soo Lumber Co. 


a ORTH. 
: ERN WHITE PINE. NORWAY PINE and Piling. Excellent 
Sault Ste. Marie. Mich. Transit Millworking Facilities. 
Northern Hardwoods, Hard Maple a Special Hemlock, White 


it 
Pine. Modern Dry Kilns. Facilities tor Surlecke. Resawing. etc. 


“Roddis Plywood Corporation . Marshfield & Park Falls. Wis. 
“Abbott Fox Lumber Co. iron Mountain. Mich Roddis Lumber & Veneer Co. of Mich. . ; Ironwood. Mich. 
M — Lbr. 6 Veneer Co.. Lid. . . Sault Sie. Marie, Ontario, Can. 
anulacturers and Concentrators of Hardwoods, Hemiock and Com stk. N. Hdwds., Hemlock. Pine. Cedar Pr 4. Maple. 
White Pine. Planing Mills. Dry Kilns. ’ Fig. Hawd. Ven'r'd Doors. Ser Set Dry Kiln facil 


tMember Maple Flooring Mfrs. Assn. *Member Northern Hemlock & Hardwood Mfrs. Assn. 
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Powerful 8-ft. Express has new DRIVERIZED Cab that cuts driver fatigue 


"Tsave over an houron a 250 mile trip" 


“I’ve cut valuable hours from long 
trips with my new, time-saving Ford 
Truck,”’ says Eugene Nenstiel, Los 
Angeles, California. “A trip of 250 
miles with a ton and a half load is 
made in 5 hours, where another truck 
used to take up to 2 hours longer.” 


Mr. Nenstiel has much to say for 
the performance of his new Ford 
F-250 with 8-ft. Express body 
and new LOw-FRICTION Cost 
Clipper Six engine. ‘Ford has just 
the get-up-and-go I need for my 
kind of work. It starts quick in 


BuiLtpinc Propucts MERCHANDISER 


cold or wet weather, carries six 
55-gal. barrels weighing 850 Ibs. 
each with ease. On loose ground 
or rough terrain the power really 
pays off. And maneuvering in 
tight spots is fast work for my 
easy-handling Ford. 


“One reason I chose a Ford is that 
in my kind of work, I need a truck 
that can take a real beating and 
keep on going. I know from ex- 
perience the kind of satisfaction, 
service and economy Ford Trucks 
deliver.”’ 


What about you? If you’d like to 
own a truck whose chassis, engine 
and body are tailored to your 
particular job requirements, write 
to Ford Division, Ford Motor 
Co., Dept. T-24, Box 658, Dear- 
born, Mich., for full information 

or call your Ford Dealer, today! 


FORD 
ECONOMY 


TRUCKS 


SAVE TIME - SAVE MONEY + LAST LONGER 
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Another. 
“SECRET WEAPON” 


Promotions for Fall 


Merchandising dynamite to double your power 





Give a $10 Merchandise Gift Certificate 
to Every Customer Who Buys a 
SKIL Home Shop Drill Kit in Your Store! 


Grinder—a “must” for every homeowner's shop! Ideal } 
for grinding, sharpening, brushing and buffing! 


Nothing extra for you to stock—no inventory problems—no paper work! 
SKIL handles all the details! You get full margin on every SKIL Drill Kit and Saw you sell. 


it’s Easier to Sell SKIL—Best Advertised Line 
in the Home Shop Field! We're telling every 
handyman and hobbyist in America—82,000,000 
national magazine readers—about the Saw and 
Drill Promotions. Powerful ads—most of them full 
poges—appeoar in these magazines during your SKIL 
“Secret Weapon" campaign. 
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Plus!... THIS WEEK ¢ PARADE 
Locally Distributed Supplements that Deliver 
a “Sunday Punch” in Your Market! 


Plus! ...Hard-selling point-of-sale materials that 
attract prospects, pull them into your store and turn 
them into customers. 


: GIFT MERCHANDISE 
‘20 CERTIFICATE! 
» SKIL 
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DRILL KIT OFFER JOINS BIG-PROFIT SAW CAMPAIGN! 


Merchandise Certificate 
and Christmas Sales! 


tool sales and build store traffic for you! 


ee 





AVAV A BYVAL AVAVAS ANAL AVAL AUALAVAU LY 


Give a $20 Merchandise Gift Certificate > 
to Every Customer Who Buys a SKIL > 
Home Shop or Builders Saw in Your Store! 5 
> 

> 


Worth $20 on the purchase of a SKIL Saw Table and 


Sander-Shaper Kit... an all-purpose combination tool 
set-up. 








HARDWARE RETAILERS! Stock and Display SKIL Home 
22 TOOLS TO STEP UP Shop Tools. Cash in on the Secret Weapon Campaign 


YOUR POWER TOOL PROFITS! ... It's Merchandising Dynamite! 
SKiL—the Biggest, Best-Accepted Line of Tools Sette ® aa ~~ ppl Ble Pret 
* 
in the Home Shop Field! You'll Never Miss a ion pee ves ‘ rine aaa 
urns Prospects into Customers 
Sale Because SKIL Gives You a Tool...in a Price 


Range ... for Every Buyer! 


Mail Coupon and Call Your 


SKIL Wholesaler—Today! Act Now... 
Average Dealer Profit Per Sale—$14.25 Promotion Ends December 39, 1983 


Average Dealer Sale of Home Shop Tools—$47.50 


* * * 


a 
1 SKIL Corporation, Dept. AL-103 
| 5033 Elston Avenue, Chicego 30, Illinois 
| Please send me FREE newspaper ad mat folder, window banners and 
; window spots, catalog sheets and full information on SKIL's “Secret 
! 
! 


Weapon" Campaign. 
HOME TOOLS 


Name 


Street_ 
Made only by SKIL Corporation « formerly SKILSAW, Inc 
5033 Elston Avenue, Chicago 30, Illinois * 3601 Dundas Street W., Toronto 9, Ontario City_ — 
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Residence roofed with “Century” +30 
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BEAUTIFUL ROOFING! PROFITABLE ROOFING! 
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ASBESTOS-CEMENT ROOFING SHINGLES 


SELL “Century” shingles—a profitable roofing material 


that appeals to both home owners and builders. To the 
home owner “Century” shingles offer durable beauty at 
low cost. To the builder they mean quick and easy appli- 


cation, and certain customer satisfaction. Here’s why: 


As far as durability goes, these asbestos-cement shingles 
are almost stone-like in their permanence. They resist 
sun, rain, vermin, and insects. Temperature changes 


won't harm them. They won’t burn, rot, or corrode. 


As for beauty—well, you have only to see these attrac- 


tive shingles gracing a fine home to appreciate why home 


owners find “Century” shingles appealing. K& M makes 
them in several different styles and in several attractive 
colors with various surface textures and butt lines. 


And now for the important question of cost. “Century” 
shingles are truly economical because they go up quickly 
and easily, because they never need protective paint, 
because they require virtually no maintenance, because 
they last indefinitely. 


In short, there isn’t a better roofing value anywhere! 
Ask the K&M distributor in your area to show you the 
fast-selling line of ‘Century’’ asbestos-cement shingles, 
or write us for further information 


AMERICA'S FIRST MAKER OF ASBESTOS-CEMENT SHINGLES 


KEASBEY & MATTISON 
COMPANY « AMBLER « PENNSYLVANIA 


(To obtain more data on advertised products see page 135) 
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Surf Green asbestos-cement shingles. 
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BEE GEE inotern iii windows 


..- the styling touch that makes the home 


179 Rue and sizes of picture and casement windows... dramatic beauty 


for modcrn living in the warmth and character of beautiful wood. 
Proportioned co fit with modern architectural trends, Bee Gee windows 
are skillfully. styled, crafted and detailed to flatter -any room. Bee Gee 
brings the air and sunlight indoors! In new construction of remodeling, 
there is no easier way to increase the charm and value ‘of any home. 
es a 
BROWN-GRAVES CO. 
Dept. Al-106, Akron 1, Ohio 


Please send my FREE Bee Gee Window Catalog 
with complete data and specifications. 


tama [] builder [] architect [] dealer (_] jobber 


a 
ADDRESS 


ciTY 








The most 
modern idea 
in nylon 
brushes 





The hottest 
idea in 
paint 


NYLON BRUSHES 


rollers ALL-PURPOSE PAINT ROLLERS 


New WOOSTER DECO-MART sells brushes, rollers and related items 


Brand new! This modern wire rack dis- 
play has a stock of 66 Wooster nylon 
varnish and wall brushes, 12 packaged 
combinations of roller and tray, 6 single 
rollers, and 12 replacement covers. All 
brushes are of Multiflag construction— 
all roller covers are the new FABRIC 
“X"’. Shelf space accommodates two open 


roller-and-tray units, or paint cans and 
other merchandise that you may wish to 
display. No extra charge for wire rack. 
A natural for displaying brush and roller 
merchandise in a minimum of space. 
Place your order now with the Wooster 
distributor for Catalog Number 3904... 
then watch brush and roller sales soar! 


Cash in on the ““DO-IT-YOURSELF”’ decorator market 
with this modern merchandiser 
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sell more brushes and rollers 


Look at this photo of the working ends of two brushes, 
seen through a plate of glass! On the left is an ordinary 
nylon brush. On the right is a Wooster Multifiag 
Nylon Brush . .. produced by the sensational and ex- 
clusive new process perfected by Wooster ... with as 
many as five or six tapered and buffed flags on each 
filament. 

You can actually see the abundance of many, finely- 
tipped flags, usually found only on Chinese bristle. 
Each of these hundreds of minute flagged ends does 
its job smoothly. Combined, they give more and better 
mass coverage. That means better painting than ever 

. smooth-working paint brushes that appeal to 
your customers! 

Only in Wooster Brushes can they get genuine 
Multifiag construction . . . the result of years of ex- 
perience and continuing research with nylon. Make 
sure your distributor knows you want Wooster Multi- 
flag Nylon Brushes on your very next order! 


Here at last are truly all-purpose paint applicators . ; ; 
Wooster FABRIC “X” Paint Rollers that apply all 
paints, enamels, varnishes, and even shellacs! 

Out of scientific experimentation with famous textile 
mills, followed by long testing, Wooster has perfected 
the FABRIC “X” miracle cover. The nap is long 
enough to carry a good load, yet short enough and 
resilient enough to lay a smooth coat. An exclusive 
new adhesive, binding fabric to core, now permits 
painting with all materials and cleaning in any sol- 
vents without damage to the roller cover. 

Covers are changeable, low in cost. Rollers also fea- 
ture the snap-off, snap-on end caps that permit quick, 
easy cover changeovers without painty fingers. 

Now, you can sell one type of all-purpose paint 
rollers instead of stocking many types for various 
paints. Ask your distributor for details on the new 
Wooster FABRIC “X” Paint Rollers! 


New Roller Painting Kit, advertised in LIFE 
hg 4-piece Wooster FABRIC ; 
4 “X” All-Purpose Painting 


4 g Kit includes big roller, small 
SF 
vs 
, 


trim roller, angular sash Fine brushes and painting 
brush... all in metal tray. 


Le Suggested dealer cost of tools for over 100 years! 
$2.69 allows 40% dealer : 


gross profit. Order Catalog 
No. R-900. 


m 


"THE 
SPECIAL 


~ ore i 7 


PROMOTIONS 
BRUSH COMPANY NP Walel y Vaai 
Retail Value $5.49 $449 petal WOOSTER, OHIO ADVERTISED , 
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Acme Steel Strappin 
Insures ham 


New carloading method pays off for U. S. Plywood 





READY FOR THE LAST LOAD. This carload of plywood will be ready to ship, once the last unit is loaded aboard and 


secured with Acme Steel Strapping. 


Out in Seattle, U. S. Plywood Corporation 
secures carload shipments of plywood with 
Acme Steel Strapping. And satisfied cus- 
tomers report they receive the plywood in 
far better condition than when rigid, bulkier 
bracing methods were used. 


In addition to insuring S.A. (Safe Arrival) 
—and the satisfaction to shipper and receiver 
that goes with it—Acme Steel Strapping is 
fast and easy to apply, and it saves worth- 


while time and labor, too. And often it takes 
the place of bulkier bracing methods, to save 
on materials, too. 

Ask your Acme Steel representative to 
show you how you can apply Acme Steel 
Strapping to advantage in shipping your 
products. Or write Acme Steel Products 
Division, Dept. AL103, Acme Steel Company, 
2840 Archer Avenue, Chicago 8, Ill. 


STRAP IT... STITCH IT... SHIP IT... SAFELY! 


(To obtain more data on advertised products see page 135) 
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Are you getting your share of the profitable 


new business in aluminum combination doors? 


ALUMINUM 
COMBINATION 
DOORS 

THAN 

ANY 


It’s quality that counts! 


ACT NOW— 
STOCK AND SELL THE — 
FASTEST-SELLING DOOR 4....%..,.5 


IN THE INDUSTRY . ees 


£9 everenrst 1085 


——— 4% 


THE MOLONEY COMPANY 
2410-8 Terminal Tower, Clevelend 13, Ohio | 


| Please give wie all the dealership facts on the 
| Moloney All-Weather Door 


Name 
Address 


City Zone State 





De at a dk ee ee ee a ee ee 
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Profit-minded dealers are looking at 
OAK FLOORING’S New 4th Dimension 


Oak's 4th Dimension is something new we know about Oak Flooring... 
something known about no other building material, let alone other floorings. 


From a nation-wide study, we know now that 80°/ of all architects, 88°, of 
all contractors, 969% of all real estate agents and 83°, of all future homeowner 
prefer Oak Flooring over all other flooring materials. 


What does this 4th Dimension—Oak’s overwhelming preference—mean to you? 


As a profit-minded lumber dealer, you now know that Oak is one of your 

most important lines. It means that Oak Flooring will be easier than ever to sell. 
It means that contractors will want to put Oak Floors in the homes they build. 
When you sell and promote Oak Flooring, you are appealing to a ready 
market, because Oak is the accepted flooring. 


More persons every day are becoming sold on beautiful, durable Oak. 
They know that Oak gives walking comfort...insulating qualities, too, It is 
easy to promote a product that is wanted by your customers. 


You'll enjoy fine profits when you sell the only flooring that provides 
beauty, durability and overall economy for the life of the house. 


NOFMA{ National Oak Flooring Manufacturers’ Assn., Sterick Building, 


an La Memphis 3, Tenn. 
Fir.ooes 


a This mark on Oak Flooring is your assurance that it meets NOFMA standards. 
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LUMBER LEGENDS 
AS WE REMEMBER THEM 






































THE SLIDE-ROCK 
BOLTER 


(Macrostoma saxiperrumptus) 


In the mountains of Colorado, where 
in summer the woods are infested with 
tourists, much uneasiness has been 
caused by the presence of the slide-rock 
bolter. This frightening animal lives, 
we are told, only in the steepest mountain country 
where the slopes are greater than 45 degrees. 





: : the corners of its mouth, it comes down the mountain 
It has a huge head with small eyes and an immense “a . te ; se di 
: , T : : like a toboggan. The bolter scoops up its victim, and its 
mouth running back beyond its ears. The tail consists : , ~rscs : . 
. aa : : : own impetus carries it up the next slope, where it again 
of a divided flipper, with enormous grab-hooks, which ; a . 7 : 
: ‘ : , slaps its tail over the ridge and waits. Whole parties 
it fastens over the crest of a mountain or ridge. It . 
af F “id ; : : of tourists have been reported gulped at one swoop— 
remains there motionless for days at a time, watching ’ = : 
ra and many a draw through spruce-covered slopes has 
the gulch for tourists or any other hapless creature that ceo Soke tees 
* ° ° 2@ aic y. 
may enter. At the right moment, after sighting a tourist, — 


it will loosen its hold on the mountain. With eyes One forest ranger conceived the idea of decoying a 

riveted on its prey and drooling thin skid grease from slide-rock bolter to its own destruction. A dummy tour- 

ist was rigged up with a bright plaid jacket, 

knee breeches and a guide book to Colo- 

rado. It was then filled full of explosives 

Nothing to Fear with KINZUA on the Job! and posted in a conspicuous place. Sure 

sii - enough, it attracted the attention of a 

watchful bolter. The resulting explosion 

flattened half the buildings in Rico, which 

When it comes to ordering lumber, you were never rebuilt, and the surrounding 

ean shrug off worries if you specify hills fattened flocks of buzzards the rest of 

KINZUA Ponderosa Pine Products. The the summer. 

F-M 2 way radio-equipped car shown at 

left, ome of a fleet used by Kinzua for 

watchfulness against fire, is but one 

example how Kinzua safeguards its prod- 

ucts for you—even before the timber is 

eut. You can be sure of highest stand- 

ards of tree farming, manufacture and 

grading. Order your “Quality Guaran- 
The vast Kinzua tree farm is constant- ‘¢¢4” Kinzua Pine today! 


ly patrolled for fires to protect the 
source of famous Kinzua Pine products 














Signor? 


Aly prev 
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A SPACE SAVING SOLUTION <a 
for “door swing” problem areas | 





The new Amweld Slide-Away is an attractive steel flush door when 
closed — yet disappears completely by gliding into a hidden wall 
pores — out of sight — out of the way. It is the practical answer 
or floor plans where“swing’’space may not be conveniently avail- 
able. Suggest this to your customers for bathrooms, kitchens and 
bedrooms for apartments and homes. Like other Amweld Building 7 


Products, it is a time, space and money saver for builders. Fits Standard door opening 


The Slide-Away Frame Unit is avail- 
EASY-TO-INSTALL able for 2'6"” and 2'8'’ Amweld 
Designed for use with standard Amweld Steel Flush Doors — it is Flush Doors (1%"’ thick, 6’8” 
easily installed without mortising or drilling. Frame unit available high). Pocket frame fits into con- 
separately for use with wood eran Complete step-by-step in- ens x4 a construction 
structions furnished in every carton. Factory primed with grey ioe ae D ee — 
baked-on enamel, Amweld Flush Doors are ready for builders’ S ‘ 
choice of colors. 


Sold by Authorized Amweld Dealer Only 


At present several choice Amweld Dealer 
franchises are open, Write to us 
for complete information. 


Finger Pulls or Latch Sets 
7,1) . 











/ W teens Soe ane et 

; A a‘ oe pulls are urnishe 1 where Slide- 

Ce 7 Amweld Building Products Division Away is used for ordinary doorways. 
Latch sets available for privacy in 
bathrooms or bedrooms. 


THE AMERICAN WELDING & MANUFACTURING COMPANY 
320 DIETZ ROAD ° ° WARREN, OHIO 
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easy amateur installation 
with a professional look. 


| ll | ‘ Patented Interlocking » assures perfect alignment and 


Outside Corner 


/, rc ms" =, 2) aS ) oa 
SIZE 4% ft. strip i een es 
; There are no meee or un- : 


NreR Each tile actually locks on 


to the adjoining tile.., 

+». an over-lap at | the amateur finds it easy 

every tile joint makes a Ll d to fit the interlocking devices 

tight seal and prevents the | a | : together... 80 he can’t miss 

mastic from oozing out be- 14 } ial on spacing and alignment. 

| tween the tile...thus a ec | Just a little movement is 

neat job with perfect matched t ion allowed to provide for normal 

Bulinose Inside Y. appearance, —— — expansion and contraction. 
Corner Cap Ls 


egal EXPANDS YOUR POTENTIAL TILE BUSINESS 


More and more people will modernize their bathrooms and kitchens when 
they discover how they can have beautiful tile walls by installing them them- 
selves with the only real ‘do-it-yourself’ Pittsburgh INTERLOCK Plastic 

. Wall Tile...even those who don’t think themselves handy around the 
Bulinose Outside house can follow the simple instructions for installing INTERLOCK ... 


Corner Cap and so inexpensively. 
SIZE 2%" x 2%” ; 
ws, HUNDREDS OF DECORATOR COLOR COMBINATIONS 
Interlock i Yg : A 
inside C _—y plain or marbelized 
sue 4% ft. strip ‘ vc’ @) Solid tones and pastels . . . everything to suit the taste of the 
4 . S07 discriminating home owner. Thirteen colors available in trim 


tiles including exclusive extruded plastic inside and outside 


; corner strips. 
Interlock Feature Strip 
SIZE %” x 4%" COOPERATIVE MERCHANDISING PROGRAMS TO BUILD TRAFFIC 
7 AND MOVE STOCK FROM YOUR SHELVES. 
‘% no : INEXPENSIVE TILE-IT-Y OURSELF KIT gives your 
ve Base 


, customers all they need in tools to do a 
a 47 wr t + v- professional job... complete, with easy 
i % \ 


— to follow instructions. 

’ ’ 7 

Interlock Half Tile : \ SEND COUPON to get the profit story on the 
SIZE 2%" x 4%” Bulinose Cop ‘Do-it-yourself’ PITTSBURGH INTER- 


SIZE 2%" x 4%" ae PLASTIC WALL TILE. 


he, ‘ etiiemiid mr "Jones & Brown, Inc. Dept. Al-2 
JONES & BROWN, INC. 


439 Sixth Avenue, Pittsburgh 19, Pa. 
Please send me the INTERLOCK story 

439 Sixth Avenue 

PITTSBURGH 19, Pa. 





even joints with 
LO 
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SCIENTIFIC 


KILN DRYING 


assures 
STAY-PUT QUALITY 


After pre-seasoning is completed and the great lift 
trucks have taken the lumber down from the drying 
stacks, carriers and cranes again pick up their cargo of 
Noyo Redwood and deposit it onto kiln trucks that 
roll into the huge drying kilns. Here the controls have 
already been set in accordance with the pre-determined 
moisture content of the kiln charge. Then the next step 
in processing Noyo Quality Controlled Redwood be- 
gins. The charge stays in the kilns from 5 to 24 days 
depending on conditions and sizes. Quality Control is 
exercised through careful checks and 
continuous testing by skilled kiln 
engineers utilizing scientific instru- 
ments to determine the correct rate 
of drying for maximum conservation 
of natural qualities. 


SAN FRANCISCO 
620 Market St. 
S$Utter 1-6170 


LOS ANGELES 
117 W. 9th Street 
Tainity 2282 


CHICAGO 
228 N. LaSalle St. 
CEntral 6-1172 


Scientific precision 
instruments are used 
Jo assure Quality Control 


oYO 


QUALITY CONTROLLED 


Lumber on rail 
trucks waiting to 
a? roll into kilns 


Sawn, edged and trimmed to produce the best 


out of the log. 


Inspected and graded for consistent, dependable, 


uniform quality. 


Scientifically seasoned to meet specifications 


called for. 


Surfaced and run 
to pattern by 
unexcelled 
planing facilties. 
C.R.A. grade- 
marked, assembled 
and shipped to 
you under careful 
scrutiny to insure 
satisfied customers. 


NEW YORK 
2735 Grand Cent. Term. 
MUrray Hill 9-5189 


REGIONAL SALES 
REPRESENTATIVES 


In order to provide prompt, 
efficient ‘‘on the job” service, 
Union Lumber Company 
maintains carefully selected 
and trained sales representa- 
tives across the nation. Con- 
suit your local directory or 


write to our nearest office. 


Union LUMBER COMPANY 


TREE FARMERS AND MANUFACTURERS 
FORT BRAGG 


Member: California 


Redwood Association 
Cc A LIFORNIA 
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Coll the floor that’s NATURALLY benni'iful ! 


RANCH | 


Fy 


—— 


Everybody likes this pegged oak floor 
Bruce Ranch Plank Floor is easy to sell because it 
offers unusual beauty and luxury at such a moderate 
price. It is truly an outstanding value. 

Here, with alternate widths, walnut pegs and bev- 
eled edges, is the glamour of a random-width plank 
floor . . . at about one-half the cost. That’s possible 
because Bruce Ranch Plank is pegged and finished 
at the factory and laid like regular strip flooring. 
There’s no costly finishing on the job. 

This popular, nationally advertised floor is a favor- 
ite with builders because it helps sell houses faster. 
You'll like it because it means easier sales at substan- 
tially more profit than you make on unfinished strip 


flooring. Write us for prices, literature and sales helps. 


E. L. BRUCE CO., MEMPHIS 1, TENN. 


Hedrich-Blessing Photo 
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Industrial Pane! d s Widest line of hard Architectural Pane! 
iniversa Sé Ww pane Ter’ inivers é » locks pan elelmiclmilals ea ielir) 
fofoloimaleliol te.) ) u panels 


THE BROADEST LINE EVER OFFERED... 


CECO standardized hollow-metal doors 


WITH FINEST QUALITY HARDWARE 


/n construction products 
CECO ENGINEERING 
mahes the big ference 


/ 
CECO STEEL PRODUCTS CORPORATION 


Offices, warehouses and fabricating plants in principal cities 


General Offices: 5601 W. 26th St., Chicago 50, Illinois 
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EDITORIAL 


DON’T LET COST REDUCTION 
TRIP YOU! 


Distribution costs are NOT too high if additional 
profitable volume is secured without waste! 


The wise merchant keeps a watchful eye on all 
expense items to eliminate every possible waste. 
When he finds his expense percentages against 
sales higher than industry averages he digs deep 
for the reasons. 

It is here that he may be trapped into unwisely 
curtailing productive expenses. 

A detailed study of hundreds of dealer operating 
statements reveals that generally speaking 
though by no means always dealers with 8% 
to 10% net profit on sales before taxes, and 18% 
to 22% net profit on their investment, show total 
costs of doing business considerably higher than 
industry averages. 

A simple equation explains this dealers with 
that kind of a profit have larger consumer sales 
than contractor sales. Consumer selling involves 
higher costs while making more net profit. 

But this fact does not tell the entire story. 

There are two divisions of expenses (1) 
necessary, but non-creative expenses and (2) 
productive expenses, viz., “It’s necessary to spend 
money to make money!” 

The former are usually classified as operating 
expenses and the latter as selling expenses. 

Cost saving should be the goal when operating 
expenses are concerned and profitable sales pro- 
duction, the goal of selling expenses (with no 
waste permitted). 


A typical example 


For example, if you are spending *; of 1% for 
advertising and you increase your advertising 
investment to 134° you have increased your 
over-all expense—at least for a time, by 1%. 
But if your gross margin (because of additional 
profitable consumer sales) goes up 4 points and 
your net profit on sales 3 points, you have made 
a whale of a good investment. 

Again, if you add an outside salesman to your 
force, his compensation and expenses may send 
your cost of doing business up a point or two, but 


Burtpinc Propucts MERCHANDISER 


if he produces additional profitable consumer vol- 
ume after covering his additional cost, he, too, is 
a good investment. 


Some costs pay their way 


Dealers who have climbed to the highest profit 
brackets in the industry seem to have made this 
important discovery—It is wise not to curtail, 
but to judiciously expand productive costs. Let 
no one say the cost of profitable sales is too high 
until someone comes up with a less costly way. 


On the other hand, let no one in the organiza- 
tion believe that any unjustifiable expense will be 
condoned—whether administrative, operating or 
sales. The other half of the above motto is “No 
distribution costs are sufficiently low if there is 
the slightest waste in the process.”’ And any cost 
is too high if it is higher than it needs to be to 
produce the same results. 


Because consumer selling developed later than 
contractor supplying in our industry, and because 
of limited advertising and sales promotion, few 
dealers are obtaining sales volume equivalent to 
their market opportunities. 


Dealers wishing to correct this situation will 
have to invest more in advertising, sales promo- 
tion and personal selling. 


In all cost analysis and cost reduction pro- 
grams, therefore, let’s fight inefficiency and waste, 
but when it comes to productive expenses like ad- 
vertising, sales promotion and personal selling, if 
the market opportunity is there, let’s not hesitate 
“to spend money to make money.” 





ANNOUNCING... 
































A NEW KIND OF LAMINATED FIBRE PANEL 
UNEQUALLED FOR SIDING, SHEATHING 
AND INTERIORS OF SERVICE BUILDINGS 


Waterproofed. Upson All Weather Panels are water- 
proofed through every fibre. Official tests show water 
absorption, LLLF-321 B- 2.4% by volume. Toxic 
treated to resist mold, fungi, termites. 

Strong. Upson All Weather Panels’ 6-ply laminated 
construction adds structural stability, enables them to 
resist exceptional shock and strain. 

Thick. Upson All Weather Panels are *¢-in. thick for 
heavy duty use, greater insulation value. 

Store Them Outside. Upson All Weather Panels can 
be exposed to the roughest weather without .damage. 


Easy to Apply. Upson All Weather Panels are 
applied direct to framing. Left natural or painted. 


Seven Sizes. 4-ft. wide x 8, 10, 12-ft. long; 8-ft. 
wide x 12, 14, 16, 18-ft. long. 


. . for complete details mail the coupon. . 
THE UPSON COMPANY, 9410 UPSON POINT, LOCKPORT, N 


Please send me booklet and information on Upson All Weather Panels. 
Name Firm 


Address City State 
Name of Jobber 


Jobber's Address 
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for 
exterior 
siding and 
sheathing 


for 

service 

building 
: = a interiors 


FARM USES: brooder houses « tool sheds « 
storage bins e utility rooms e grain bins « live- 
stock shelters « dairy barns « machinery 
sheds e milk houses e garages 


FACTORY USES: gatehouses e watchmen’s 
sheds e storage buildings e garages « utility 
buildings « construction sheds e« loading 
platform shelters e tool cribs 


HOME USES: garages « playhouses e utility 
sheds « plus a multitude of summer cottage uses 


MANY OTHER USES: motels « resort build- 
ings e roadside stands e carnival buildings e 
exhibits « signs e summer camps e construction 
companies « wherever rugged duty is required 
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Service and New Store Help 


INFORMATION CENTER and switch 
board are strategically located in 
open area between general offices 
and showroom. 


MANAGER A. J. WERNER, seated, 
figures a job for a customer at his 
desk in a corner of the general of- 
fice area. Knotty pine walls serve as 
a live display. 
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DISPLAYS TAILORED to fit prod- 
ucts are a key feature of the new 
showroom of the Rock Island Lum- 
ber Co., Cleveland. Perforated-hboard 
rack displays hand tools. All islands 
are on casters for moblity. 


The Amateur Builder 


You may benefit from some of the features of the 


Rock Island Lumber Co., Cleveland, which include: 


Salesmen acting as personal cashiers for customers 


e Showroom displays that work as well in the windows 


Ceiling of light in the general office 


Protection for customers in wet weather 


xoing into the retail lumber bus- 
iness with special emphasis on the 
do-it-yourself trend, the Rock Is- 
land Lumber Co., Cleveland, has 
already inaugurated a bevy of cus- 
tomer - pleasing, profits - catching 
service and display ideas. 


Bob Hill, sales manager, says the 
firm’s services include: 

. The same_ service, courtesy 
and respect for all customers 
whether they spend $5,000 
or 5¢. 

. A Mr. Fixit service which en- 
ables a housewife to call and 
get a home repair job accom- 
plished in a matter of hours. 

3. No production - line cashier 
system. Each salesman makes 
change for his own customers 
which gives him the final con- 
tact and the chance to thank 
the customer and ask him to 


return again. 

. A box containing “free whit- 
tlin’ wood for kids from six 
to 60.” 

5. Salesmen who are trained to 
give do-it-yourself customers 
the practical advice they need 
about materials and methods 
of application. 

). A tool rental department con- 
taining all tools homeowners 
need for repair and remodel- 
ing jobs. 

. Yard men who are trained to 
drop what they are doing and 
courteously assist customers 
who come into the yard for 
materials or advice. 

A frequently-scheduled pro- 
gram of home shows and do- 
it-yourself demonstrations. 
A home planning center. 


(continued on page 44) 
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WALL PAPER DESIGN in other corner of the general 
office area helps define this section from the showroom 


Lack of doors between showroom 
inviting to customers 


SERVICE and NEW STORE 


(begins on page 43) 


Hill says the display ideas for 
the 6,000 square-foot showroom 
include: 


1. Thirty varieties of wall cover- 
ing placed in attractive panels 
on the showroom walls. The 
panels are floodlighted at 
night. 

Displays designed to fit the 
“temperment” of individual 
products. As new products are 
received the sales staff con- 
venes to decide on the best 
method for display. Displays 
are built by the firm’s mill- 
work shop under supervision 
of the sales staff 

Islands on casters for mobil- 
ity and built low for good vis- 
ibility are used for products 
wherever possible. 

Displays are arranged in a 
“wander - through theme,” 
avoiding stiff and formal 
straight aisles. 

Store front windows are de- 
signed so island displays on 
casters can be pushed up to 
the windows to double as win- 
dow displays. 

Front windows and key is- 
lands in the showroom are 
spotlighted or floodlighted at 
night 

Doors are displayed in two 
racks holding 60 doors each. 
The showroom also contains 
an overhead garage door dis- 
play. 
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office areas is 
front sign. 


8. Colorful seasonal’ displays 

(such as lawn chairs and pic- 
nic tables) are placed in the 
crescent of lawn in the front 
of the building to attract 
passing motorists and pedes- 
trians. 
An eye-catching sign is locat- 
ed on the street in the front 
of the store. The sign consists 
of two huge (18’) pylons 
erected in the shape of a “VY.” 
The pylons support a circle 
sign (9’ in diameter) on which 
the company name is printed. 
The sign is floodlighted on 
both sides at night. 


Customers Don’t Get Wet 


Hill points out that the half- 
moon driveway in the front of the 
showroom allows cars to pull up to 
the door from either street direc- 
tion. A modern marquee roof runs 
the entire length of the front of 
the building and allows customers 
to park and enter the store with- 
out getting wet in inclement weath- 
er. A vast parking lot is located 
at the side of the sore. 

Plate glass windows make up the 
floor-to-ceiling front of the build- 
ing. Extension of the windows for 
20 feet along one side wall gives 
the front of the structure a show- 
case effect. Interior and exterior 
frames for the windows are natur- 
al-wood laminated beams. 

One of the first things a cus- 
tomer notices on entering the store 
is the modern, wide-open and 
“homey” atmosphere. The 6,000- 
square-foot showroom area blends 
into the 4,000-square-foot general 
office area at the rear making the 


FULL COLOR PHOTOGRAPH behind simulated window 
makes interior offices seem more open 
manager, checks the artist’s drawing of the firm’s street- 


Bob Hill, sales 


interior seem immense. Only di- 
vision between the two areas are 
partition walls fitted with sample 
windows that jut out about 30 feet 
from the side walls. The ‘“‘no-doors”’ 
situation that exists between the 
showroom and the general office 
area makes the latter more invit- 
ing to customers. A large informa- 
tion booth which also contains 
the switchboard— is located in the 
middle between the showroom and 
the general office. The booth is 
made of a light-colored, exterior- 
stone finish material. 


Ceiling Is a Light Fixture! 


A. J. Werner, manager, points 
out that lighting in the showroom 
is accomplished by flush-set fluor- 
escent units placed between natural 
finish laminated wood beams. The 
entire ceiling of the office area is 
literally “one huge light fixture,” 
says Werner. This effect is gained 
by having rows of fluorescent 
lights set in the ceiling about 24” 
above wall-to-wall sheets of white 
corrugated plastic. Thus, the office 
area is brilliantly lighted and shad- 
owless. 

Behind the general office area 
are private offices for executives. 
Hill says that because these offices 
have no outside windows they are 
equipped with 6’x9’ _ full-color 
photographs of striking outdoor 
scenes. The photos are set hehind 
window frames to give the illusion 
of depth. 

Hill savs that the Rock Island 
Lumber Co. now employs 25 per- 
sons in the office and sales depart- 
ments and 50 in the warehouse 
and millwork shops. 
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PRICED LOW FOR MASS SELLING?! 


New PT | Shapmats 





Model 5000 


The Complete Motorized Home Power Shop. 


lathe * Grinder * Bench Saw * Sander-Polisher * Vertical Drill Press * Horizontal Drill Press * Portable Drill * Router 





Accurate bevel gauge in use 
Rips, cuts mitres, too 





Lathe hinged to 
Moved 
upright, it's a ver- 


bench 


tical drill press! 





Too! 
rest and face plate furnished 


Between-center turning 





Now for the first time, you can offer a truly 
budget-priced, all-purpose bench tool. The 
new PET Shopmiate fits a huge, untapped, 
waiting market. Think of all the men who 
have put off buying bench tools because of 
high cost. This is their answer. . 

Here's a complete motorized home power 
shop—everything a man could ask for—and 
all at one low price! 

So be first in your area to cash in on this hottest of all “‘do-it-yourself” items. This 
8-in-1 wonder tool is being promoted by an advertising campaign spearheaded by the 
Saturday Evening Post. Stock, display, and you'll se// the new PET Shopmate! 

Check your jobber now or write us direct for full details and prices. 


THE NEWEST SELLING IDEA IN DRILL KITS! 


w« pez) Walll-Shop 


Model 1440-G 
Fastens to wall! Complete set of 34 pieces 


retails at 





and yours! 


. _ “sa 
cea 


Portable drill detachable 
for use anywhere. 


Only $5995 


retail 
Power Unit Included 


Drum and butt sand 
ing. Grinds, sands, 
polishes. 


Complete accessory kit, $7.95 


A place for everything... 


everything in its place! Only S95 


ee ee 








In Canada: Portable Electric Tools, itd., 


Book! PORTABLE ELECTRIC TOOLS, }NC | 
il this Dept. AL-103, 320 W. 83rd St., Chicago 20, Ii! | 

Watch your customers go for this! _ ball-thrust bearing and gear chuck. Mat {ot Please send me free my personal copy of the new 64-page “Port- 
A handy drill kit kept handy, within This PET Wall-Shop easily adapts coupes able Power Tool Guide.” retait price $1. Full of helpful hints on 
easy reach to a fast-selling counter display. For gours® ate oF parte toms. Allee send SS SS Sees St as | 
Wall-Shop provides a convenient full details on this newest idea in ie ee ee et nT er | 
place for each part, outlined in black drill kits, contact your jobber or | 
and labeled on an attractive wood- write us direct. But act mow. Get NQMC... es eseeercceneesesensetee senses nsense sen enseeeeees | 
grain-finished tool panel. Drill is that new business from this new item | 
special series 4” industrial type with — while it’s new! Address | 
PORTABLE ELECTRIC TOOLS, INC., 320 W. 83rd St., Chicage 20, Ill. | City State 


BuILDING Propucts MERCHANDISER 


425 Birchmount Rd., Toronto 13, Ont, 





Lae ct se es 5 stb Gi le ee wn oh mee Su a 


(To obtain more data on advertised products see page 135) 


dl JUNE 19-20-21 oz 
THORNTON HIGH SCHOOL 
GYMNASIUM 


STORE SIGNS WERE USED to plug 
the show. Free tickets were given 
with purchases over $5. Mathieu's 
business is about 90% consumer 
trade, 


~ 


SOUND TRUCK carried the home show message throughout the area. Com- 
munity newspapers were also used for several weeks prior to the show. 


Home Show, Course In One Easy Lesson 


FORMAL OPENING complete with 
ribbon cutting Ed Mathieu and 
Mayor Arthur E,. Turngren. 








P P oer es 
ACTIVE DEMONSTRATIONS are important to create interest and stimulate sales, Ed Mathieu believes. He plans more 
emphasis on how-to-do-it exhibits if he stages another show. He believes these demonstrations should carry through 
a complete project. 
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PITTSBURGH 


SIXTY EXHIBITORS TOOK SPACE in the home show held in the high school 
zistered for the three-day show. 


Nevertheless, 2.500 re 


gvm 





Extreme heat reduced the crowd. 


If you’re thinking about a home show, you can 
learn what to do and what NOT to do by reading about 
Ed Mathieu’s practical experience in staging his first show. 


How about a home show to step 
up consumer business—does it pay 
in increased business, added good 
will and advertising? 

cd Mathieu, Mathieu Lumber 
Co., Blue Island, Tll., wasn’t sure 
as he sat in the bleacher section 
of the high school gym on a stifling 
hot Sunday night last June and 
looked down at the sparse crowd 
that filtered through the exhibits 
at his first home show. 

Six weeks later, Ed sat down to 
appraise results. What was right 
and what was wrong about his 
show? If he was going to run an- 
other, how would he improve it? 

Tangible sales results could be 
chalked up. Five or six kitchen 
cabinet sales could be attributed 
directly to the show; one of these 
sales will total around $1,700 and 
extensive kitchen remodeling jobs 
will go with several other sales. 

Sold four folding doors. This 
specialty item was never exhibited 
by Mathieu Lumber Co. before; it 
now has an active exhibit in the 
store. 

July sales were 25° ahead of 
July, 1952. At least part of this 
increase can be credited to the 
home show. 

Intangible results are 
erable. More customers heard 
about Mathieu Lumber Co. than 
ever before. “You and your darn 
home show have caused me a lot 
of work,”’ remarked one customer, 
wryly, as he purchased some wa- 


consid- 


Buttpinc Propucts MERCHANDISER 


terproofing paint. The customer 
beside him agreed as he made an- 
other purchase stimulated by the 
home-show visit. 

Good community reaction. This 
was the first show of its type ever 
held in the community. Civic lead- 
ers and school officials were quick 
to express their appreciation of the 
high caliber of the exhibits. 

Some 2,500 adults attended the 
three-day show. Total cost, ex- 
cluding admissions, approximated 
$2,500. If the weather had been 
favorable, the crowd could easily 
have trebled and the cost per per- 
son cut that much. 

Overall results: substantial sales 
increase; improved public rela- 
tions; well-learned lesson, first- 
hand, what to do and what NOT 
to do in staging a home show. 

“The home show got a lot of 
people thinking about their homes 





Promoting the Show 

Ed Mathieu started advertis- 
ing his home show six weeks 
ahead of the opening, Friday, 
June 19. He used nine commu- 
nity newspapers and a regional 
edition of the Chicago Tribune. 

He printed 10,000 handbills, 
which were delivered by high 
school students. Mathieu Lum- 
ber Company store banners an- 
nounced the show and free 
tickets were given with every 
purchase over $5. 

A sound truck (one of Ma- 
thieu’s own trucks mounted 
with twin loud speakers) toured 
the area a few days preceding 
the show. The driver kept up a 
running commentary about the 
show program. 











and in a mood to do something 
about it,’ concludes Ed. “There's 
no question but what the show in- 
creased our business.” 





helps seil products. 


Avoid hot-weather months. 


daisical salesman. 





Guideposts to a Successful Home Show 


Sell aggressively without being high-pressure. 
Aim for quality displays rather than too many exhibits. 
Feature active demonstrations. Show by doing. It creates interest and 


Charge admission. Possibly 25¢. 
not restrict the seriously-interested prospecis, 

High temperatures reduce attendance, 
Show movies. These movies may be educational and entertaining, but 
be sure they carry a selling message. 

Advertise (newspapers, direct mail, truck and store signs) five weeks 
in advance. Use hand bills; they’re a good last-minute reminder. 
Offer door prizes, but don’t overplay this angle. 

Encourage exhibitors to send a live-wire salesman to man their exhibit. 
A good display and many potential sales, can be killed by a lacka- 


It qualifies your audience, yet does 











Great window combination! 


Andersen Pressure Seal with Removable 
Sash and Handy Storm-Screen Units... 


The Andersen Storm-Screen Unit is built to be the 
best-looking, most practical, easiest-to-use, longest- 
lasting storm-screen combination there is. It’s built 
to last a lifetime with reasonable care. Wood parts 
are treated with toxic and water repellent preserva- 


tive. Screen wire is non-rusting aluminum. Once in- 





stalled they’re meant to stay on all year “round. 


The rugged Storm-Screen is a part of the Ander- 
sen Pressure Seal Unit. Each has its own brand of 
customer appeal that helps sell its partner. Ander- 
sen Pressure Seal Windows with the Storm-Screen 
Unit form the double hung window combination 
that’s complete in every detail—complete in the de- 


tails to please every home builder, every homeowner. 


Check the Storm-Screen features listed here... 
Then you'll know why the combination of Pressure 
Seal Windows with the Storm-Screen Unit makes 


the greatest double hung window package ever! 


Full length screen; 2 storm panels. Easy to 


change in a few seconds, Cuts down storage 
problems. Provides full screen in summer, Up 
to 25°, more insulation in winter. No compli- 
cated installation, Quality fine-mesh alumi- 
num screen cloth, 


EASY TO REMOVE. The Andersen 
Storm-Screen hangs and opens like 
any standard screen or storm window. 


eeeeeeeoeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeees 





STORM PANELS 
FIT INSIDE 


CHANGE SCREEN 


STORM 
PANELS IN 


RAINY 
WEATHER 
VENTILATION 


SECONDS 


Insert or remove lightweight 
storm panels from the inside. 
No stretching or struggling. Easy 
to store, easy to clean. 











Leave top storm panel on for 
top-of-window ventilation. Helps 
avoid rain damage. One less 
panel to change or store. 


Corner detail shows how storm 
panels fit inside screen. Alumi- 
num screen cloth stays on year 
‘round to give as much as 25°, 
more insulation than standard 
storm windows. No screens to 
store either. 



































Row of Andersen Pressure Seals in a bedroom... instant sash removability plus weathertightness. 


Sash removability makes Pressure-Seal 
easy to install...easy to operate... 


LIFT SASH RIGHT OUT 


Strongman tactics are out when you remove 
Pressure Seal sash. Sash slip out instantly, 
smoothly with no tools, no struggling. 
Simply open sash fully. Keep thumb levers 
depressed. Move sash to left and lift out. 
Anyone can do it in seconds! 


Because sash of Andersen Pressure Seal Windows lift 
out instantly and easily, they are favorites with builders 
and homeowners. The removable sash make it a breeze 
to clean windows and to change the lightweight storm 
panels on the Storm-Screen combination from inside 
the house. Only Andersen has the wedge-like device 
that gives instant and effortless removability to Pressure 
Seal sash and at the same time assures a highly weather- 
tight double hung window. 

There’s a saving In installation time and costs, too. 
You can paint the sash out of the opening... wait to 
put it in till paint is dry. Eliminate paint bind for a 
quicker installation job with less clean-up. 


WE CUM 


For more information see your WINDOWALLS distributor or write 
Andersen Corporation. 


BAYPORT + MINNESOTA 


WINDOW SPECIALISTS FOR 50 YEARS 








Nt terling: tee ine a asi 


HARDWARE 


last. a hei ; seti me 


Only 
One Inch Use Standard 
Headroom Door Frame 
Apron Required 
Conceals 
Hangers And 


‘~ rack, 


Aluminum 
Double 
Track. 


— 


Nylon 
Rollers. 


Adjustable 
Hangers 


os 


Door 
Cushions 
Prevent Slam, 
Pinched 

Fingers. 


Guide Strips— 
No Grooving No Track 
Necessary. Adjustable On Floor. 


Door Guides. 








} Hardware you « 
efficiency and “ai 
y exclusive 
nq Door Hardware 
factory operation Is « 
e Sterling Hardware 


easier to install— quieter 





will operate perfectly for 
ears. Write Today For Catalog. 


STERLING peneehane co. 


2345 WEST NELSON STREET ® cue 
Sterli 
oc Beil I] er son caracoe m sweer's 


visit our DISPLAYS. 


Beier lames a I 


9 Magazines 


hicag 


» page 135) 


* Satin-like 


Interior Trim 


manvern OR STANDARD 


* MOULDINGS FINISH 
YARD STOCK 


- Hardwood Flooring 


rs OAK BEECH GUM 


Prefinished Unfinished 


Wrapped Trim 
MOULDINGS 
CASING BASE 

: in 
WHITE and RED OAK 
RED and SAP GUM ~ 


Here to Serve You Always 
‘Because We 
re OWN TREES 


1953, : 








People used to... more often than Mr. C. A. 
Williams cares to recall. But that was before The 
Savannah Planing Mill Company installed an effec- 
tive inventory control system. 

Now they have one. There’s no more asking a 
caller to hold the phone while stock on an item is 
checked ... while the price is checked ... while the 
next shipment date is checked. Now Mr. Williams 
has complete information at his finger tips for 
instant use, assuring prompt service, more orders 
and extra profits. 

This inventory control system utilizes Kardex 
Visible equipment for “facts at a glance” reference. 
Besides furnishing prompt, accurate information for 


Extra Profits Through Inventory Control 
Your FREE copy of the informative, 
illustrated 6-page folder, “Extra Profits 
Through Inventory Control In The 


Remingt 
Room |! 


NAME 
TITLE 
FIRM 
ADDRESS 


PROFIT-RUILDING IDEAS FOR BUSINESS 


Please send me my free copy of “Extra Profits Through 
Building Materials Business,” CR875, Inventory Control In The Building Materials Business,” 


CR875. No obligation, cf course. 
is awaiting you. Mail the coupon today! , ee rina 


customers, this system makes costly overstocks 
glaringly obvious and provides “automatic” reorder 
points that prevent shortages. This system is com- 
plete in its operation, and includes control of invoic- 
ing, ordering and credits. Yet it is so simple that any 
office employee can give information by phone, 
should the need arise. 

Effective inventory control, which has brought 
greater profits, more productive employee time and 
smoother overall operation to The Savannah Plan- 
ing Mill Company, is described fully in folder 
CR875. Send for your free copy and see how effec- 
tive inventory control can better the competitive 
position of your company. .. quickly ... surely. 


| 
| 
| 
4 


on Rand Inc., Management Controls Reference Library 
271, 315 Fourth Avenue, New York 106, N. Y. 
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DISPLAY OF OUTSIDE CELLAR DOOR unit has produced more than 1,060 


leads for the Maumee 
unit is used as 


(Ohio) 


Lumber 


Co The copper-steel, double-door 


an extra basement entrance in new homes and as a replace- 
ment for wooden doors In older homes 


Even the dog appears interested. 


Display Brings 1,000 Leads 


An all-metal, outside cellar door 
unit in front of the showroom is 
credited by manager Al Fiegelist 
for more than 1,000 leads for the 


Maurnee (Ohio) Lumber Company 


since spring. 

Manager Fiegelist says, 
often watched motorists’ turn 
around after seeing the door and 
then stop to come in and inquire 


“T’ve 


about it. The display has paid for 
itself in pulling in street traffic 
alone. And, I’m expecting sales of 
the unit to jump this fall.” 

The manager said he plans to 
promote sales of the cellar en- 
trance units by having them in- 
cluded as integral parts of new 
houses in the Maumee-Toledo area. 
“Once the public starts seeing the 


ante ea 


units in new homes and realizes 
the advantages of having an out- 
side basement entrance, sales will 
increase rapidly,” he predicts. 

The units were designed as re- 
placements for the old-fashioned, 
wooden cellar doors and as added 
selling features for new homes. 
The double-door, copper-steel units 
come in three sizes: 4'10”x3’11”, 
5’4”x4’3” and 6’x4’7”. The doors 
are weather-tight and _ burglar- 
proof. Precision built, the doors 
open and close easily. An auto- 
matic safety catch latches them 
open. 

“The doors make a convenient 
entranceway to the basement and 
rumpus room without tracking 
through the upstairs of the house,”’ 
says Fiegelist. ‘‘And, hauling lawn 
equipment, furniture, boats and 
other items in and out of the base- 
ment is much less troublesome. 

“The woman of the house will 
appreciate the entrance on wash 
day. A basement entrance is the 
only direct path to safety in case 
of fire when you're entertaining in 
the basement,” he added. 

The units can be installed in 20 
minutes in a house under construc- 
tion or in a few hours when re- 


placing wooden doors. 





What sensational paint retail- 
ing idea is booming paint profits 


for dealers in 48 states 














BARN POLES 

FOR ENDURING 

FARM CONSTRUCTION 
@ Quality Lodgepole Pine poles 
from our own timberlands are 
straight, strong, uniformly ta- 
pered. Treated poles (penta or 
creosote) can be included with 
mixed cars of treated or un- 
treated lumber. 


Write for information. 


J.NEILS 
LUMBER COMPANY 


MILL AND TREATING PLANT 
LIBBY, MONTANA 








For the real story behind this 
idea, turn to Pages 79, 80, 81 


and 82. 
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RIGHT! 


Fir plywood patterns in 6 million packages — featured 
on national TV and Radio to create new sales for you! 


.-. but you've got to feature fir plywood handy [ 

panels* to really cash-in. And you must have Got your charo of the basy caloe! 

adequate stocks. 
Here’s how this great new campaign works for 

you: Fir plywood has teamed up with Grape Nuts 

Flakes to give you a heaping big portion of the 

“do-it-yourself” market. Starting next month, every 

box of Grape Nuts Flakes will contain a new pat- 

tern-plan for one of six brand new fir plywood HAND PANEL 

handy panel homecraft projects. 
And just look at the powerful promotion being bh d 

used to help build sales for you. Over 100,000 ani wagon 

grocers will feature Grape Nuts Flakes and the ply- 

wood patterns with colorful displays. The ‘‘do-it- today / 

yourself with fir plywood” idea will be sold to . 
ia : : : A 4 

millions on the national Roy Rogers Grape Nuts - 


Flakes radio and TV show. Plus. of course the Fir plywood handy panels are featured on every pattern. Handy panels 

G ili | } | fi | cre top-quality DFPA-Inspected fir plywood in small sizes. See your 
ora WwW > > . wy ” 4 

» milion bDuyers who get the Ir plywood sales regular plywood supplier or write Douglas Fir Plywood Association, 


story on the patterns inside each package. Tacoma 2, Washington, for details. 


BE SURE! INSIST ON DFPA-QUALITY TESTED FIR PLYWOOD 
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Five Big Days! 


YOLCO BUILDERS SUPPLY 


NEW RETAIL STORE OF CINDER PRODUCTS CO 








DRAMATIC NEWSPAPER ADVERTISEMENT, a section of which is shown above, told the story of the grand opening. 


Four-Point Promotion Plan For Grand Opening 


These, too, helped carry the message: 


Everybody in Idaho’s Magic Valley knows that the 
Volco Builder’s Supply, Inc. is ready for business. ‘From the 
turnout we had, we know we got our message across,”’ says 
manager V. E. Camozzi. 


BASKETS OF FLOWERS on the inside... 





NA ER SNE NOR NE Bt i 


2. BIG SIGN on the outside. 
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“It’s our experience with promotions that, unless 
they literally saturate the area with various adver- 
tising media, they are not too successful,” says V. E. 
Camozzi, secretary-manager, Volco Builder's Supply, 
Jerome, Ida. “Usually they bring half-hearted re- 
sponse from customers and nothing more.” 

That’s why Volco saturated the Magic Valley area 
with radio, newspaper and direct mail advertising de- 
scribing its five-day grand opening. Here are the 
media Camozzi used: 


1. NEWSPAPER ADVERTISING. Camozzi ran full 
page ads in one Twin Falls daily. He also ran ads 
in two rural weeklies. 


RADIO. Volco went on the air at Twin Falls with 
104 spot announcements in four days! Total radio- 
newspaper costs—$600-$700. 


DIRECT MAIL. The firm mailed special invitations 
to three groups of customers: all contractors within 
a 45-mile radius; all merchants and retailers in Je- 
rome; 120 householders in a new housing develop- 
ment. Camozzi plans to follow this up with semi- 
monthly mailings to contractors and _ selected 
householders—as part of an annual campaign. 


DOOR PRIZES. As a final inducement, the firm 
conducted a drawing for a $200 television set. It 
also gave away $200 in miscellaneous prizes. 


For $1,000 he took in $12,000 


Total cost of Camozzi’s promotional efforts to get 
people to come into his store was approximately 
$1,000. But it paid off. Almost 200 persons a day 
crowded his store for the five days of the opening 
sales. And they took with them a total of $12,000 in 
merchandise. 
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cash in with 
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HERE'S HOW AMERICAN KITCHENS GIVES 












YOU THE ADVANTAGE OF $1,000,000 WORTH OF FREE PUBLICIT 


Home magazines today are filled 
with stories about the new excite- 
ment about kitchens...dast turn- 
ing into the most important room 
in the house! Editorial space 1S 
devoted to headline stories about 
new decor, new planning, new 
living kitchens. And that’s where 
American Kitchens uses this great 
interest and publicity to cash in 
... for you! 


NEW EDITORIAL-FORMAT BOOKLET 
To take advantage of this nation- 
wide trend, American Kitchens 
has produced a new booklet in 
typical magazine format withcolor 


AMERICAN KITCHENS DIVISION 


BurpInc Propucts MERCHANDISER 





pictures and helpful information 
about decorating and kitchen 
planning. 


National advertising will pro- 
mote this 24 page folder, “New 
Designs for Living Kitchens,’ and 
the inquiries will be sent direc tly 
to the dealers to give them a list 
of “red-hot” “ready-to-buy”’ pros- 
pects to work from. 


Yes—now is the time to dis- 
play, promote, locally advertise 
American Kitchens. Now is the 
time to get yourself a bigger share 
of the multi-million dollar steel 
kitchen business with American! 


Atta 


CONNERSVILLE, INDIANA 











rue BIG NEWS rovavis KITCHENS: 


| ; “ton 
he living-kitchen ts an American ide 


LS an 
Make a big kitchen pay 
Storage dividends 





Small models for big kitchen jobs 


f} i 
ih 
hese materials are making the kitchen : 
the star of the home Pe 


_ Ae 


Jew kitchens 


that work for you 


Oe 





r | 1 
oday’s kitchen ‘s decorated 


as attraclice ly as any room in the 
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most exciting room in the house 
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CABINETS OF STEEL 
FOR LASTING APPEAL! 
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(To obtain more data on « 


idvertised products see page 135) 


American Kitchens Division, Dept. AL-10 
AVCO Manufacturing Corp., Connersville, Indiana 


lam interested in an American Kitchens franchise 


if one is available in my area Please have my 
nearest distributor contact me 


Nane————————_—_ oor 


Address - 
Zone 





State_—— 


City 
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FIVE TETE-A-TETE LAWN FURNITURE UNITS (such 

us the one now holding employe Carl Shafer) were 

old from the firm’s patio display area in two weeks 

Thrift nook at the reat with its own display window 
it mecca for consumer trade 


Profit Combination: 
Patio-Thrift Nook 


An adjacent patio display area and a thrift nook 
has increased sales of outdoor furniture by 200° and 
created a thriving trade in consumer economy lines 
in less than a year for the Steel City Lumber and Sup- 
ply Co., Gary, Ind 


R. C. Briggs, manager of the Bader Corp. branch 


Increased Sales —Increased Profits! 


_ o— . P " | 


. 


... with horizontal sliding glass doors and windows! 
There’s faster and greater profits for you in 
Slide-Master Glass Doors and Windows! ..a 

_ product of many years of engineering ex- 
perience incorporating the latest design 

thus insuring many years of 

trouble-free operation. 


principles . 
Our own new engi- 
neering process provides a weather-seal and 
prevents rattles or side-play. Slide-Master is 
becoming more and more in demand today! 
Get your shore of those profits! 





VERSATILITY IN GLAZING 


Ys" polished plate for on the job glazing 


yard, attributes the increased business to the pleasant, 
outdoor atmosphere created by the patio. “Customers 
can easily visualize,” he says, “what the furniture 
will look like in their own outdoor setting.” 

The 30x30 patio area occupies one corner of the 
two-story showroom building. The thrift nook, also 
30x30, is directly behind the patio with a wide, double 
door entrance. 

The patio opens to the street in front and to a 
cool, tree-shaded garden on the side. The second floor 
of the building forms the roof. The floor is concrete. 
The patio is used to effectively display seasonal items 
like redwood lawn furniture, outdoor grills and gar- 
den implements in the spring, summer and fall and 
snow shovels, rock salt and storm windows in the 
winter. 

Briggs explains that the patio is large enough to 
display at least one of the following at the same 
time: picnic table, dumb-waiter, easy chair, tete-a- 
tete, chaise lounge, outdoor lamp post, outdoor grill 
and a flower box—all of redwood. Most of the units 
are on redwood wheels. 

Briggs points out that the adjacent thrift nook area 
is used to display and sell shorts of molding, dimen- 
sion and lumber and the inexpensive types of wall- 
board and ceiling products. Three major manufactur- 
ers have each been assigned a wall on which they will 
place their “live” displays of inexpensive wall and 
other building products. Every item in the thrift 
nook is price tagged. 

“Although a few contractors will occasionally pick 
up an item in the thrift nook,” says Briggs, “most 
of the buyers are do-it-yourself customers. On Satur- 
day mornings, the place in really jammed.” 

The Bader Corp. advertises the redwood furniture 
frequently in the summer. The thrift nook is often 
featured in “corners” of general advertising. 


~ et 


. 





Patented double glazed units with compressible rubber sealer emplcying our chemical dehy- 


dration process 


Units built to take standard Thermopane or Twindow glass sizes 
Special units for special sized Thermopane or Twindow glass 


Designed 





Modern 
Li ing 


(To obtain more data on advertised products see page 135) 
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GLASS DOOR AND WINDOW CO. 


9015 WILSHIRE BLVD., BEVERLY HILLS, CALIFORNIA 


CRESTVIEW 6-4495 * BRADSHAW 2-3949 
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Look to BU 


for bigger sales in 54 


New Styling! New Selling Features! New Products! and a 
Big, New Advertising Program to over 14,000,000 readers! 


LIFE 


14,000,000 people will be seeing BUCH’S national advertising 
with color ads in LIFE, Better Homes and Gardens and Satur- 
day Evening Post! We’re making it easier for you tosell more 
. .. and we'll be making more people ask for BUCH! Make 
sure you stock the garden equipment that will mean EXTRA 
SALES for you. Order BUCH products now! You can be sure 
of prompt delivery. 


~ 
—e * 


The Top Selling 


PACKAGED 
Garden Barrows 


A-BUCH Whiz 
B-BUCH Buchaneer 


Large enough to handle any 
= around the home. Seam- 
ess steel tray, tubular steel 
handles,strong master weld- 
ed wheels with puncture 
peoet oe og Bees" Both 
with popular sha trays. 
Whiz has the oval front 
tray, Buchaneer the square 
tray. Individually pack- 
aged. ALL BUCH PRODUCTS 
are nationally advertised! 











BUCH +154 Contractors Barrow. BUCH Tufty Garden Barrow. Rein- BUCH + 155 Quality Barrow. Fold- BUCH #455 Aluminum Farm 


4 cu. ft. tray. Pressed from one 
sheet of 15 gauge steel with rod 
reinforced edge. Rounded front 
for forward pouring makes this 
the “‘contractor’s standard.”’ 


Carrying the load 
since 1868 


forced one piece metal tray, 
one piece hardwood handles. 
10” cushion tire, ball-bearing 
wheel. A fast seller for garden 
or commercial use. 


ed tray riveted and continu- 
ously welded at the seams for 
extra strength, and to prevent 
leakage. Width reduced to go 
through narrow doorways. 


Barrow. Corrosion resistant bard 
alloy aluminum tray is rust 
proof, Deep 5 cu. ft. tray resists 
the chemical reaction of urea 
and wet farm loads. 


Manufacturing Co. 


Elizabethtown, Pennsylvania 


@ BUCH 
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3310 Fulton Street, Brookl 
APple 


National Lead Company 
111 proadway» 
New York 6, New york 


Gentlemen 


our face is 
when wilson Seibert» you salesman, 
walked in one day last fall and 3 a us your intention 
of manufacturing a j j reaction 
as “ON, no, not 
altho 4% is & mos 
program, 
matching services 
white, we would b 
nim that we felt 


nas qurned out 
our personnel nas 
iS consti 
ed it 
r from tne 
17% 


of 1a5 ear and und 
nas contrit ute substa 
tne almost *can't miss” 
i simple 
and 
sing 


The excellent quality of the paint, 
results on the tne wonaerfU of it mare I ne 


Dutch Bo ducts .+0""" Washable Wallpaper 


A 


NATION 

AL L 

Atle 

<a Buffalo 3; EAD COMPANY: * 

(To obt Fr ‘ 2; Philadelphi cago 8; Cincinnati + New York 6; 

ain more data « ancisco 10; Sue 6 25; Pittsburgh ~4 3; Cleveland 13. 

mn advertised product (National Lead Co. be one 1; Som 
cts see page 135 R ass.). 
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*Reg. U.S. Pat. O8 
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..-from Brooklyn 


“...The Dutch Boy* Color Gallery 
has turned out to be the 
outstanding salesmaker 


in our store.” -@ 


—E. H. Schiller, Elton Paint Company, Inc. 


\N, 


Dy’ 


Wn Fnign EM 
ere 


What's the word from Brooklyn on the new “Dutch 
Boy” Color Gallery? ... ‘Retail sales are about 17 
percent ahead of last year.” See letter at left. 


. from What's the word from Modesto, Cali- 
Modesto fornia? “In the spring of 1952 we 
really began to realize the benefits of 
the Color Gallery. Spurred on by a sales contest, 
our yards increased paint sales from $13,492.46 
for the second quarter of 1951 to $18,639.13 for 
the same period in 1952 — a gain of 38 percent.” 
— William L. Pickens, United Lumber Yards, 


. from What's the word from Des Moines, lowa? 

Des Moines J ‘With four months still to go our ‘Dutch 

Boy’ sales are already 50 percent 

ahead of last year’s total,” says Wm. A. Broquist, 
O'Dea Hardware & Paint Company. 


Now... What’s the good word from you? 


Wouldn’t you like to increase your interior 
paint sales 17 percent...38 percent...50 per- 
cent...as these “Dutch Boy” dealers havedone? 


Have a look at this remarkable money- 
maker in your own store. It will pay you to do 
this whether or not you now have a color sys- 
tem. Just write or phone our nearest branch 
office, and a “Duteh Boy” salesman will be 
glad to show you the Color Gallery and explain 
its money-making possibilities more fully. 


But_pInc Propucts MERCHANDISER 


FS 


Why the “Dutch Boy” 
Color Gallery helps you 
sell more paint 


Simple system — easy for your customers to under- 
stand and use. 


The colors you need to meet today’s demands, either 
traditional or modern . .. pastels, in-between shades, 
deep tones. But not so many colors that customers are 
confused, sales slowed down, 


Shopper stopper display case — exquisitely beauti- 
ful “showpiece” that draws people to it and makes 
them buy. 


Brings in new customers — once they get the word 
from your old customers, lots of new ones will be in 
to see this marvelous Color Gallery. And to buy paint! 


“Take-home” chips that make it easy for customers 
to match up colors with home furnishings — that also 
tell them which colors go together. 


Pocket edition—a special “tool” for selling big- 
volume prospects, such as real estate developments, 
factories, hotels, schools, etc. 


Big name brand that’s nationally advertised .. . that 
people know and have confidence in. 


Outstanding paint value — every Color Gallery 
paint has the top quality all “Dutch Boy” products 
are famous for. The interior finishes are modern alkyd 
resin enamels ... with all this means in easy applica- 
tion, uniformity of finish, long service. 


Priced right — customers pay no premium for Color 
Gallery paints. They’re popularly priced, to appeal to 
the widest market. 


Why the “Dutch Boy” 
Color Gallery helps you 
make extra profit 


No Complicated Mixing—you save time. The Color 
Gallery is a simple “one-shot” system. You use only 
one blender for each gallon or quart of paint. 


Small Investment — you don’t tie up a lot of money 
in inventory. All you stock is a few bases, plus the 
necessary color blenders. 


Little Shelf Space Required — your entire stock of 
color blenders fits into an area the size of an average 
door. 


Exceptional Turnover —as you carry only a few 
base paints, you get much faster turnover with the 
Color Gallery than with regular paints. 


Big help with big buyers 
The Pocket Edition of the “Dutch Boy” 
Color Gallery is a special “‘tool’’ for selling real estate 
developments, factories, hotels, schools, etc. With it, 
one dealer landed the order for 17 college buildings. 


(To obtain more data on advertised products see page 135) 59 








put your 
best face 


cola dcl ae 


for plus profits! 


with 


MASONITE 
DORLUX 


ON. PAINT-GRADE FLUSH DOORS! 


Here's the one door facing material with the right r better 

features for your prospects. better hardboards f Profits 
Durable Masonite Dorlux offers a perfect base 

for paint, enamel or varnish. Offers builders and 


home decorators maximum choice of finish and 
colors. 


This sturdy all-wood hardboard makes happier 
customers. Has no knots or grain. Makes for more a ASO we iTE © 
stable doors; less chance of binding or sagging. 
Never splits, splinters or cracks. Withstands 
knocks, bumps and other household hazards. CORPORATION 

Many volume builders, custom builders and Dept. AL-10-5, Box 777, Chicago 90, Ill. 
remodelers already know and like Dorlux as a 


long-lasting facing for paint-grade flush doors. 


° “Masonite” signifies thet Masonite Corporation 
Specify Dorlux on your next door order. is the source of the product 
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Building Christmas Profits 





BEST LUMBER COMPANY’S WINDOWS in Milwaukee illustrate simple but effective decorations 


for the Christmas season. 


Pre-Christmas Sales Planning Starts in October 


It wasn’t so many years ago that 
1 dealer who even suggested Christ- 
mas selling was regarded as either 
a visionary or a crackpot. 

While a conservative attitude 
once could be justified by the hard 
fact that there was very little suit- 
able to sell in a yard, the entire 
merchandising picture has changed 
in just a few short years. Here are 
the reasons that now make Christ- 
mas selling worthwhile: 


1. Lots of things to sell. Dealers 
today have expanded lines that of- 
fer countless Christmas sales op- 
portunities. Small electrical appli- 
ances, for example, are now ap- 
pearing in hundreds of yards. Cre- 
ative thinking by dealers is also 
producing saleable packages of 
basic building materials that are 
accepted as desirable gifts. Many 
dealers began selling work benches 
at Christmas and are now moving 
on to more unique gift packages. 

2. Manufacturers offer help. A 
growing number of manufacturers 
are packaging many products in 
convenient cartons that fit in well 
with Christmas merchandising. 


Buttpinc Propucts MERCHANDISER 


Recently, for example, hardwood 
plywood became available cartoned 
in a popular handyman size and in 
several kinds of wood. 

3. Sales helps, too. Holiday 
packaging, special literature and 
displays for Christmas are being 
produced this year for dealers. We 
will be featuring many of these 
new sales aids in future issues as 
they are announced. 

4. Store traffic has increased. 
During the past year almost every 
dealer has experienced an increase 
in his consumer sales. Store traffic 
is up as people discover the advan- 
tages of shopping in today’s, one- 
stop building materials _ store. 
These new customers are your best 
prospects for Christmas selling 
if you convince them you have 
suitable gifts. 


Merchandising Schedule 


Chistmas selling is tightly tied 
to the calendar. Planning should 
be started this month for a profit- 
able, successful operation. Use this 
tested time table: : 


Oct. 14 — Carefully review the 


merchandise you want to push this 
Christmas. Place orders immedi- 
ately with your distributors. 

Nov. 2nd — Begin lining-up ad- 
ditional sales personnel for your 
holiday selling. Many dealers use 
high school students. 

Nov. 27th — Decorate the exte- 
rior of your store, the windows and 
the interior with Christmas dis- 
play materials. Illuminate the ex- 
teriors during early evening hours. 

Dec. 7th — Check the inventory 
on all Christmas items. Place re- 
orders where necessary for fast- 
moving goods 

Dec. 14 — Plan peak advertising 
and other promotion for the week. 
Give special emphasis to slow-mov- 
ing items, making price adjust- 
ment where necessary. 

Dec. 24th Buying usually be- 
gins to drop off about this time. 
Stage a Christmas party or give 
employes some other gesture in the 
holiday spirit. 

Dec. 26th — Continue after- 
Christmas sales to get rid of any 
over-stock 

For specific features on Christmas selling 
turn to pages 62, 66, 70, 72 and 78. 
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TOOLS ARE A POPULAR ITEM in gifts from the lumber yard. John 
Schroeder of the Schroeder Lumber & Supply Co., Milwaukee, is 
seen through one of the Christmas wreaths that decorate his yard, 
arranging a display of already gift-wrapped hand tools. 


“GIFTS FOR HIM” from the lumber yard are sure to include a power 
tool. They're a big item in the booming do-it-yourself market and 
should be featured big this year as the Gee Lumber Co., Chicago, 
does in this excellent display for Christmas.. 


Push These Profit Items for Christmas 


The merchandise in the dealers’ 
check list shown with this article 
should be pushed during the Christ- 
mas shopping season for ready 
profits. 

Your major sales effort, prob- 
ably will be on hand and power 
tools, plywood for train set bases 
and ping pong table tops, and the 
building materials with the largest 
profit volume. Promote your stock- 
in-trade but don’t neglect the prof- 
itable smaller merchandise. 

The gift certificate idea is new 
and excellent for the lumber yard. 


For a novelty if wood is sold you 
can advertise that you will attach 
a wood sample to a Christmas card 
telling the gift recipient that lum- 
ber is awaiting him at your yard. 

Inside the store, display manu- 
facturers’ signs, cutouts and sales 
aids designed for Christmas; in- 
stall a gift-wrapping service and 
set up a special counter to adver- 
tise it—-this has been proved an 
added shopping inducement, espe- 
cially to men; display tree lights 
in the electrical section so they’ll 
see your appliances; check the 


quality of all merchandise to cut 
down exchanges and complaints; 
build display units that can be 
converted to other uses after 
Chrismas. 

And sell the Christmas tree it- 
self! The Capitol City Lumber Co., 
Hartford, Conn., last year bought 
a car of 2,000 north woods trees, 
set them up in the yard and adver- 
tised any size for $1 each. Yard 


‘and sales office were a madhouse 


of shoppers the first Saturday; all 
were gone after less than eight 
days. 





Dealers’ Check List of Christmas Merchandise 


Power tools: 
table saw 
lathe 
band saw 
power drill and drills 
portable sander 
| paint sprayer 
Hand tools: 
saws 
hammers 
wrenches (matched sets 
braces and bits 
bench vise 
mitre box 
files 
screw drivers 
pliers 
chisels 
tool chest 
Mirrors: 
door mirrors 
bathroom mirrors 
] eonvenience mirrors 
Home hardware: 
kitchen cabinets 





patio equipment 
fireplace accessories 
kitchen stools 
kitchen fans 

mail boxes 

door chimes, knockers 
swinging tie racks 
shoe racks 

medicine cabinets 
bathroom scales 
porch lights 


Heavy appliances: 


refrigerators 

deep freezers 

air conditioning 
washing machines 
clothes driers 
dishwashing machines 
garbage disposal units 
electric stoves 

room heaters 

hot water heaters 
television or radio sets 


Light appliances: 


mixers 


] 


Ho 


roasters 
toasters 
waffle irons 
clocks 
coffee-makers 
irons 


me improvements: 


kitchens 

storage units 

knotty pine paneling 
cedar closet lining 


floors and floor covering 


garage 
add-a-room packages 


Millwork: 


work benches 
garage doors 
ping pong tables 


plywood bases for toy trains 


corner cabinets 
unfinished furniture 
bookcases 


Toys: 


electric train sets 


wagons 

bicycles, tricycles 
knives 

games 

skis 

doll houses 
drawing desks 


Miscellaneous: 


gift certificates 

chopping blocks 

sporting goods 

lawn and garden tools 

dinnerware 

glassware 

kitchenware 

flashlights 

cutlery 

thermos jugs 

Christmas trees, lights and ornaments 

lumber specialties: plywood, 
dimension, etc 


plastic film veneer 
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| SHOWN ON THE FRONT COVER AND ABOVE, Louis Best, Best 

Lumber & Fuel Co., Milwaukee, makes a sale of builders 
hardware in a department colorfully decorated like other sections 
of the store with bright wreaths and gay symbols of the season. 


A LONG-NEGLECTED ITEM for yard sales is the Christmas tree 
itself, a natural “leader” to bring them in to see the rest 
of your gift merchandise. See on following pages how dealers are 
pushing this “green lumber” item in their yards through advertising 


3 APPLIANCES ARE BEST-SELLERS at the holiday and the lum- 

ber yard can get its share of the business by displaying them 
prominently, turning handles to customers so they can lift and feel 
them. The J. H. Jackson Lumber Co., Denville, N. J., shows them 
under a wall decoration of seasonal appeal 











RVLITE~VIMLITE | 


YOURSELF” MARKET 


HUGE, NEW “DO-TT LITE Kits 
MAKES THESE “BE” 


- SELLING 
FASTEST SELL ! 
CLF - SERVICE ITEMS 


Hottest big-ticket item in your line! Complete kit con- 
tains everything for quick, efficient enclosure of average 
size porch (or 10 storm windows and 2 doors). Or, you 
can split the kit to make profitable sales for dozens of 
other uses! 


3-PK ENCLOSE-A-PORCH KIT 





STORM PANE KITS 


Striking self-display cartons and self-serve floor fixtures 
speed sales of these handy, all-in-one “take-home” units. 
Colorful illustrated display-card top catches attention, 
catches customers for both low-cost types. 

R-V 48-SP and R-V 72-SP FIXTURE ASSORTMENTS 

36-SP Clear, 2-mil Vinyl Plastic Pane 

12-SP De luxe Cotton-Reinforced Pane 





R-V-LUITE  ponverosa PINE 
MOLDING STRIPS 


Holds 250 3-foot strips (total 750 ft.) in self-display carton 
that keeps strips clean and undamaged. Top grade Pon- 
derosa Pine, %” x %”, with smooth-finished flat top, 
rounded corners. Perfect for every R-V-LITE and VIMLITE 
installation. 


POWERFUL R-V-LITE 
HELPS YOU SCORE 





3-Dimensional “ENCLOSE-A-PORCH” 
Counter Display Sells Kits Galore! 
Realistic, dramatic model stops 
shoppers . . . starts sales. Yours 
FREE with request card packed 
in each kit. 


Colorful WINDOW STREAMERS Boos? 
“ENCLOSE-A-PORCH” Kit Sales! 

Bold, compelling poster display 
brings customers into your store. 


Handy CONSUMER FOLDERS 

Sample Your Entire Line! 

Actual swatches demonstrate and 
explain properties of all 8 types 
of R-V LITE and VIMLITE. 


Unique JIFFY CALCULATOR Figures 
Retail Prices at a Glance! 

Enclosed in every roll of 
R-V- LITE to help speed sales, 





M 
All- 
Dunpose 


MERCHANDISING 
HIGH IN SALES! 


Big ADVERTISING KIT Puts “Pep” 

In Your Individual Promotion 
Packed with colorful display and 
advertising material to establish 
your store as R-V-LITE Head- 
quarters. 





MAGAZINE ADVERTISING “Pre-Sells’’ 
Your Customers on R-V-LITE Benefits! 
Millions of messages in leading 
publications stimulate consumer 
interest ... pave the way to more 
sales for you! 


All-Metal FLOOR FIXTURE Stocks & 
Displays Complete R-V-LITE Line! 
Holds 8 rolls of R-V-LITE and 
VIMLITE in compact space. 
Perfect for demonstrating, mea- 
suring and cutting. 


ERCHANDISED 


VERSATILITY...ECONOMY... 
Oe ee es es ee 
FRIENDS FOR ALL 8 TYPES 


R-V-LITE 


indoors or out — In 


For every use — : 
_. there's an 


home, farm or factory - 
R-V-LITE or VIMLITE product. Heavy- 
4-mil vinyl! 


VIMLITE 


i \-clear, 
weight, crysta 
plastic V-LITE opens UP huge mar 
ket for making household acces- 


sories. Prominent display pays off 


in year-round sales. 


VLITE 


. / AT < ee 
ARE YOU CAPITALIZING ON THIS 
FREE R-V-LITE BOOKLET? 

"How to do it with R-V-LITE and VIMLITE !" 


| 


A 
Z\ 


Ger Your FREE eae a Backed by Powerful Consumer Advertising 
KLET and C , | : : : ee 
BOOKLET PONS \ | in Leading National Magazines! 


32 idea-packed pages of sales-stimulating 
suggestions, plans, and instructions that fell 
and show how to make: 

© Storm Doors and Windows ® Green- 
houses @ Seed Bed Frames ® Poultry and 
Dairy House Windows ® Factory Partitions 
and Enclosures ® Household Accessories 
® Porch, Patio, and Breezeway Enclosures 
and many more! 


Show this booklet to a 
customers — get them 


Exclusive Manufacturers of R-V-LITE and VIMLITE 


ARVEYe CORPORATION 
@:: 


Since 1905 3462 N. Kimball Ave., Chicago 18, Ill. 











Available Through Leading Wholesalers in the U. S. and Canada 





THE CHRISTMAS SPIRIT should begin in the lumber yard’s exterior display 
rhe John Schroeder Lumber & Supply Co 


, Milwaukee, makes excellent 


in the windows, on the front, or both. 


use of an ideal front with Santa Claus cutout 


Bring Christmas Spirit Into Your Yard 


You can do it with bright window and store displays, 
cheery Yuletide decorations; use radio for a program of 
carols; share in community’s charitable activities. 


The power of suggestion will al- 
ways be one of the major stimu- 
lants to sales of merchandise. The 
lumberyard, no less than any other 
business, can profitably decorate 
and dress up the store for Christ- 
mas to catch its share of the shop- 
pers’ money in circulation at this 
season 


Backed by the advertising of 
manufacturers in national maga- 
zines, the public will be more con- 
scious of the lumber yard as a gift 
center this year. You can follow 
through on the local level by show- 
ing the Christmas motif in your 
store window and front, on your 
merchandise displays, in your ra- 


ANNUAL 
CHRISTMAS 


TOY DRIVE 


THE TRUE CHRISTMAS SPIRIT, of course, is in giving and the Doud Lum- 


ber & Hardware Co., San Jose 


added business to the yard 


66 


, CaHnt., 
fine civic participation in community 


shows how the lumber yard can take 
causes. This display downtown brought 


dio and newspaper advertising, and 
by participation in the community 
Christmas activities. 

Christmas decorations for your 
yard are easy to make and inex- 
pensive to buy. You will find that 
tree on your sales floor, the color 
of seasonal scenes on the walls, the 
placing of wreaths or ornaments 
on counters and displays and a 
Santa Claus here and there will 
not only build the Christmas spirit 
in your yard but make the public 
more buy-conscious and your sales 
help more sales-conscious. 


Start With the Windows 


Automobile traffic will slow 
down and foot traffic will stop to 
look at inviting window displays. 
You can try a frosted effect on the 
show window or bright red and 
green garlands. Artificial snow on 
the floor is also a good idea and 
perhaps a Santa cut out of ply- 
wood or other board, beckoning in. 

In Christmas settings, you can 
place suitable items of merchan- 
dise: your appliances, tools, build- 
ers’ hardware, even a little lumber 
and, of course, some smaller items 
to attract the “shoppers” to look 
around. 

This is the year of do-it-yourself 
and it is still a good idea to remind 
that home projects are _ ideal 
Christmas gifts and you are head- 
quarters. Dress up some of these 


(continued on page 68) 
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if 
Advertising i in your local a) This attractive premium ~. Point of Per material 
newspaper, promoting you, to be given to your “Do !t including counter display, 


your firm and AFCO. Yourself” customers. instruction books and mail 

















Now you have something to attract the ‘’Do It Yourself’’ customer—and it 
doesn’t cost you a thing. AFCO furnishes everything, and you will profit by the 
sale of AFCO products and other building supplies. The ‘Do It Yourself’’ market 


is a big one —and here is your opportunity to get your share of its profits. Don’t 


Delay! Be the first in your area with this customer-pulling promotion. For further 
details, use the coupon below. 


re SERA mS ee 


: ' A G F TILEBOARD CO., INC. “Do It Yourself Dept.” 


atte 


TIL-LITE . Alexandria, Louisiana Room 101 


Please send me details on your ‘Do It Yourself’ program, with- 
Ni =F ~ 
out obligation. 


iN vr ra : f Title 
mca Sa Ora Gn, & 2 Company. 
Address 


City 


Buitpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 135) 





USE VALUABLE FLOOR SPACE at this season for merchandise 
An evergreen tree, preferably 


make prized Christmas gifts 
and also a touch of home. 


CHRISTMAS SPIRIT 
(begins on page 66) 


projects appropriately and dis- 
play them in the window. 

The Stebbins-Anderson Co., of 
Towson, Md., last year went a step 
further than this with elaborate 
“institutional” holiday windows, il- 
lustrating scenes from Dickens’ 
“Christmas Carol.” But included 
with these windows were others at- 
tractively presenting what the 
yard had to sell for Christmas. 


Brighten Up the Interior 


Inside your store, promote the 
Christmas spirit with decorations 
in bright reds, greens and silver. 
Whether or not you set up a real 
Christmas tree on the floor, try a 
few small artificial ones about the 
store—-on counters and displays. 

John Schroeder of the Schroeder 
Lumber & Supply Co., Milwaukee, 
makes good use of large evergreen 
wreaths decorated with holly ber- 
ries and pine cones, hanging them 
on the department signs. 

The Calho Lumber & Hardware 
vard, Sanger, Calif., uses two large 
Santa cutouts as centerpieces, cut 
from plywood by Calho’s own car- 
penters and painted by students 
in school art classes. They are fas- 
tened to wooden platforms and can 
be stored between seasons for re- 
use. 

Festoon your walls and ceiling 
with gaily colored streamers, an- 
gel’s hair and icicles. You can make 
for yourself such items as candy 


68 


; 


-especially 


canes out of old mailing ‘tubes, 
white tissue paper and red ribbon; 
candles out of round wood wrapped 
with metallic paper. 

Decorated signs: “Gifts for 
a” oS oe ee ee 
for the Family” not only further 
spur the Christmas spirit in the 
store but successfully departmen- 
talize your merchandise. Use bright 
flitter, gay figures on these. 

You can also stimulate the 
Christmas spirit—and the custom- 
ers—-with sponsorship of a radio 
program of Christmas carols (ra- 
dio time rates are down this year 
generally, especially where there’s 
TV competition) and stress the 
spirit of the season in your com- 


~ 


a re tl ee A et len ee 


your more expensive items—that will 
near your front window, will mark the Christmas spirit 
This is the store of the J. H. Jackson Lumber Co., Denville, N.J. 


mercial copy. Include this friendly 
holiday spirit in your newspaper 
advertising. 

The Gee Lumber Co., Chicago, 
and other yards have brought in 
crowds by bringing in old Christ- 
mas spirit himself — Santa Claus 

in person. If your operation can 
afford this extra “employe” dur- 
ing the shopping season, it is, of 
course, a tremendous boost to sale 
of merchandise. 

The Christmas spirit also means 
your larger place as a businessman 
in your community; your time is 
all it costs to participate in good- 
will. You may give a tree to the 
hospital or treat needy children to 
a free movie. 


UNITION-FIS HING TACKLE-ELECTRICAL APPLIANG 








raceme? ckialeson 


4 > ee ns SO ae - 


ATTRACTING CUSTOMERS WITH BARGAIN GIFTS gets them in the store 


to see your more expensive merchandise first-hand 
Tenn., makes the store a Christmas Bargain Center with large letters 


Forde’s, in Knoxville, 
, huge 


Santa Claus cutout, sleigh and reindeer. 
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- 
sell aluminum! sell alumatic! sell royal! 
® Everlastingly beautiful! @ All ALUMATIC products 

guaranteed in writing 
® All ALUMATIC products 


nationally advertised ®Sold at a low price home- 
®Seldom needs upkeep! and approved owners can afford! 


® All ALUMATIC products bear ° . 
the Good Housekeeping seal Sold complete with hardware! 


® Easy to install by amateurs — 


a natural for ‘do it yourself" 
® Never needs painting! 





® Modern — practical! 





incr 


ALUMATIC CORPORATION OF AMERICA 
; t treet — Milwaukee . isce 
a CORPORATION OF AMERICA ee eee aide Sele oe 


I'm interested in Royal aluminum combination doors! 
EXECUTIVE OFFICES: 2081 S. 56TH ST., MILWAUKEE, WISCONSIN Nome 


EASTERN BRANCH: 105 STATE STREET, PATERSON, NEW JERSEY pow 
r 
PLANTS: Milwaukee & West Allis, Wisconsin, Paterson, New Jersey 











IN CANADA: Alumatic of Canada, Ltd., Windsor, Ontario | §§§ j|§§§ AAA Ase : Zone State 
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=LAMPLAND GIFT SUGGESTIONS «=~ 


Building Christmas Profits 


Ideas For Christmas 


OTHER CIFT SUCCESTIONS 


hk A SiO SE OS ee 
yee 'S Sa se io | 


BARKER-LUBIN, Springfield, Ill., ran this four columa ad early in 
December which led off with Christmas trees and included other 
familiar products. Note emphasis on small electrical appliances 


12-prece Fia-te Detiance 
made by Sterley) $9195 Seder Clee Lining 
Tool Kit 7& wes 


Better Homes & Cardone Handyman's Book 





KY closet convemences and meny ether items 


; 


rent ata re a _cmstms TREES»: 
am land =, AT A PRICE YOU'D PAY = 


| Lumber ( “se FOR A REGULAR TREE 


Special Flocking Process~Looks Just Like Real Snow 
et et ey ett eet tt tet eet Mimemaes Needle Shedding-Fire Resstant-Truly Lovely 


LAMPLAND LUMBER CO., St. Paul, SPECIAL onal yf ++ aaa 
covers a variety of gift suggestions i NOTICE MAS BEEN MOVED TO THE FIRST FLOOR t 
with a utility table as a featured GIVE LUXURIOUS SLEEPING COMFORT! | 
item. Parking facilities and credit “oS ere Westinghouse ELECTRIC BLANKET 
terms are also advertised rmccrone 
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Give Him the Best! STANLEY Hand TOOLS See SF .. sae| df)! 





wee rOwte 
TOOL ACCESSORIES 


ATTRACTIVELY GIFT WRAPPED oe a : MOVE STOCK! 


* Gheetne 
Sorter 
Perener 


i *14" 


P ’ 
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| | PROMPT OELIVERY ON 
TOY TRAIN 


SELECTION sasteoanos - § xe 
OF POWER : MOMASOTE PANELS ~ . y ome 
ms 9 4° eunatien Roaster Oves $13. 


418 Momasote Baseboard pea $3.04 *42” 
FROM OUR OWN CABINET SHOPS! MELT (CE FAST 

Yep Protect Snack Bar CALCIUM CHLORIDE 

af . or Utility Table STOPS ICE FROM RErREETING 


ie om. fi 


Cg we wt ot f° LIES FLAT AGAINST WALL 
. o te WHEN BOT iF USE EASY TO USE 95 
mes bane, a maaan a Sizes and Shapes! 

a “ihe a pa Bandiasdtone i fave" ote 
When ordering by mail or phone please use quite rnc hae 


We HAVE THE GENUINE 


g 
o 
TOWSON Last NG War? Winoow Mar ERIALS XMAS 
Shh STORE OPEN er STORE 
TOWSON MONDAY THRU 4 of HOURS 
TOWSON 6600 FRIDAY UNTIL aceon 


4 ‘ 
‘ , 1 6007. @ 
coommyevass ruULLeRTOoR 9 P.M. - 
COCKEYSVULE 134 BOULEVARD 800 





Westinghouse ROASTER OVEN 
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frets TH 


STEBBINS ANDERSON, Towson, Md., devel- ane Tecetenwarree weneenee’ | O90 P.M. 
oped this attractive ad last year on hand 
tools. Fifteen tools are illustrated, described 
and priced in just a three column space 
Each item was igned a ber b 

the yard does o good business by mail and 
this technique reduces errors in Filling orders. 
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Sohn Schroeder 
ical 


Newspaper Advertising 


Quality 
prac 


for Dad . 
and the 
Boys 


2nd WEEK | Make this a 
ta Response te 


Pepuiar Reqeectel to be remembered! 

Pies te Attend Ove Give Delta"Homecralt Tools 
Delta te yoursell or someone else 

Homecraft tony an 


POWER TOOLS 
INSTRUCTION 
CLASS 


JOHN SCHROEDER Lumber and Supply Co., Milwaukee, 
devoted much of his space in the three column ad to 
power tools and a free instruction class he offered. 
Here again, train boards and work benches are ad- 
vertised. 


OPEN TODAY-SUNDAY 9 to 5 


ANNU CCS ARR 


SUNDAYS 
UNTIL 
CHRISTMAS 


FRIDAY, DEC. 12 
ATT? 


te Our Second 


SARA R BOS OS 6 SSE E EES ERAS 


S24 HOMECRAFT 


fee our mompiore seiecinn of Dale Mamaia! Powe leek end seneres 





XMAS TREE STANDS 
Mase of bee IT’S FREE, OF ACCESSORIES AVAILABLE 
i COURSE! for Homecraft Tools 

= Becewse of Limited * Pullews, ¥ Belts 


Spode, Phone Teer and Mer ves Rowen 
Attachment. Band Sew Blades Cirewi 








OTwERS UP 
TO $3.6 


asi 
| THE PERFECT GIFT FOR DAD (tree ornaments ) 
Hill-Behan Famous WORK BENCH 


Has top made of Dut + nave @ 
qrooved ican tae: +4 loge 














S e 
s for Buddy's Train Set | WORK BENCH 


_ sravero — for Junior and Ded , 


TT ay , 
PANELWOOD | i ° 
wnt ale 3 i coon) 8 
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Big PLYWOOD 


~~" +p sone $1G-9S f 
; oe 


* Chicege's ower? price. With 
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Give the Family 
TABLE TENNIS FUN For the Hendy Men 


This —o Masonite 
' Presdwood ‘ 


TRAIN BOARDS 


hips nce 
«) PLYWOO® INT sqm " \ PLYWwOOe INT 


PiYwOOR wT. - 7B) a8 4" PLYWOOD mT 
ss 


“TENNIS TABLE —— 


Hx? PLYWOOD TOP *s” THICK 
WITH STAND 526°? 
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Ve-tn Tompored 
Presdwood 


(tr the Fractical Gift Ma 15 Individual burning 
{73 a for the Practical Man! SK light sets, with add 


XMAS LITE BULBS 
c . a8 Son «Gt yr em 


ndtv! 
For Your Convenience ce te OOD 


Open Today—Sunday 9 to 5 Sie D> | 


st 
AND EVERY EVENING UNTIL CHRISTMAS 


a nee ee 
STURDY STAND ‘ chess. cork ore 
ar tomes... OY) ser “ Hs 4 
° un 0 
wee 
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9501 South Park Ave. 
WaAterfall 8-1515 

5A0i WW. Elsten Ave, AG 93-4160 


310 LINCOLN WAY, W. AURORA 
Aurora 2-4263 


6452 HIGGINS AO. WE 1-6228 


BRUCE CHOP BLOCK 
tat eto $98 


Permeeeet Deretlie Low Con 
Any Hamemeher 
* EASY TO APPLY, ANYONE CAN DO IT! 
* 13 REPRODUCTIONS TO CHOOSE FROM! wise sacks cue heme, dus 
comes in S2nt8-ln. Rolls of olen FB 
me Roll Only $3 “re went s * He 
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®@ Open Friday Evenings ti 9 © 


Sohn Schroeder 


ber Supply (oo. 
4 0Orte & ona a bole Ay osot 


4218 N Port Weshington Re WOodrutt 2} 6040 " 
7 vee ter wns 
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HILL-BEHAN, Chicago, is still another dealer that 
pushed Christmas trees last year. Tree stands, lights 
and ornaments for tree decoration were also success- 
fully sold. Tools, train boards and work benches com- 
pleted this excellent ad 
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Building Christmas Profits 


Christmas Toys Stimulates Store Traffic 


When this Tennessee dealer put in a full line of 
toys he found it increased both showroom traffic and new 
accounts. Unusual direct mail and special services aggres- 
sively backed up the merchandise. 


ED KORNEGAY shows how he 
relays parents’ tips to Santa on 
the gifts their children want for 
Christmas. Santa has a concealed 
earpiece ot the hearing aid vari- 
ery 


SANTA CLAUS was the most im- 
portant part of Best’s Christmas 
operation. He was featured in all 
advertising and drew hundreds of 
parents and their children to the 
tore 




















, 
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ELECTRIC TRAINS were displayed near a front window and attracted both 
children and their parents. The display went in early in November. 


Christmas toys have proved to 
be the key to more store traffic 
and new accounts for Best Lumber 
and Hardware Co., strategically lo- 
cated in one of the busiest Mem- 
phis, Tenn., suburban shopping 
centers. 

Ed Kornegay, general manager, 
says that although wheel toys have 
always been a big part of Best’s 
Christmas business, that 1952 was 
the first year they have had a real 
toy line. 

Heavy Direct Mail 

The toy department was first ad- 
vertised in a self-mailer that went 
out to 6,000 residents of the com- 
munity. The names for the mailing 
list were taken from the reverse 
telephone directory which lists by 
addresses instead of in alphabetical 
order. The advantages of the lay- 
away plan were plugged and toy 
business picked up soon after the 
mailing was made late in October. 
This was followed by a pre-Thanks- 
giving piece which featured toys 
primarily. A third mailing on De- 
cember 15 emphasized adult gifts 
with a wide selection for both men 
and women. This piece included a 
last call for the toy department. 
Statement enclosures, furnished by 
the manufacturers, also called at- 
tention to Best’s holiday stock. 

Provides Santa Claus 

A Santa Claus—who is doubly 
convincing because he knows Mary 
was a good girl to help mother set 
the table last night and can re- 
mind Johnny that little boys who 
have temper tantrums at bedtime 
sometimes get left off Santa’s list 
was on hand from three to five each 
weekday afternoon and from 10 to 
12 on Saturday. Wired for sound, 
Santa was briefed by the mothers 
who stood at an unobtrusive dis- 
tance and telephoned tips as their 
children came up to recite their 
want lists. Each child who visited 
the store was given a piece of 
candy and a picture book. Of course 
the book was really a_ catalog 
which features the toys in Best’s 
stock. 

Last year the store’s decorations 
were limited although elaborate 
indoor and outdoor displays have 
been used previously. It was the 
feeling of William G. Best, head of 
the firm, that interior space can 


(continued on page 75) 
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INENTAL STYLIST 


the Original All-Weather 
® Necorator Door 


Wabash introduces an exciting new combi- 
nation weather door—The Continental 
Stylist —a true decorator door of three equal 
panel design. Styled to blend with any 
type of architecture—traditional, contem- 
porary or modern— it is a combination door 
that gives both new utility and new person- 
ality to the home. 





To add to the beauty already present in its 
well-balanced proportions and soft shadow 
lines, the Stylist lends itself to a wide variety 
of challenging color combinations. Here is 
an all-weather door that all home-owners 
will welcome—a door that will give that 
*‘New Look”’ to any home, old or new. 








Outstanding durability is built into this combination door, The 
three-insert design permits the use of two cross rails, giving 


the door frame and inserts unusual rigidity and strength. 
Patent Pending) 
manufactured by 


“THE ‘WABASH SCREEN DOOR COMPANY 
oeltinneapolis........CHICAGO........Memphis 








... added possibilities with the STYLIST 


Further decorative possibilities with the Stylist are achieved by applying attractive wood 
grids to the screen and sash inserts. Grids are durably built and drilled for easy installation. 


the STYLIST 


with circle grids 


the STYLIST 
with diamond grids 


the STYLIST 
with square grids 









































Storm and screen panels are easily interchanged. For partial vent- 
ilation in mild winter weather a screen panel can be combined with 
two glass panels. Out-of-season panels require small storage space. 


Wabash Quality as Always... 


Made of Ponderosa Pine—The wood of warmth, beauty and 
durability. 

Quality Workmanship—Mortise and tenon construction — 
Cross rails add strength and rigidity to door frame. Door frame 
1 Ve" in thickness; screen and storm panels 1%". 

All Wood Parts treated with Woodlife—toxic water repel- 
lent preservative. Resists weather, decay and dimensional 
changes. 

Glass in Sash Panels bedded in putty and held in place 
with wood molding. 

Screen panels wired with non-corroding, non-rusting alum- 
inum cloth 


Available Now! 


The Continental Stylist is available in the following stock sizes: 
ze @&@ 2 6 « F 
3-Ox 6 - 9 
se2© @ zu 7 = 3 
Grids are available as an extra. They come cartoned, a set 
of three to the carton. Be sure to specify both type and size 
when ordering. 
Stylist all-weather combination doors are distributed through 
retail lumber dealers. 
Address Inquiries to: 310 S$. Michigan Avenue «+ Chicago 4, Illinois 


manufactured by 


THE WABASH SCREEN DOOR COMPANY 


product 


Minneapolis........CHICAGO........Memphis 








BEST'S POSTAL SUB-STATION made it easy to buy 
and mail gifts in just one operation. The sub-station is 
permanent because it builds community goodwill and 
brings in prospective customers 


GIFT WRAPPING was offered by Best to all customers 
requesting this service. Colorful ribbon and wrappings 
helped sell merchandise normally not considered for 
Christmas gifts. 


CHRISTMAS TOYS 


to the store in the eourse of a year. 
It can be plainly seen from the 


paper advertising. Advertising is 





(begins on page 72 


be devoted more advantageously to 
actual displays of seasonal mer- 
chandise. He also thinks that due 
to the store’s structure the elevated 
outdoor displays are not seen by a 
sufficient number to warrant the 
expense of installing them. 

This strategy paid off with the 
heaviest Christmas volume the 
store has ever experienced. 

Uses Leaders 

A 14-piece punch bowl set in 
ruby glass was selected as a leader 
item. It consists of a gallon bowl, 
bowl base and 12 five-ounce cups. 
The shrewdness of this merchan- 
dising is borne out by the fact 
that 124 were sold the first day it 
was offered in a small newspaper 
ad. 

An electric train display in the 
front window drew children and 
their parents like a magnet. This 
was put in operation early in No- 
vember and instead of losing its 
novelty it seemed to grow in ap- 
peal. Not only did it interest pros- 
pective train buyers, it also served 
as a functional animated display. 

Christmas carols poured out to 
the neighborhood shoppers from 
speakers high above the sidewalk, 
helping to create a festive holiday 
atmosphere 

Offers Gift Wrapping 

Gift wrapping is a service seldom 
offered by lumber anc hardware 
stores, but Best makes it a special- 
ty and finds that many items not 
customarily considered as Christ- 
mas gifts are readily sold with the 
addition of tissue and ribbon. 

Best is now operating a sub-sta- 
tion of the main post office which 
is not only a valued community 
service, but because it brings hun- 
dreds of prospective customers in- 


Buitpinc Propucts MERCHANDISER 


street and a window sign also calls 
attention to this service. The pub- 
lic relations value of this service 
had been apparent to the officials 
of the firm for some time, and they 
were delighted that an agreement 
was reached about its installation 
at the height of the Christmas 
season last year. 

Ordinarily Best’s closes at five 
o'clock; however, the Christmas 
schedule went into effect Decem- 
ber 1 with the store remaining 
open until six each evening except 
Thursday and Saturday when it 
was closed at nine. After December 
15 the store remained open until 
nine each evening through Christ- 
mas Eve. 

In addition to the self-mailers 
which proved so successful, the 
firm also uses handbills and news- 


handled by an agency and the ac- 
count executive works very closely 
with Mr. Kornegay to determine 
which items and method of presen- 
tation are best from the pulling 
standpoint. 

They have found that controlled 
neighborhood advertising has a 
bigger return per dollar of invest- 
ment than city-wide advertising 
because the latter reaches many 
who are not normally prospects. 
However, due to congested down- 
town parking conditions, many 
customers who would not ordinar- 
ily shop at Best Lumber and Hard- 
ware Co. because of its outlying lo- 
cation come out for that very 
reason. They like the complete se- 
lection of merchandise which is the 
equal of any downtown store and 
the ample, easily accessible park- 
ing facilities. 
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CHRISTMAS DIRECT MAIL began late in October with the first piece stress 


ing Best’s lay-away plan and toys. 
was mainly on toys. 


The second, just before Thanksgiving, 
The third mailing, on December 15, shown above, was 


a last call for toys and also pushed gifts for adults 
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ALL-STEEL 


STRAND “warncstco GARAGE DOORS 


9’ x 7’ RECEDING ™* AND CANOPY 


Extra width gives extra clearance. No more banged-up fenders 
from too-narrow garage openings. Horizontal-line styling pro- 
vides that wide, spacious look—new beauty for the garage. 
Swings open easily at a turn of the handle. Rugged, new 
“X-type” steel bracing adds to the great strength and rigidity 
of the one-piece, all-steel door leaf. Deeper, stronger, steel 
frame. One-piece door leaf eliminates field assembly of separate 
sections; packaged hardware is factory-assembled. Installa- 
tion is simple and easy. Requires less than 2” of headroom. 
Weatherstrip at bottom seals opening against drafts and snow. 








8’ x 7’ RECEDING ‘v.. AND CANOPY 


New horizontal-line styling adds new beauty to this standard- 
width STRAND Door, and harmonizes with today’s archi- 
tecture. STRAND’S 8 x 7’ Door is available in both 
Receding (Track) and Canopy Types. Wider, deeper frame 
gives greater strength. Ball-bearing rollers and strong adjust- 
able springs assure easy, quiet and smooth operation of 
Receding Type. Strong adjustable springs do the lifting and 
permit easy opening and closing of Canopy Type. Requires 
less than 2” of headroom . . . no interference with overhead 
ties or storage space. Heavy rubber weatherstrip at bottom 
of all-steel panel seals doors against drafts and snow. Can be 
trimmed to fit uneven floors. Factory-assembled hardware 
comes ready to install. Saves valuable installation time. 


4 4 
16 x 7 RECEDING ‘yr 
The STRAND All-Steel, Horizontal-Line, 
Track-Type Door for double garages is shipped 
in two sections (each 8’ x 7’), complete with 
necessary joining material and _ packaged, 
factory-assembled hardware. This beautiful 
double-width door assures the same easy, low- 
cost installation, and the same sturdy strength, 
ease of operation, and other advantages of 
STRAND Single Doors. STRAND Double- 
Garage Door eliminates the cost of building 
a center post—ensures an unobstructed opening 
16’ wide—and costs less than two Single Doors. 
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' Swings open easily on ball- ay P 
. emer " d di j ; Provides shelter from sun 
>: RECEDING (track) TYPE: ° ee ee » CANOPY Type and rain when open, extend- 
A *  peors completely inside the - ‘ 


garage, when epen. ing only 16” inside garage. 


for 8’, 9’ and 16’ openings | 
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ALABAMA 
BIRMINGHAM 
Birmingham Sash & Door Company 
MOBILE 
Underwood Builders Supply Co. 
MONTGOMERY 
Building Products, Inc 


ARIZONA 
PHOENIX 
Arizona Sash, Door & Glass Company 
TUCSON 
Arizona Sash, Door & Glass Company 


ARKANSAS 
LITTLE ROCK 
Southland Bldg. Products Company 


CALIFORNIA 

FRESNO 

Building Material Distributors, Inc. 

Kendall-Addington Company 

Pacific Coast Aggregates, Inc. 
HAYWARD 

Pacific Coast Aggregates, Inc. 
OAKLAND 

Pacific Coast Aggregates, Inc. 

Wholesale Building Supply 
SACRAMENTO 

Pacific Coatt Aggregates, Inc. 
SAN FRANCISCO 

Pacific Coast Aggregates, Inc. 
SAN JOSE 

Building Material Distributors, Inc. 

Pacific Coast Aggregates, Inc. 
STOCKTON 

Building Material Distributors, Inc. 

Pacific Coast Aggregates, Inc. 

COLORADO 

DENVER 

C. A. Crosta, Inc. 
GRAND JUNCTION 

The Biggs-Kurtz Company 


CONNECTICUT 


Contact Detroit Steel Products Company 
District Office & Warehouse, New York 
DELAWARE 
DOVER 
Layton & Co. 
DISTRICT OF COLUMBIA 
WASHINGTON 
Central Building Supply, Inc. 
FLORIDA 
JACKSONVILLE 
Huttig Sash & Door Company, Inc. 
MIAMI 
Huttig Sash & Door Company, Inc. 


GEORGIA 
ATLANTA 
Addison-Rudesal Company 
MACON 


Binswanger & Company, inc. 

McNair Lumber & Supply Company 
SAVANNAH 

Neal-Biun Company 


IDAHO 
BOISE 
Morrison-Merrill & Company 
POCATELLO 
Morrison-Merrill & Company 
TWIN FALLS 
Morrison-Merrill & Company 
ILLINOIS 
CHICAGO 


Reserve Supply Coop. Corp. of Chicago 
DANVILLE 
Material & Fuel Co. 
MT. VERNON 
Alexander Supply Co, 
PEORIA 
Lucas Sales Division 
SPRINGFIELD 
Material Supply Co. 


INDIANA 


EVANSVILLE 
indiana Wholesalers, Inc. 





DISTRICT OFFICES OF DETROIT STEEL PRODUCTS COMPANY 1 

* Boston, Mass. + Chicago, Ill. + Cincinnati, Ohio + Cleveland, Ohio + Dallas, 
Texas * Los Angeles, Calif. « New York City, N. Y. © Oakland, Calif. ¢ Philadelphia, Pa. 
Pittsburgh. Pa. ¢ San Francisco, Calif. ¢ Seattle, Wash. © St. Louis, Mo. ¢ Washington. D. C. 


Atlanta, Ga 
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FORT WAYNE 

International Lumber & Supply Co, 
INDIANAPOLIS 

Building Materials Service Division of 

Capital Poper Company 
HAMMOND 


Standard Equipment & Supply Corp. 
SOUTH BEND 


E. R. Newland Company, Inc. 


IOWA 
CEDAR RAPIDS 
Horper—Mcintire 
OTTUMWA 
Horper-Mcintire 


KANSAS 
WICHITA 


Wichita Building Material Co., Inc. 


KENTUCKY 
LEXINGTON 
Midsouth Supply Co. 
LOUISVILLE 
Huttig Sash & Door Company, Inc. 


LOUISIANA 

ALEXANDRIA 

Davidson Sash & Door Company 
LAFAYETTE 

Davidson Sash & Door Company 
LAKE CHARLES 

Davidson Sash & Door Company 
MONROE 

Allen Millwork Manufacturing Company 
NEW ORLEANS 

Cole Manufacturing Compan 


New Orleans Sash & Door Company, Inc. 


SHREVEPORT 
Allen Millwork Manufacturing Company 


MAINE 
Contact Detroit Steel Products Company 
District Office & Warehouse, Boston 
MARYLAND 
BALTIMORE 
Central Building Supply, Inc. 
MASSACHUSETTS 
Contact Detroit Steel Products Company 
District Office & Warehouse, Boston 
MICHIGAN 
DEARBORN 
Smith-Orr Company 
GRAND RAPIDS 
Acme Corp 
Porter-Hadley Company 
KALAMAZOO 
Miller Sash & Door Company 
SAGINAW 
Saginaw Sash & Door Co. 


MINNESOTA 


ST. PAUL 
Stott Bidg. Supply 


MISSISSIPPI 
JACKSON 
Allen Builders’ Supply Company 
Jackson Sash & Door Company, Inc. 
MISSOURI 
JOPLIN 
Southwestern Sash & Door Co. 
KANSAS CITY 
Martin Material Company 
ST. LOUIS 
District Office, St. Louis 
SPRINGFIELD 
Farm & Home Supply Company 
MONTANA 
BILLINGS 
Building Specialties Company 
NEBRASKA 
HASTINGS 
Hansen Building Specialties, Inc. 
NEVADA 


RENO 
Flanagan Warehouse Company 


STRAND JOBBER LIST 


NEW HAMPSHIRE 


Contact Detroit Stee! Products Company 
District Office & Warehouse, Boston 


NEW JERSEY 


ELIZABETH 
Bildisco 


NEW MEXICO 


ALBUQUERQUE 
New Mexico Company 


NEW YORK 


BROOKLYN 
Alpert Woodworking Co 
Herb Helmus Hardware Corp. 
Parschelsky Brothers, Inc. 
BUFFALO 
Door Engineering Company 
LONG ISLAND 
Royal Glass Works Corp. 
Empire Millwork Corporation, Northern & 
Willet Bt. Bivds, Corona 
Queen Door Co., South Ozone Park 
YONKERS 
Octavius Leon, Inc. 


NORTH CAROLINA 


CHARLOTTE 

Huttig Sash & Door Company, Inc. 
FAYETTEVILLE 

Binswanger & Company, Inc. 
GREENSBORO 

Binswanger & Company, Inc. 


NORTH DAKOTA 


Contact Detroit Steel Products Co, 
District Office, Chicago 


OHIO 

CINCINNATI 

Acme Sash & Door Company 
CLEVELAND 

District Office, Cleveland 
COLUMBUS 

Huttig Sash & Door Company, Inc. 

Morris Door Company 
MUNROE FALLS 

Cueni Construction Company 
TOLEDO 

National Const. Co. 
WARREN 

Ohio Glass & Sales Company 


OKLAHOMA 
ENID 
Long-Bell Lumber Company 
OKLAHOMA CITY 
Long-Bell Lumber Company 
TULSA 
General Sash and Door Co. 


OREGON 
PORTLAND 
C. E. Sand Plywood Company 


PENNSYLVANIA 
BRADFORD 
A. Miller & Sons Lumber Co. 
PHILADELPHIA 
Contact Detroit Steel Products Company 
District Office & Warehouse, Philadelphia 
PITTSBURGH 
Contact Detroit Steel Products Company 
District Office & Warehouse, Pittsburgh 
SHEFFIELD 
McMillen Builders Supply Co. 


RHODE ISLAND 


Contact Detroit Stee! Products Co. 
District Office, Boston, Mass. 


SOUTH CAROLINA 


COLUMBIA 
Binswanger & Company, Inc. 
FLORENCE 


Binswanger & Company, Inc. 





STRAND GARAGE DOOR DIVISION | 


DETROIT STEEL PRODUCTS CO. 


| Nome— 
| Address 


nas 


STPAND GARAGE DOOR DIVISION 
—— Steel Products Co., AL-10 

E. Grand Blvd., Detroit WwW, Mich. 
© 2244 E. Grand Bivd., Detroit ti, Mich | Please send 

| Gorage Plans and Ideas. I'm enclosing 

10c for postage and handling. 1 
Send free literature describing Strand ' 
{ All-Steel Garage Doors. 


SOUTH DAKOTA 


Contact Detroit Stee! Products Co., Dis- 
trict Office & Warehouse, St. Lovis, Mo. 


TENNESSEE 
KNOX 


VILLE 

Huttig Sash & Door Company, inc. 

Wilson- W eesner- Wilkinson Company 
MEMPHIS 

Fischer Lime & Cement Company 
NASHVILLE 

Huttig Sash & Door Company, inc. 

Nashville Sash & Door Company 


TEXAS 
AMARILLO 
Long-Beli Lumber Company 
AUSTIN 


Davidson Sash & Door Company 
CANADIAN 

Santa Fe Sash & Door Company 
DALLAS 

Huttig Sash & Door Company, inc. 
EL PASO 

Booker- Walker Supply Company 
FORT WORTH 

Texas Sash & Door Company 
HOUSTON 

Houston Sash & Door Company 

George C. Vaughan & Sons 
LUBBOCK 

Lubbock Sash & Door Company 
NEDERLAND 

George C. Vaughan & Sons 
SAN ANTONIO 

George C. Vaughan & Sons 
SWEETWATER 

Sweetwater Sash & Door Company 
waco 

Stevens Sash & Door Company 


UTAH 


SALT LAKE CITY 
Morrison-Merrill & Company 


VERMONT 


Contact Detroit Steel Products Company 
District Office & Warehouse, Boston 


VIRGINIA 

BRISTOL 

Bristol Steel & lron Works 
DANVILLE 

Binswanger & Company 
NORFOLK 

Eico Lumber Company, Inc. 
RICHMOND 

Binswanger & Company, Inc. 


WASHINGTON 

SEATTLE 

Paimer G. Lewis Co. 
SPOKANE 

Lumbermen’s Supply Corporation 
WENATCHEE 

E. T. Pybus Company 
YAKIMA 

Aves Millwork Company, Inc, 


WEST VIRGINIA 
CHARLESTON 
Oscar F. Henry Co. 
WHEELING 
H. L. Seabright Co. 


WISCONSIN 
MILWAUKEE 
Jackson & Foster 


WYOMING 


Contact Strand Jobber in Denver, Colo 
rado; Salt Lake City, Utah; or Billings 
Montana 

* 


CANADA 
LONDON 


George H. Belton Lumber Co., Ltd, 
SARNIA 

Belton Lumber Company, Ltd. 
TORONTO 

Ontario Lumber & Supply 
WINNIPEG 

Walter Wray, Ltd. 
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make your 





Our 17. mills 


stock now. 


today! 





lumber buying 


™— 
“WMISSIALAT Ga | Sc 


Ferguson facilities and the 
“know-how” gained by 60 
years’ experience are your 
assurance of quality prod- 
ucts . . . accurate grades 


... honest value. 


give you 


prompt, efficient service 
and the diversified prod- 
ucts of these mills mean 
your special needs are in 


Oo 
QUALITY LUMBEe 


1e93 1953 


, —_ 
W. T. FERGUSON 
LUMBER COMPANY 
Phone Chestnut 8646 


St. Louis, Missouri 
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SANTA’S WORK SHOP was a big Christmas attraction last year at 


Builders Emporium, Van Nuys, Calif 


Santa’s Workshop Built by Dealer 


A “Santa’s Work Shop” created 
by members of the sales staff at 
Builders Emporium, Van Nuys, 
Calif., not only proved to be one 
of the outstanding Christmas at- 
tractions in the firm history but it 
also served as a means of good 
public relations, according to Ray 
Flood, showroom manager. For the 
toys made during the three weeks 
of operation of Santa’s Work Shop 
were donated by this building sup- 
ply firm to a local children’s hos- 
pital! 

The cave, a_ realistic creation, 
was designed by Morton A. Lee 
and built by Mr. Lee and Jack 
Stephensen, both salesmen in the 
hardware department. It was made 
in nine sections, of 1”x3” lumber, 
and covered with “newspaper plas- 
ter” over chicken wire. Painted 
in rock color with white paint to 
simulate frost, the “cave” was as- 
sembled in a strategic part of the 
salesroom so that it could be seen 
from all sections of the store and 
through the window, too. It oc- 
cupied 100 square feet and was 814’ 
high. 

The inside of the cave was 
dressed up with toys and other 
gifts. A wire strung across the 
ceiling held candy canes and gifts 
for little tots. The front of the 
cave was equipped with work ta- 


bles, chairs and a jig saw. Cow- 
bells set in motion by a barbecue 
spit motor, gave the cave animated 
sound. 

The most important animation, 
of course, resulted from three 
“Santa’s workers” real in-the- 
flesh toy makers. A member of the 
firm’s warehouse staff, A. L. Mc- 
Aloney, an experienced cabinet 
maker, manned the jig saw. Two 
high school art students, Jim Da- 
vis and Cindy McCary, painted the 
plywood animals which Mr. Mc- 
Aloney cut out on the saw. They 
also created and painted caricature 
dogs, horses and other animals. 

Santa’s workers, dressed in rent- 
ed Robin Hood style costumes, 
worked at their toy making and 
when youngsters appeared they 
talked to the children and handed 
them candy canes. 

It’s interesting to note that the 
store sold out of jig saws and even 
had an order for the saw used in 
Santa’s work shop! They also sold 
out their supply of build-your- 
own patterns. Actual sales were 
made in regular departments in 
the store, not at the cave. Buying 
of many items related to toy mak- 
ing increased throughout the show- 
room-store. These included wood 
burning sets, children’s tool chests 
and junior jig saws. 


October 5, 1953, AMERICAN LUMBERMAN & 





THIS PAINT COLOR SYSTEM 


\ 
\ 
\ 


It's a woman's privilege to be 
particular—but never before has 
Mrs. John QO Public been so choosy 
about the colors in her home. To 
day, it takes literally hundreds of 
different colors in fabrics, paints, 
appliances, furniture, and accesso- 
ries to satisly her color whims. 


ButtpInGc Propucts MERCHANDISER 


BUILDS PAINT PROFITS 


AND STORE TRAFFIC 


the story of a remarkable paint retailing idea... its amazing growth... 


e e . — 
and the farsighted merchants who are cashing in on Clninor 


Nearly 5,000 paint re tailers are 
making hay out of this fact, with 
the unique Colorizer paint color 
system — probably the most success- 
ful merchandising idea in the paint 
business in the last 25 years. 

Colorizer Paints are made by 
14 well-known paint manufacturers 


throughout the U.S., Canada, and 
England. ‘They offer the customer 
1,322 colors in both interior finishes 
and house paint, and require only 
a small stock to do the job. This is 
made possible by the remarkable in- 
terchangeability of 16 colorants, 
which are packaged in tubes for 


(Continued on next page) 
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aS 


You stock only 16 colorants and two base paints. Each Customer finds her color quickly and easily in the Color- 


colorant is used in making many different colors; 16 colon izer Album of 1,322 real paint samples. There’s no guess- 
ants make 1,322 paint colors. Stock investment is small. work—her pat color will match the chip sample perfectly. 


Crlorino. PAINTS 


Unique Color System Makes Hit With Customers 


(Continued from preceding page) How about color accuracy? Can colors are always just the same—can 
blending into base paints to achieve you always be sure the color is accurate be matched perfectly time after time. 
each of the 1,322 colors. ...that colors can be pertectly re- There's never any measuring or formu- 

Let's sce what happens when you matched? ‘The answer to both ques- lating required by you or the customer. 
sell Colorizer. ’ tions is an unqualified “yes.” ‘The color The astonishing sales records be- 

You stock only two base paints control used in making and packaging ing made by Colorizer dealers have 
in each finish, plus 16 colorants in fool- Colorizer colorants is the most exact- been achieved with the help of a most 
proof tubes. This small, inexpensive ing ever developed in the paint indus- unusual and effective promotional cam- 
stock gives you 1,322 colors—and each try. The method was perfected after 15 paign. Several years ago, Colorizer rec- 
of these 1,822 colors is available not years of research in one of the world’s ognized the terrific problem the dealer 
just in flat wall paint, but in all interior vost modern paint factories, and has faced in providing color service and 
and exterior fmishes. Each of the I@ never been equalled. Thanks to this decorating help to the “color-hungry” 
colorants is used in making many paint strict color control, and _pirdhacnggone-tdh paint customer, Colorizer decided to 
colors, so all colorants keep busy work ment of colorants at the factory, paint give their dealers “the colors your cus- 
ing for you. There are no slow-moving tomers want, and the tools vou need to 
colors, and base paints turn over “like Small Stock Provides 1,322 Colors sell them.” The result is a group of 
cggs in a grocery store.” Paint is always A tested and proved dealer sales helps 
fresh, and color can't “drift” in. the for both Interior or Exterior which have been highly successful— 
can—because the colorant isn’t added decorating idea books, guides on exte- 
until after the sale is made. a rior color styling and interior decorat- 

Your customer selects from the 2s =’, ing, color decks, and sales-making di- 
Colorizer Album of 1,322 actual paint sat T=) « off rect mail campaigns which have 
samples. They're arranged so she can een eee - brought sensational sales results at the 
find her color ina hurry — whether she's = ‘ local level, Behind this dealer sales 
looking for “ordinary green” or a spec cere promotion is a powerful and continu: 
ial color to match her rug, draperies, even ing national advertising campaign in 
or wallpaper. You immediately sell he Ia" the Saturday Evening Post, Better 
the color she wants (no special-order Homes & Gardens, American Home, 
colors, no custom mixing) . You sell hea and other magazines. 
only what she needs—not assorted As a Colorizer dealer, you'll begin 
quarts, pints and gallons to do a one > ‘ to see new faces in your store, because 
gallon job. Many customers are sur- = ; customers are enthusiastic about Color- 
prised to learn that Colorizer paints, Unique Colorizer paints provide 1,322 colors izer paints, and have a habit of telling 
with all their advantages, sell at con- in house paints and other exterior finishes as their friends. ‘The direct mail litera- 
ventional pi ic cs. well as 1,322 colors in each interior finish ture provided by Colorizer helps, too, 





(Continued on next page) 

































Colorants are packaged in fool-proof tubes. Perfect colon 
control and pre-measurement of colorant at factory insure 
exactly the right color every ime—without mess or muss. 


And Booms Paint Sales 


< (Continued from preceding page) 


As a specific example, one Colorizer dealer who thought 
he knew every individual in his small town, sent out a 
quantity of these direct mail pieces and the next day saw 
12 new faces in his store! He made a paint sale to all 12, too. 

Colorizer gives you a formula for profits that is sure- 
fire. Invest in a small inventory, then turn that stock over 
as fast and often as possible for a high return on your 
investment. Nearly 5,000 paint stores, hardware dealers 
and lumber yards from coast-to-coast are finding that 
formula a profitable one. Their Colorizer paint sales are 
booming, and Colorizer is bringing them new store traffic 
at an increasing rate, 

That's what happens when you sell Colorizer. 





Colorizer Album of 1,322 Paint Colors 


Sells “Both Kinds of Customers” 
EASY TO PLEASE. This gal 


knows what she wants—a can 
of light green paint. She wants 
to see a sample in a hurry... 
flips a page in the Colorizer 
Album...finds her color, and 
your sale is made, in a hurry! 


HARD TO PLEASE. This gal is 
trying to match a very unusual 
color in her draperies, or rug, 
or wallpaper. She'll find it, in 
the Colorizer Album. No lost 
sales to finicky customers— 
you sell ‘em all! 








NEW COLORIZER ODORLESS ALKYD FLAT 
WALL ENAMEL AVAILABLE IN 1,322 COLORS 


The two most outstanding developments in the paint 
business in recent ycars—color, and alkyd resin—have been 
combined into a sensational sales combination in Colorizer 
“Flat Wall Enamel.” ‘his new finish is made with an odor- 
less alkyd base, and is available in 1,322 Colorizer colors, 
offering all the advantages of low inventory and rapid 
turnover. 

Colorizer Flat Wall Enamel came out of Colorizer’s 
research laboratories a “dream paint product”—one with all 
the qualities that make paint customers enthusiastic repeat 
users and boosters. It has unusually easy working charac- 
teristics. One quick coat covers prac tically any surface, includ- 
ing many “problem surfaces.” It has absolutely no paint odor, 
dries in a few hours, and leaves the perfectly flat finish that 
has proved so appealing to paint buyers. 

Phe tough, hard film of Colorizer Flat Wall Enamel 
resists marring, and makes this finish extremely durable and 
washable. Thus for the first time, the home-owner has a 
luxurious, truly flat finish that will take lots of wear and re- 
peated washings. 



























For years, homemakers have wanted a wall finish that was 
easy to apply, truly washable, yet truly flat in appearance, 
Colorizer Flat Wall Enamel, made with an-odorless alkyd 
base, is the perfect answer, 





SEE COLORIZER AT RPWDA CONVENTION 


Colorizer Paints will be on full display at the Retail Paint and Wallpaper 
Dealers’ national convention, Hotel Statler, New York on November 16, 17, 
and 18. Drop, in at the Colorizer exhibit, Booths 151 and 152, and see the 
“World's No. 1 Paint Color System.” 
















Cilniy. PAINTS 


Annual Sates . - +» $10,000 


3,490 





Pag.” OLD FASHIONED PAINTS 
ER, 7 Annual Sates... . $10,000 
' Gross Margin | 


-Z 












Stock Turnever 


3,490 
3.2 tmes 






Avorage inventory 1,284 





2.6 times 








GROSS PROsiT 
On INVESTMENT 





Average Inventory 2,504 






278% 





















GROSS PROFIT 


OM INVESTMENT 130% 





DEALER PROFITS GO UP, as Colorizer stock turns over 
twice as fast as conventional paint. Profit on investment is 
frequently triple the average figure. 

(Continued on next page) 


ompare ALL the Paint Color 


YOU'LL BE WISER WITH C, 


Proved the Best—By Dealer Success Stories 
Like These... NATIONWIDE! 


“Owe. paint sales laste year in- 
creased about 20%. With 


Colorizer we are now able to 

meet the demand for more ‘4 

and newer colors turnover “é 4 ~ 

is 4 to 5 times greater than Colorizer has done wonder- 

with the conventional line ful things for us an increase ag f 


of colors we are thankful of about 40% this year over (, Before Colorizer, it was very 
to Colorizer for putting us the same period laste year... ( difficule for us to match fab- 
head and shoulders over com- on many a day we were ac- \ fics, drapes, rugs, erc,, but 
petition.” V. P. Luther, Lu- tually unable to handle all ? now it is a pleasure... and 
ther Paint and Glass Co., the customers, many who had the finest thing abourc it is 
Huron, S. D. never previously been in our the small inventory ...Color- 
6a store.” Harry McCue, McCue izer is the greatest forward 

, Bros., West Allis, Wis. step taken by the paint in- 
Since Colorizer has come into dustry in years.” Geo. J. 
being | have yet to find a Jagle, Rutgers Paint & Wall~ 
color that has not come up “6 


paper Co., Inc., New Bruns- 
to the sample I can offer 66 Colorizer, with its inventory wick, N. 


my customers a selection of A year ago we elected to try advantages and greater turn- 5 
1.422 colors without ques- your new method of mer. over, has better than doubled << 7 





tion of accuracy...my margin chandising paints through the our profits...a lumber yard, The simplicity of the system 
of profit has increased con- medium of ‘Colorizer.’ It has such as ours, certainly takes is one of the main things that 
siderably because I have no increased our paint business its hat off to Colorizer, the intrigued me after getting 5 
obsolete colors on my at least 400% and our turn- answer to our paint business. into Colorizer. Our store has 
shelves.’ Hal Kennedy, Hal over on our stock by at lease Colorizer has lived up to become color headquarters... 
Kennedy's Paint and Wall- double that amount. The everything you said it would we are doing a much better 
paper, San Francisco, Calif, wide assortment of colors —-and more George H. volume with a 334% less 
and small stock...a boon to Squires, Campbell Street Lum- dollar investment.” H. H. 


Colorizer dealers.” F. W. ber Co., Springfield, Mo. Worthington, Zanesville, 
Schmidt, Schmidt Hardware, Obio. 
Delta, Colorado. 


<< 

Since adding Colorizer, I have 

been wondering how I ran 

a paint store without it. The 
enthusiasm with which Col- 
orizer has been accepted in 

this locality is really wonder- 
ful...to miss a paint sale is ~— 


next to impossible.” F.-K. Compare Any Color System 


© Liviugston, Livingston's;Paint 


Store, Harlingen, Texas. ° C, ” 
With loriner- 


BASED ON THE FEATURES YOU 
WANT IN A PAINT LINE 


, 


THE WORLD’S NO. 1 PAINT COLOR SYSTEM 


Does it give you hundreds of colors, 
from pastels to deeptones? 
yes [] no [] 
Does it give you every color in both 
interior and exterior finishes? 
® 


yes |) no [} 


4 Does it give you every color in 
m standard can sizes? 


yes [ } no [) 
ull Facts, Write Colorizer Associates, 347 N. Western Ave., Chicago, Ill. Does it give your trade “custom 


colors” at budget prices?” 


COLORIZER PAINTS ARE MADE IN THE U.S.A., CANADA AND ENGLAND yoo O ee 
BY THESE OUTSTANDING PAINT MANUFACTURERS 


Does it meet all color demand with 
Bennett's Jewel Paint & Vernish Co. 7) 
Salt Lake City, Utah, ond Los Angeles, Collif. Chicago, Illinois a small stock: 
Bive Ribbon Paint Company Kohler-McLister Paint Company 
Wheeling, West Virginia Denver, Colorado 


Walter N. Boysen Co. W. H. Sweney & Company Is ita tested, fully perfec ted color 
Oaklond and Los Angeles, Colif St. Paul, Minnesota 


Brooklyn Paint and Varnish Co. Vane-Calvert Paint Company system, proved through the years? 
Brooklyn, New York St. Louis, Missouri oT oni 

James Bute Company Warren Paint and Color Company ve Sat am 
Houston, Texas Nashville, Tennessee 


Great Western Paint Mfg. Corpn. Geo. D. Wetherill & Co., Inc. Colorizer...and ONLY Colorizer... 
Konsos City, Missouri Philadelphia, Pa 


IN CANADA IN ENGLAND Can Answer YES to Them ALL! 


imperial Varnish & Color Co., itd. Jenson & Nicholson, Utd. 
Toronto, Ontario 


yes [ } no [] 


london, England 





... Complete the Sale 





and Add fixture profits 


















































Your customer has improvement in mind 
whether he’s building or remodeling. He'll 
be eager to put this effort in its best light. 
Why be satisfied with half a sale . . . why lose 
fixture profits when Inspiration-Lighting will 
make the complete sale for you. 





Inspiration-Lighting is added profit that costs 
you little— multiplies by many times the 
number of fixtures sold for every home. 

Here’s the hottest thing to hit lighting Inspiration-Lighting makes the home builder 
fixture merchandising since the invention of lighting-conscious before building, not after 
the light bulb. Sells lighting and lighting re- —makes it easy to sell better lighting and 
sults instead of simply selling fixtures alone. more MOE Lights. 





\ P 
easy to stock—a \\ Full-color, full page ads in lead- 
*MOE Light Home ing magazines that your cus- 


Lighting Center \ tomers look to for new ideas, 
display takes up “=\ new trends and styling in home 
little room, creates oe \ decorating. 

buying interest, \ 

yrs ta Doped _——~ MOE Light full-color catalog... 
that you have aa" real heavyweight sales tool! More 
what they want! than a catalog, this book graphically 
*See your MOE presents the story of Inspiration-Lighting 
Light distributor and what it can do for every home and 
for details. every budget! And, what's more, it costs 

you nothing! 


Easy to sell, i} \ MOE Light pre-sells for you... 





iF YOU ARE" 

HERE’S ALL YOU NEED TO DO... NOT ALREADY MOE LIGHT, Fort Atkinson, Wisconsin AL-1053 68B 
1. Get your free catalog from yous Gustoden 

MOE Light Distributor. A MOE LIGHT : 
2. Check your inventory and re-order DEALER, RUSH Please send me fuli details on how | may become a dealer for 
* the MOE Light stock you need. ie inti MOE Light fixtures and Inspiration-Lichting. 

: / 

3. Make sure that MOE Lights 

are on your display. FOR FULL 
4. Order mats for local advertising PARTICULARS 

from your MOE Light distributor 


[_] Send name of nearest MOE Light Distributor. 
(_] Have a salesman call. 


NAME 


COMPANY NAME eres 
MOE 4,4z MOE LIGHT, Fort Atkinson, Wisconsin cry__ ae 


(Division of Thomas Industries Inc.) 


PLANTS AT FORT ATKINSON AND SHEBOYGAN, WISCONSIN; PRINCETON, KENTUCKY AND LOS ANGELES, CALIFORNIA 


BuitpinG Propucts MERCHANDISER (To obtain more data on advertised products see page 135) 
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American Lumberman 
“7 ADservice 


No. 17 of a Series 


GOOD ADS CREATE SALES 


Your advertising pays off only when it brings in 
customers—both old and new customers. These pros- 
pective buyers at whom your ads are directed fall 
into three main groups: 


1. Ready-to-buy prospects — those who have 
already made up their minds to buy specific items or 
installed projects soon. They read today’s ads for 
where-to-buy and how-much-is-it information. 

2. Delayed-action prospects — those who plan to 
buy at a later date. Don’t write off an ad as a failure 
because it doesn’t bring a rush of customers the next 
day. It may have influenced sales you'll make months 
from now. 


3. Created prospects — those who had no clear 
intention of buying until reading your ad. 


Creative selling is not an accidental ingredient of 
advertising. Neither is it a mysterious something that 
only professional ad-men can employ. 


The difference between unproductive ads and those 
that create sales lies in the choice of the words and 
quality and subject of pictures used. 


Your ads can create sales with headlines and copy 
that convince readers of a need . . . that promise 
buyer-benefits such as comfort, health, convenience, 
beauty, pride of ownership, savings, property pro- 
tection . . . with copy that overcomes “can’t afford 
it” resistance by emphasizing your installment sell- 
ing plans . . . with top-quality illustrations. 


Your ad is your salesman in print. It can be an 
“order-taker” or it can be a “go-getter” that brings 
in extra sales and profits. 


SUGGESTED LAYOUTS using mats on opposite 
page. The first 17 pages of the ADservice 
series offer you 200 mats of products and 
installed jobs. 


3-col. ad 


‘eden Day. Economy 


| BUILD WITH | 
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Please send the following ADservice mats: 


AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Ill. 


[]} Page No. 17. | enclose $3.95. 
[] Pages 1 thru 12. | enclose $47.40. 
[™ Pages 13 thru 22. | enclose $39.50. 


COMPANY 
ADDRESS 
NAME.. 
ary 
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Suggested Copy 

Whether you're building a 
new home or remodeling, the 
friendly charm and luxurious, 
enduring beauty of wood pan- 
eled walls can be yours at sur- 
prisingly low cost. 

Choose from our wide selec- 
tion of beautifully finished ply- 
woods walnut, birch, oak, 
maple, knotty pine and other 
favorite woods. 

Plywood panels are extra 
strong, easy-to-use, and avail- 
able in a variety of types, 
finishes, and thicknesses for 
every use interior walls, 
ceilings, cabinets, built-ins, 
homecraft projects, exterior 
siding, sub-flooring, roof and 
wall sheathing. 

Our stock of plywoods is 
most complete—quality guar- 
anteed! 
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ADservice MAT PAGE No. | ] 


Hie TT SIF THIS ENTIRE PAGE OF MATS — $3.95 
i iy et hi , Order the complete ADservice series—the 
St best advertising investment you'll ever 


make! See coupon on opposite page. 


























Plywood Paneling 
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Cabinet MAT NO. 192 Under Eave Storage MAT NO. 193 






































Wardrobe Storage Wall MAT NO. 197 MAT NO. 200 


FOR YOUR CHRISTMAS ADS — The next three issues of ADservice 
bring you mats of timely gift merchandise. Place your order now! 
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Radial Saw on Wheels 


A radial saw is mounted on a 
four-wheeled cart at the Brannum 
Lumber Co., Racine, Wis., so it can 
easily be hand-pulled to any point 
in the yard where cutting is re- 
quired. 

Hank Brannum, vice-president, 
says, “The mobile saw unit saves 
us a lot of steps and handling when 
it comes to sawing large quantities 
of lumber or dimension to special 
lengths. We just wheel the saw to 


DARA a 


NOW! zen 
= WED GE-RITE” MW 


the lumber stack and start cut- 
ting..” 

Wheels for the cart are old wire- 
wheel rims from an auto. 
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OVERHEAD GARAGE DOOR SETS 


FEATURE 


OFFSET TRACK! 
GRADUATED HINGES! 
ELECTRO-GALVANIZED FINISH! 

ALL STANDARD SINGLE & 2-CAR SIZES! 
AMAZING LOW PRICE! 


“WEDGE-RITE” offers you superior quality, premium 
features and sensationally low prices. 


There's a “WEDGE-RITE” set for every need: single car 
sizes from 8'x6'6" to 9'x7’; 2-car sizes from 14'x7' to 
16’x7’; and commercial sizes from 9’x9’ to 20’x12’ 
... for doors 138” or 134” thick. 
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tion. Lowest prices! 





DOOR SECTIONS! Truck load or carload 
stock sizes. Kiln-dried, Douglas fir, dowel construc- 


— 


lots in 





WRITE FOR FULL INFORMATION 


AND PRICES! 


a 


DOR-SET CORPORATION 


1641 N. OLDEN AVE., EXT., TRENTON 8, NEW JERSEY 
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SAME SIGN ON TRUCKS, letter- 
heads, advertising signatures, office 
supplies, ete., constantly reminds 
customers of the Bader name. 


Bader’s Sign Pays Off in 
Customer Education 


In January the Bader Corp., own- 
ers and operators of seven lumber 
yards in the Gary, Ind., area, 
adopted a distinctive ‘“‘trade-mark”’ 
sign for all its branch yards, 
trucks, letterheads, advertising 
signatures, etc., and the move is 
already paying off in “customer 
education.” 

Says R. C. Briggs, manager of 
Bader’s Steel City Lumber & Sup- 
ply Co., “Previously, each branch 
yard used its own name, stationery, 
office supplies, etc., and the desig- 
nation with the parent corporation 
was not obvious even though it was 
no secret. Until our new sign went 
up, many of our customers didn’t 
realize this was a Bader yard even 
though it had been for 33 years! 

“Our customers seem pleased 
with the new, accurate designation 
of our yard. Because they see our 
branch yards all over the city, the 
cumulative effect gives them the 
impression that the organization is 
large enough and efficient enough 
to service all of their building ma- 
terial needs,” he adds. 

C. W. (Chick) Bader, president 
of the corporation, developed the 
idea for the new sign which is 
original in both shape and color 
scheme. The simple but extremely 
effective phrase that composes the 
copy for the sign says, “Buy Bader 
Building Materials.” 


Wood faaciers maintain that wood 
has a sales psychology all its own. 
They cite the case of two almost 
identical homes sold by their owners 
at the same time on Chicago’s North 
Shore. The only difference between 
the two was that one had hardwood 
plywood paneling in the living room 
and the other didn’t. The house with 
the pane’ing brought $2,590 more. 
The paneling cost $500. 
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Here’s how Farmers use 3 kinds of ZONOLITE’ 
to Increase Production, Save Money! 


eee =m 


ZONOLITE _ * Insulation in floored or ceiling and wall insu- 


unfloored aftics. lation. 
INSULATING FILL * Side walls in homes, x Insulating double cav- 


poured from outside or ity and cement block 
inside. walls. 


*Under flat roofs in * Cold storage insulation 
many type buildings. —milk houses—milk 


* Animal shelters for coolers. 
* For sound-deadening partitions 


A tremendous sales opportunity tor you...a great production 
booster and money saver for every farmer. Anyone can install 
ZONOLITE Insulating Fill...even women and children can 
easily handle ZONOLITE bags. And look how ZONOLITE 
benefits the farmer: ZONOLITE can cut fuel bills up to 40%; 
farm tests prove a ZONOLITE insulated poultry house ups pro- 
duction as much as 55% all year 'round; ZONOLITE pl no 
chilling—the biggest danger in hog mortality. Here’s a big, 


ZONOLITE = ready-and-waiting market! 
= CONCRETE AGGREGATE * ideal insulating floor * Poultry and farm ani- 
é 


slabs for farm homes. mal shelter floors. 
* Radiant heated floors. * Insulating over wood 
* Insulating double cav- floors. 
ity and cement block * For milk cooling tanks 
walls. and milk houses. 


ee ee es 


Already in great demand by farmers everywhere. ZONOLITE 
Concrete Aggregate gives farmers warm, dry floors in their 
buildings that mean more meat, milk and eggs...fewer stock 
losses and lower feed bills. Weighing only '4 as much as ordi- 
nary concrete, ZONOLITE is easier to work and carry... readily 
mixed and poured right on the job. One inch of ZONOLITE 
Concrete is equal in insulating value to 1 2-20 inches of ordinary 
concrete, yet often costs less than conventional wood flocr 
construction. 


oo 
o” ZONOLITE * In farm homes for plas- * For remodeling and 
Fd PLASTER AGGREGATE ae digi patching. 
f walls and ceilings. kx ideal for winter plas- 
* Fire protection is in- tering—speeds work, 
creased up to 400%. no frozen sand pile. 


i 

‘< i The “Lightweight Champion” is ready to perform for you... 
x, 3 ‘ you can double your profits with ZONOLITE, the largest-selling 
P brand of light aggregate. Plasterers like it because it’s easier to 
mix, easier to handle. It’s uniform and adheres better. It saves 
time in preparation and a ZONOLITE is only 1/12 the 
weight of sand... provides added insulation, fire protection, 

sound proofing and resistance to chipping. 


WRITE FOR FREE INFORMATION TODAY on the PROFITABLE FARM MARKET! 
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Zonolite Company, Dept. AL-103 Name 
135 S. LaSalle St., Chicago 3, Ill 


us 
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o 


how | can boost FARM INSULATION 


¢ re ] Pe PA ab Y See ULITE SALES with ZONOUTE vermiculite iii 
ATION 


products. 
135 S. LaSalle Street, Chicago 3, Ill. 


MAIL COUPON TODAY! .,, 
Member of Vermiculite Institute 
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SIZE AND BEAUTY of the interior can be seen in this photo of the power and hand-tool section 


Opens Big City Store in the Country 


HUGE PAINTBRUSH DISPLAY us 
ing background of striated plywood, 
was created by the firm's staff 
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Rural and suburban homeowners like Marion Nine’s 


You might say that Marion 
Nine’s new retail layout is a “big 
city store in the country.” The 
new structure (46x112) is located 
at a busy intersection, yet offers 
plenty of free parking facilities. 

Before opening his new store, 
Marion Nine got 90% of his busi- 
ness from homeowners. This per- 
centage is expected to increase in 
the new store which is designed to 
capture more farm and suburban 
customers with its garden supplies 
and equipment, household appli- 
ances, bathroom fixtures and spe- 
cialty items. 

Exterior of the building is clear- 
heart redwood, natural finish, with 
flagstone trim. A good 100-foot 
frontage is floor-to-ceiling glass 
making the entire store a showcase 
For additional eye-appeal a flag- 
stone planter runs the length of 
the store front. 

Interior of the store is in tex- 
tured gypsum wallboard painted 


‘ “department store for building materials” in Fresno, Calif. 


green, with cream colored acousti- 
cal tile ceiling. The floor is neutral 
marbleized asphalt tile. To demon- 
strate a variety of interior struc- 
tural materials, Mr. Nine used na- 
tural redwood finish in his office, 
pastel green striated plywood in 
the secretary’s office and Japanese 
ash paneling, natural finish, in the 
sales office. The builders’ room is 
knotty pine; appliance room is tex- 
tured gypsum wallboard; visible 
wall sections above the all-steel 
kitchen display are finished in mod- 
ern wallpaper. 

The firm spends about 214% of 
its gross income for advertising. 
The budget includes ads in the two 
Fresno newspapers as well as ads 
in three rural papers within the 
firm’s trading area. Spot announce- 
ments are used on two local radio 
stations. The company uses 12 
listings in the telephone book, in- 
cluding three display ads for lum- 
ber, building materials and fences. 
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KITCHENWARE DISPLAY is viewed by 
Mrs. M. Roger Nine. Small appliances 
are also featured 


The Marion Nine Company also has 

a full-page ad, a cover ad and a 

one-inch listing every sixteenth Ws we WON, 

page in the City Guide. Mr. Nine a 0 erg te 
wr 


says this advertising has produced 
a nice Title I volume in fencing, 
remodeling, paint, new roofs and 
patios. The firm also does a lively 
business in power tools which are 
sold on budget terms. 

Four times a year American 
Lumberman’s HOME Maintenance 
and Improvement magazine is 
mailed to the customer list; farm 
building plans are sent to 1,000 
farmers; garden catalogs go out 
each spring and stuffers are en- 
closed in all mail and statements 

The company staff includes: Ma- 
rion Nine, owner; M. Roger Nine, 
sales manager; Clarence Andrews, 
building materials manager; and 


Sherman Hadley, paint department CUSTOMER SEES INSULATION sample. M. Roger Nine, sales manager, is 
manager. at right 


ar 


BIG-CITY STORE IN THE COUNTRY — new showrooms LITERATURE DISPLAY can be studied in comfort as 
of Marion Nine Lumber Co., Fresno, Calif., draws bot} Marion Nine, firm owner, demonstrates 
suburban and rural homeowner-customers 
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Advertisement 


says: 





Surveys point out that on the aver 
age, every household in every neigh 
borhood— and that means your neigh 
borhood— will spend over $75 this 
year in Do-It-Yourself products. A 
lot of that will be spent this Christ- 
mas, for portable electric tools to be 
used as gifts. Are you going to get 
your share of this business? 

You can if you'll use the tie-in 
material furnished you by manufac 
turers. You'll be amazed, for example, 
how easily you can make up attrac- 
tive, eye-catching ads with Black & 
Decker’s new Mat Sheet as a guide 
And don’t forget the power of radio 
and TV advertising contact your 
local stations and they’ll be glad to 
work with you, using the scripts 
we've made up. 

HOW DISPLAYS SELL FOR 
fie €£F wad AUTHORIZED DEALERS 
Did you ever stop to 

‘ think how store and win- 

ys dow displays can work 
for you? One trade maga- 
zine tells how a dealer’s 
tool sales increased 50% 
after putting up a dis- 
play ve can get the same results! 


Take the Utility U-1112 
Merchandising Assort- 
ment, for example. When 
prospects see this hand- 
some display, with the ac- 
tual tools on it, they can’t 
help but stop and examine them. 
What’s more, a lot of those people 
will remember seeing the Assortment 
in Life, and other national advertis- 
ing. It will remind them that you're 
the dealer who sells the wonderful Do 
It-Yourself tools they’ve read about 










YOU'RE THE PROFESSOR .. 
This season of the year 
«) brings in a lot of new cus 
AY tomers, who think of a drill 
—_ only as something the den 
dist pokes at them. One good start on 
selling these people is to display a re 
print of the Utility spread that appears 
in Life. It shows average people using 
Utility tools— proves how easy it is 
Point this out to your prospects, and 
help them try the tools for themselves 
and see how your sales zoom! 


B&D UTILITY GIFT CERTIFI- 
CATES are naturals when 
the lucky guy’s wife can’t 
make up her mind what to |}~_ > 

buy him. If you want more Q=-.. 
dope about these, drop me 

a line, but quick! Write to: Bob Davis, 
Dealer Service Dept. H640, BLack & 
Decker Mra. Co., Towson 4, Md. 
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PORTABLE ELECTRIC TOOLS 
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SELECT-IT-YOURSELF SAMPLE BOARDS line the walls of the Johnson- 


Campbell Lumber Co. as a 
Customers stroll along the 


special 


appeal to 
walls and visually select what they need. 


the do-it-yourself market 


Sample Boards Stop Handyman 


Select-it-yourself panels 
make buying easy for the 
homeowner handyman at 
Johnson -Campbell Lumber 
Co., Fort Worth, Tex. 


A “select-it-yourself’ plan in- 
itiated by the Johnson-Campbell 
Lumber Co., Fort Worth, Tex.. as 
a new merchandising system for 
their new showroom is paying off 
in high customer enthusiasm and 
greater profits. 

Hanging on sample boards that 
line the walls of the showroom are 
more than 550 items that the firm 
handles. Customers merely stroll 
along the walls and pick out what 
they want. The sample boards in- 
clude displays of plumbing, mold- 
ing, metal products, wall cover- 
ings, electrical equipment, roofing, 
siding, wall paneling, hardboards, 
floor covering and lumber. 

C. D. Nichols, manager, says, 
“Fire destroyed our original show- 
room in March. As a central mer- 
chandising plan for our replace- 
ment showroom we decided to cater 
to the do-it-yourself market. The 
amateur builder or remodeler may 
not know the technical name of 
the materials he needs. But, he 
can easily see and select what he 
needs in our showroom because 
everything is in plain sight.” 


On tober 5. 


Nichols explains that the sam- 
ple-board display system necessi- 
tates a different method of pricing 
in order to make buying easier for 
do-it-yourself customers. “Instead 
of using the old board foot or 
square foot pricing system,” he 
says, ‘we now price by the piece 
or bundle.” 

The firm stocks too many items 
to display every size on the sam- 
ple boards. Therefore, the items on 
the sample boards do not carry 
price tags. Instead, each item car- 
ries a number tag. The number 
tag refers to corresponding num- 
bers in the salesmen’s master price 
book. The price book lists all 
prices for various sizes and quan- 
tities of the item displayed. 

“The price book,” says Nichols, 
“also tells how the item is pack- 
aged and who stocks the product 
in case we do not stock it.” 

Wherever possible products are 
neatly packaged as a further at- 
tempt to appeal to the do-it-your- 
self trade. One counter in the new 
showroom is assigned to pre-pack- 
aged merchandise such as _ nails, 
screws, bolts and nuts. These items 
are pre-weighed, pre-packaged and 
ready to be picked up. 

Nichols adds, “We also maintain 
a rental department for special 
purpose tools and equipment to ap- 
peal to the homeowner who wants 
to do his own building or remodel- 
ing. 
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NEW U-4 4" DELUXE DRILL KIT ($46.95) shown above contains !,” drill, 
horizontal stand, wire brush, grinding wheel, arbor, 13 bits, paint 
mixer, sanding discs and pad, in steel box. Also available: U-52 
All-Purpose Drill Kit ($52.50). Popular U-2 14” Drill Kit below 
has 7 drill bits, complete equipment for sanding and wire- brushing. 
Provides extra room for additional accessories ($32.95). 


NEW U-1112 MER- > 
CHANDISING ASSORT- 
MENT puts you in the 
power tool profit pice 
ture with the fastest 
selling tools in the 
Utility line.Displayit 
your selling job wil 
be a snap! Consists 
of brilliant 8-color 
free display piece, 
14” Drill (U-1), 4%” 
Drill Kit (U-2), No. 
14 Sander (U-44), 14? 
All-Purpose Drill 
(U-50). Order from 
your wholesaler! 


SELL THESE FAST-CUTTING, fast-selling B&D Saws to a wide variety of 
prospects—-the Heavy-Duty Saws to homeowners, carpenters and 
builders... the Portable Jig Saws to amateur craftsmen and pro 

fessional mechanics plus the complete line of accessories for 
profitable repeat-customer business. 


Bui_pInc Propucts MERCHANDISER 


CASH IN BY TYING IN 
with BLACK & DECKER’S 
BIG CHRISTMAS DEAL! 


Dealers throughout the country are cashing in 
by tying in— with the hottest promotion the 
portable power tool field has ever seen! They’re 
using material offered by Black & Decker to 
help build their biggest Christmas sales ever 

mat sheets... radio and TV scripts... 
B&D’s Life spread . . . eye-catching displays 

and the new U-1112 Merchandising Assort- 
ment! Don’t lose out—-start tying in (and 
cashing in) now! 


One good way to start: by displaying the 
U-1112 Assortment. Black & Decker consum- 
er ads are telling your prospects to look for 
B&D Utility Tools where they see this display. 
Get one from your wholesaler and ‘put it in a 
prominent place. It stamps you as a B&D 
Do-It-Yourself dealer. 


And remember—all the advertising and 
merchandising in the world won’t help your 
sales unless you have the tools to sell! Check 
your stock of Utility tools now—and order the 
ones you need while your B&D Utility whole- 
saler still has them. At the same time, he’ll be 
glad to give you more details about the entire 
program, including the Display and Advertis- 
ing Contests you can win. Or, write: Bob 
Davis, Dealer Service Dept. H640, THE 
Biack & Decker Mec. Co., Towson 4, Md. 


Spearheading 
B&D’s 1953 
Fall-Christmas 
promotion, 
this spread will 
be seen by the 
23,950,000 
readers of Life 
in November 

. 30th issue. 


PORTABLE ELECTRIC TOOLS 
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Your Financial Counselor 


By Fields and Fields 





With this article we begin a new department planned to 
assist dealers solve their more pressing management prob 
lems. Because improved financial control of a business is so 
important today much of the emphasis on this page will be 


on the newest accounting methods 


Dealers are urged to write us on their management prob 
lems. Every letter will be researched and answered person 
ally. As consultants for this feature we have retained Fields 
and Fields, a Chicago firm of certified public accountants, 


who for the past 12 years has served a number of leading 


lumber dealers 











Tax Treatment of Bad Debts 





We understand that there are two methods acceptable 
by the Bureau of Internal Revenue for deducting bad 
debts. Please describe these methods. 


Bad debts may be treated in either of two ways They 


l Deduction from mecome of specific bad receivables 
Deduction of an addition to a reserve for bad debts 


Under the specific bad debt write-off method, the burden is 
m the taxpayer to prove actual worthlessness of a debt in 


the year written off li he cannot do this the deduction is 
disallowed. There have been many cases where upon examin 
ition, the worthlessness of a receivable was determined to 


have occurred in a year other than the year claimed 

This puts the taxpayer in an awkward position, for if the 
bad debt is disallowed on the grounds that it became worth 
less in a prior year, a claim for refund must be filed. A tax 
payer has seven years from the year in which the debt should 
ave been written off, to file a claim for refund, but until the 
claim is granted the taxpayer has laid out additional tax 
trey 


For example, a company on the specific write-off method 
may have deducted a bad debt in 1949. In January of 1953 a 
revenue agent may have proven that the debt became worth 
less in 1946 and therefore should have been deducted as a 
bad debt in that year. The company must then pay the income 
tax deficiency for 1949 and file a claim for refund by March 
15, 1954 (seven years from filing the 1946 return). It may 
then take a year or more to collect on the claim 


For the above reason we most often recommend the ust 
of the reserve method for the deduction of bad debts, since 
under that method, the year of worthlessness of cach bad 
debt doesn't have to be proven. However, a taxpayer must 
use caution when determining the amount of the reserve for 
he must always be able to justify its reasonableness 


There is no set formula for determining the amount of 
reserve, for it must be determined in the light of facts and 
will vary as to the locality of the lumber dealer as well as 
general business conditions, Generally speaking, a reasonable 
uddition to a reserve for bad debts is established by reference 
to past experience as a standard, but should be modified up 
wards or downwards by knowledge of current business con 
ditions 


Caxpayers on the specific write-off method who wish to 
change to the reserve method must make application for such 
change with the Commissioner of Internal Revenue at least 
30 days prior to the close of the taxable year for which the 
change is to become effective. 


It is worthy of mention that should such application for 
change of method from the specific write-off method be 
granted, the taxpayer gets the advantage of a double deduction 
im the year of change, since bad debts which can be proven to 
he worthless in the vear of change are deductible as well as 
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a reasonable reserve on accounts receivable as of the end 


it the year 


For example, assuming that past experience indicates that 
my, 


* of the receivables ultimately became worthless and the 
change is made at the close of business on December 31, 1953 
Accounts receivable 12-31-53 


$500,000 x 2% 


$500,000 
$ 10,090 


Reserve at 1-1-53 bY 
Debts determined to be 
worthless during 1953 8,000 8,000 


Amount deductible in return for 1953 $ 18,000 


Recording Inter-yard Transfers 





We have a main yard and two branch yards. We ship 
merchandise between yards and often ship merchandise to 
a customer from one yard to fill a sales order received 
by another yard. 

We would like to have a simple system so that our 
records will give us the necessary information to obtain 
our sales and cost of sales by yards. 

[wo basic records must be maintained to keep inter-yard 
transfers accurate. They are 

1. Yard transfer tickets 


) 


2. Yard transfer record 


Yard transfer tickets are prepared in triplicate for inte: 
yard shipments. Each branch should have its own block of 
transfer tickets. These tickets are pre-numbered with the 
branch yard number appearing as a prefix to the ticket num 
ber The information that should appear on these tickets is 

(a) Date of shipment 

(b) Item and number of board feet (or other units) trans 
ferred. 


(c) Unit cost 

(d) Total dollar amount of merchandise transferred 

The original and acceptance copies 48) along with the met 
chandise to the receiving yard. The original copy is to be 
retained by the receiving yard and the acceptance copy is to 
be signed by the person receiving the merchandise for return 
with the driver to the yard delivering the merchandise. The 
third copy will serve as a file copy by the branch yard deliver 
ing the merchandise until the end of the month when they are 
sent to the main office. The main office will price the merchan 
dise shown on each ticket at cost price 

The dollar amount of each ticket is then entered in the 
yard transfer record. The use of pre-numbered tickets will 
aid in the detection of missing tickets 

An example of the yard transfer record follows: 


Tfr. Main Yard Branch No. 1 Branch No. 2 

Date Tkt.No. In Out In Out In Out 
5/3 M-100 by $4,000 $4,000 § ; S S 
5/5 2-197 2,000 2,000 
5/9 1-972 1,000 1,000 
5/16 M-101 ; 2,200 2,200 
5/22 2-198 500 500 
5/29 1-973 1,000 1,000 

Total . $3,000 $6,200 $6,700 $2,000 $1,000 $2,500 


The net figures for each yard result in the tollowing entry 
at the end of each month 
Dr. Purchases—Branch No. 1 $4,700.00 
Cr. Purchases—Branch No. 2 $1,500.00 
Cr. Purchases—Main Yard 3,200.00 
To record monthly yard transfers. 


In the case where the branch yard may invoice merchandise 
which was delivered by the main yard to the customer, a set 
of transfer tickets would be prepared by the main yard. The 
original and acceptance copies should be sent to the branch 
yard and the acceptance copy returned to the main yard with 
the branch yard’s sales invoice number written thereon for 
future reference. The procedure is the same from this point 
as described previously 

We recommend that a standard delivery cost per thousand 
board feet be determined and that journal entries be prepared 
it the end of each month charging the receiving yard with 
standard delivery cost and crediting the sending yard with 
such cost 
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SHOW Panawall and you'll SELL Panawall! it's the beautiful plywood paneling 
EVERYONE wants! 


Panawall is an instant success wherever it’s seen. eliminated. So it actually saves money for home 


owners through the years. The easy-to-handle 
Vx 8 x 4" panels can be applied directly to 
the studs in new construction, or over existing 
walls in remodeling. 


Hlome builders. home buyers. home remodelers 
want it! And there’s an easy way for you to 
check up on this just put a few panels on 
display and watch your salesmen take orders! 
You'll sell Panawall fast’ The reason is simple: 
Panawall creates the beauty of fine Mahogany, 
Walnut. American Cherry. Oak or Blonde Limba 


Get full details and prices on Roddiscraft Pana- 
wall today! Just ask your nearest Roddiscraft 


wood walls without excessive cost. And it’s 


easily installed . . . requires no matching! 


Panawall ends decorating problems 
— for years! 


warehouse about Panawall and other Roddiscraft 
decorative paneling: Craftwall. Parquetwall, 
Cedrela and Plyweave. 


RODDIS PLYWOOD CORPORATION, Morshfieid, Wisconsin 


Panawall keeps its beauty. Its made of first 
quality random-width veneers, smoothly V- 
srooved at the joints. Once Panawall is installed, 
costly repainting is ended . 


narionwive Roddiscraft warenouse service 


Cambridge 39, Mass...229 Vassar 
Charlotte 6, N.C. 123 E. 27th 
Chicago 32, Ill 3865 W. 4st 
Cincinnati 4, Ohio 836 Depot 
Cleveland 4, Ohio 2717 €. 75th New York 55, N. Y¥ 920 E. 149th St 
Dalias 10, Texas 2800 Medill Port Newark 5, N. Jj 103 Marsh St 


vy Detroit 14, Mich. . 11855E. Jefferson St. Philadelphia 34, Pa.Richmond&Tioga St 

| Houston 10, Texas 2403 Sabine St. San Antonio 6, Texas 727 N. Cherry St 

ee Kansas City3,Kan., 35 Southwest Bivd. St. Louis 16, Mo. 3344 Mearganford Road 
Los Angeles 58, Calif. 2620E VernonAve. San Francisco 24, Cal.345 Williams Ave 


Louisville 10, Ky...1201-5 S. 15th St. San Leandro, Cal. 720 Williams St 
Marshfield, Wis. 115 S. Palmetto St. . 


Miami 38, Fia. 255-315 N.E. 73rd St 
Milwaukee 8, Wis 4601 W. State St 
New Hyde Park, L. 1., N. Y 


Messy papering 1756 Ploza Ave 
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Foz ASSURED 
aistewur satist action ; 


Moe 4 MOTE buy oud 


ons. tun ning -te- 


*WEST COAST 
LUMBER. 


(DOUGLAS FIR , WEST COAST HEMLOCK , 
\NESTERN RED CEDAR, SITKA SPRUCE. 





+ ASK THE MAN WHO BUYS IT... 


For facts on West Coast Lumber grades and uses, and information 
on free promotion material, write West Coast Lumbermen’s Associa- 


tion, Room 537, 1410 S$. W. Morrison Street, Portland 5, Oregon. 
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230,200,000 People 


WILL SEE THIS AD! 






















ye nd LU for © all Enamels 
er 


\ + the 
ser cy FORMULATION! HTS 
i a 1 WN pe 3 vooty..0us IT 








4 a 


st 
W ALKYD-BA 
REEL... DRY RAPIOLY 





Uy) 
...full pages / 
this Fall 
in these leading 
national 
magazines... 








. nl a Brand made with WALLKYD 









ALKYD 





THE SATURDAY EVENING POST 
Sept. 12th... Oct. 3rd 


BETTER HOMES AND GARDENS 
Sept... Oct. 


U.S. NEWS & WORLD REPORT 
Sept. 18th... Oct. 9th 


FORTUNE Sept... . Oct 


BUSINESS WEEK 
Sept. Sth... Sept. 26th 











BE READY TO MEET THE DEMAND! 
STOCK UP NOW AND DISPLAY WALLKYD-BASE WALL FINISHES! 


Produced by leading paint manufacturers everywhere 


For a list of these companies, address . . . 


REICHHOLD CHEMICALS, INC. 
630 Fifth Avenue, New York 20, N. Y. 
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DUMMY CEDAR CLOSET in the firm’s showroom allows 
potential customers to see, feel and smell the popular 
tem Bundle of closet lining at the left shows customers 


how the cedar is protectively packaged 





ee eee a 


=X) Building Clinic News ==) 


COUNTRYSIDE INVADED BY MOTHS; 
MILLION DOLLAR DAMAGE EXPECTED 


a DON'T BE BLIND 
GUSTOR AnnEsT THIS | S Pest T0 THESE FACTS 


You Have A Secret Weapon 


ten UDiat ab Cate Ripe a 
ee ge _ 


‘PASH eae teow de 


— Man 
52 tenes ota min 
= : =) Specially 
RESTORE THE 


=~ ~=| CEDARIZE vor i semen 
’| (CLOSET NOW! 





(gCOUTU] Lumber Co.= 3 











FULL-PAGE NEWSPAPER AD BROUGHT 300 PEOPLE 
to the clinic on how to install cedar closet lining. Anti- 
moth theme was especially popular with housewives 


Cedar Closet Lining is Fast-Selling Specialty 


Rhode Island dealer tells how he sold 
40,000 feet at a 50% mark-up in the first 
seven months of this year. 


For those very important plus profits, the Coutu 
Lumber Co., West Warwick, R.I., devotes special mer- 
chandising attention to cedar closet lining—-and it’s 
paying off handsomely. 

By aggressively promoting this item, the firm moved 
40,000 board feet—-or 1,000 bundles—during the first 
seven months of 1953 at a 50% markup. 

The Coutu Co., located in a city of less than 20,000 
only 12 miles from the state’s biggest city, Provi- 
dence, competes with four other major companies for 
the building materials business of three counties. Pro- 
gressive sales methods have boosted its gross by 10% 
yearly for the past seven years. 

Stimulates Overall Business 

Clarence J. Coutu, president, says, “Our sales of 
cedar lining have stimulated us to put extra sales 
effort behind other materials and that has resulted 
in a very encouraging overall gain. Business for this 
year is up 20% 

‘“"While the modern lumber yard is a department 
store of building supplies,” says Coutu, “the opera- 
tor should not forget that wood products are his 
main stock in trade—the goods his custmers cannot 
buy through other sources. That means he should 
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take full advanage of every lumber product's sales 
possibilities.” 

Coutu’s success in making southe rn Rhode Islanc 
“cedar-closet-lining conscious” attests to the sound- 
ness of that theory. In a single month this year his 
company sold more closet lining than many bigger 
dealers do in a year. Largely responsible was a do- 
it-yourself clinic which drew nearly 300 persons to 
the store—just to learn about this one product. 

Closet Building Clinic 

Building clinics are a regular weekly feature of the 
Coutu operation with each devoted to a particular 
product. Coutu believed a lesson on closet building 
would pay off. He was right. It proved to be one of his 
most popular subjects. 

The clinic was conducted by a representative of his 
cedar supplier. Demonstrations were given on how to 
install cedar lining on studs and over various build- 
ing boards, to doors and to floors. Advantages of ce- 
dar closets were explained and questions answered. 
The result: about 16,000 board feet of cedar closet 
lining were sold to homeowners for self-installation 
and numerous other sales were made to contractors 
called in by persons who preferred to have the work 
done for them. 

“It seems practically all homeowners are interested 
in better closets,” Coutu explains. “Once they know 
about the many advantages of cedar-lined closets they 
are eager to have them. Sales come easy and the 
profit margin makes them really worthwhile.” 

(continued on page 98) 


5, 1953, AMERICAN LUMBERMAN & 

















To satisfy the expanding market for aluminum 
roofing, siding and rain carrying equipment 
you'll want and get the finest service from Quaker 
State Metals Company. Better manufacturing 
facilities, better stocks, better shipping methods 
give QSM a service-advantage that can save you 
days in making deliveries. 
























QSM Aluminum 
Roofing and Siding 


Plain, Embossed and Cross Crimped. Corrugated or 
5-V crimp, 26 and 24 gauges (.019” thickness and 
.024” thickness), lengths 6 to 12 feet. Heavy Alumi 
num Industrial Roofing and Siding— 2%” corruga 
tion, 22 gauge (.032’’ thickness), lengths 6 to 12 feet. 


QSM Reflective Insulation 


QSM Aluminum Roofing 


and Siding Accessories 
Flashing and Roll Valley, Nails, Ridge Roll, Outside 


and Inside Corners for Composition Siding, Door 
and Window Trim and Roof Edges— 14 types. 









QSM Aluminum Rain Carrying Equip- 
ment — Both Ogee and Half-round 


Gutter and Down Spouting, Elbows, Mitres and 
Other Rain Carrying Equipment and Accessories 







Get your copy of the new QSM PRICE LISTS 
use this handy coupon... 


QUAKER STATE 


Address: Quaker State Metals Company 
P. O. Box 1138 








Manheim Pike, Lancaster, Pennsylvania 


COMPANY 


1 

I 

1 

1 

Name 

1 

! 

! 

! 
Lancaster, Pennsylvania 
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CEDAR CLOSET LINING 


(begins on page 96) 


Ads Tell Moth Danger 


Preceding the clinic, Coutu devoted an entire issue 
of his “Building Clinic News” to cedar closet lining. 
A full-page advertisement in the West Warwick daily 
newspaper told the same story. Bold headlines 
warned: “Countryside Invaded by Moths; Million 
Dollar Damage Expected.” (A justified statement, in 
view of the fact that the nation’s moth-damage toll 
is estimated at around a quarter of a billion dollars 
a year.) The copy pointed out how the moth-repellant 
aroma of red cedar offers a natural protection against 
these insect pests. 

Included in the ad were two “invasion specials”; one 
for women attending the class, and one for men. Each 
offered bundles of closet lining at a special price. 

The advertisement, like others in the series, was 
prepared by Clarence J. and Norbert C. Coutu, with 
the help of two employes, Aram R. Richards and 
Bernard Brodeur, with an assist by the latter’s father, 
Jerome, a newspaperman. 


Lets Them Smell It 


While the clinic served as a “shot in the arm” to 
sales, the Coutu organization does a steady year 
’round business in aromatic cedar. The Coutus believe 
in showing their products in use. Among their floor 
displays is a dummy closet. Although only a few 
inches deep, the interior and the back of the door 
are cedar-lined. Customers visiting the store are shown 


this display and invited to smell the cedar’s fragrant 
aroma. 

“This display never fails to make an impression,” 
says Coutu. “The women, particularly, are taken with 
the clean, pleasant odor and the attractiveness of the 
wood. Besides its promise of moth protection, they like 
the way it can be cleaned with the whisk of a damp 
cloth. The men appreciate that it will never have to be 
painted or papered and that racks and hangers can 
be placed anywhere in the closet, since the wood 
makes a continuous firm base for fasteners.” 

Cedar closet lining is featured frequently in the 
company’s regular newspaper and radio advertising. 
Equally important, Coutu believes, is the word-of- 
mouth advertising of satisfied users. The cedar issue 
of the “Building Clinic News” carried a list of 20 
families which had recently installed cedar lined 
closets. These families received many calls from 
friends who wanted to know how they liked them. All 
were enthusiastic in their praise. 


Pushes Contractor Sales 


The Coutus also work closely with builders of new 
homes to promote this product. 

“We have convinced many builders that every home 
in the $12,000 class or better should have a least two 
cedar-lined closets,” Coutu says. “The extra cost is 
very little more than for any other material which 
might be used and our builders have found that each 
closet adds $100 to the selling value of a house. 

“And, to continue to promote consumer sales,” 
Coutu concluded, “you may be sure we will resume 
our how-to-do-it classes in the fall on cedar closet 
lining.” 








You'll boost business volume all the way down the line when you feature fence 
with the easy-to-sell features. Continental Fence offers greater sales opportunities 
because it’s good fence all the way through. A great business builder, Continental 
Fence is made of corrosion-resistant copper steel, zinc coated by the Flame- 
Sealed process for extra protection against rust. To build your own business, sell 
widely advertised Continental Fence. Contact your jobber or write Continental 


Steel Corporation, Kokomo, Indiana. 
J ) 1 
Fence Semi-flexible—it z t 2 
under pressure i 


U.S. Pot. Off 


NENTAL 
“my CONTINENTAL 
STEEL CORPORATION Hi 


ENERA 


Su] 
CONTINENTAL 


66. U5. par. OFFICE 


| 





CHAMPION 


where the wrap-stay hinge 





a favorite PIONEER 


construction of the Pioneer 


the special 


joint knot is preferred for 
flexibility 


Knot makes Continental 
greater easier 
maintenance 


- *Tr 


tightens 











Mrks. Reg 


AL a 
at} . -- OANA 
15 Types of Farm Fence 
Posts, Gates, Barb Wire 


14 Styles of Steel Roofing 
ond Siding, and Fittings 


Noils, Stoples, Lawn 
Fence, Wire Products 


PRODUCERS OF — 
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Nail down delivery costs 
with an INTERNATIONAL 


New INTERNATIONAL Model R-120 pickup. Nine pickup models available GVW ratings, 4,200 to 8,600 Ibs. 61/), 8, and 9-foot bodies 


When INTERNATIONAL trucks go on the job, delivery 


costs go down—and stay down. AMERICA’S MOST COMPLETE 
Operating costs are reduced. INTERNATIONAL valve- TRUCK LINE 

in-head engines make every drop of fuel work harder. 170 basic models from ¥%4-ton pick- 
They deliver the speed and power needed —with rock- ups to 90,000 Ibs. GVW off-highway 
bottom economy. models ... line includes 23 six- 


: wheel and four 4 x 4 models... . 
Maintenance costs are lower. INTERNATIONAL chassis 


are built for hard work. Built to carry heavy loads . . 307 new features in the new 
and take the strain of constant service. INTERNATION- R-line . 


conventional or cab-forward types 


29 engines from 100 to 
ALS stay on the job—out of the repair shop. 356 hp., with widest practical choice 


. — ol s ; of gasoline, LPG, or diesel power 
Driver efficiency is increased. The famous Comfo- 


Vision cab provides the latest driver comfort and 
safety features, including super-size, one-piece Sweep- 


... 300 wheelbases . . . transmis- 
sions and axle ratios for any need 
. wide selection of bodies and 
sight windshield and posture-positioned controls. equipment . . . thousands of vari- 
. , ) ations for exact job specialization. 
Start saving or deliveries now—see your INTER- 
NATIONAL Dealer or Branch. Time payments arranged. 


INTERNATIONAL HARVESTER COMPANY © CHICAGO 


nat 
at 


nal Harvester Builds McCORMICK” Farm Equipment and FARMALL” Tractors... Motor Trucks. .. industrial Power... Refrigerators and Freezers 


Better roads mean a better America 


INTERNATIONAL TRUCKS 


‘Standard of the Highway 


Buttptnc Propucts MERCHANDISER (To obtain more data on advertised products see page 135) 





Dealer Displays 114 Specimens of Wood 


WORLD OF WOOD which was in- 
corporated into the W. W. Steele 
Lumber Co. offices 29 years ago is 
examined by, left to right, C.  L. 
Thompson, yard manager; Bob Storie 
employe, and Bob Steele, grandson of 
the founder. 


Twenty-nine years ago the late 
W. W. Steele, founder of the W. W. 
Steele Lumber Co.. Lodi, Wis., set 
out to erect ‘a monument to wood” 
in the form of his new offices. To- 
day, the success and ingenuity of 
Steele’s effort still causes custom- 
ers to marvel as they gaze at the 
114 different wood panels that he 
incorporated into the building. 

At the time Steele finished his 
world-wide wood seeking project 
and completed the building in 1924, 
the structure was heralded by 
American Lumberman. Other stor- 
ies followed in several U.S. and 
foreign journals. 

The lumber company is now op- 
erated by Bob Steele, grandson of 
the founder, and C. L. Thompson, 
yard manager. Steele’s original 
ideas of combining beauty and 
showmanship are still paying off in 
heavy floor traffic. 

It took W. W. Steele and his 


sons, Clarence and William, more 
than a year to collect the necessary 
lumber for the panels from all sec- 
tions of the United States and for- 
eign countries. As the panels were 
erected the natural finish was 
maintained by varnishing and rub- 
bing. 

A number of the panels came 
from trees with which the elder 
Steele had been associated with 
since childhood. An oak panel came 
from a tree from which he had 
hunted wild pigeons; another panel 
came from a cedar tree on the fam- 
ily farm. In all, 20 different species 
of wood were obtained from the 
environs of Lodi. “Of course, every 
panel has its own story of origin,” 
says Bob Steele. 

Thompson points out: “Once in a 
great while an old-timer will come 
in who is capable of identifying al- 
most all of the woods. But, to most 
people, they are a baffling but in- 
teresting puzzle.”’ 





Cor-Ten Steel. 


A choice of control devices — 


The DONLEY Line 


meets all Damper needs 


A choice of materials — high grade cast iron or U.S.S. 
Rotary Control, Poker 
Control and Chain Control (for four sizes). 


A wide range of sizes — Everything from 24 inches to 96 
inches, 11 sizes, based on width of fireplace opening. 


A modern variation — The extra capacity, wide throat, 


Cast Iron 
Rotary Control 





square end damper that is vital to the proper working of 
such modern creations as the double opening fireplace, the 
projecting corner fireplace and the three-faced fireplace. 


Cor-Ten Steel 
Trustworthy instructions — _ Fireplaces work cleanly, 


y ‘. 

nee Poker Control 
yielding generous heat, when constructed in accordance with 

plans and instructions attached to every damper—an im- 

portant aid to customer relations. . . Be sure your Donley 


Catalog is the latest. 


THE DONLEY BROTHERS CO. 


13928 Miles Avenue e@ Cleveland 5, Ohio 


Extra 
Capacity 
Square End 
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Weyerhaeuser 4-Square bevel and bungalow 
siding of West Coast Hemlock is noted for its 
paintability as well as its durability. 


Weyerhaeuser 4-Square 





for strength . . . some for durability. Only a few 
combine these desirable features. 

One of these multi-purpose woods is West Coast 
Hemlock, a softwood species grown only in the 
Pacific Northwest. A mild climate gives this wood 
an even texture. The grain is straight. It contains 
practically no pitch, and has very few small, tight 
knots. There is a minimum of checking and splin- 








ore sadhana 
oF HEMLOCK 


@ Through scientific logging, accurate 
sawing, controlled kiln seasoning, preci- 
sion surfacing, proper grading, careful 
handling and shipping, Weyerhaeuser 
provides this abundant “Ability Wood” 
in a wide range of 4-Square West Coast 


tering in West Coast Hemlock. It is stiff and strong 
... the stress grades of Hemlock dimension include 
1600 f. select structural, 1450 f. No. 1 and 1100 f. 
No. 2. Yet Hemlock is remarkably light to handle, 
and one of the easiest softwoods to cut and shape. 
These natural advantages, plus the benefits of 
careful processing, result in a wide range of Weyer- 
haeuser 4-Square West Coast Hemlock lumber 
items that are interchangeable with other leading 
softwoods. The variety of uses is so great that this 
Hemlock has earned the name ‘Ability Wood.” 

Because West Coast Hemlock is such a remark- 
ably versatile wood — because it is abundant—and 
because it has a long record of successful service in 
many applications, dealers are confidently recom- 
mending West Coast Hemlock to their customers. 

Write for literature that will help you sell more 
Weyerhaeuser 4-Square West Coast Hemlock .. . 
the abundant “Ability Wood.” 


LUMBER AND SERVICES 


This West Coast Hemlock floor looks new after 17 years of hard use. Hemlock is dense, resilient, 


stable—and is often called the “hard softwood” because the fibers mat together and harden 
as the wood ages. 


EMLOCK 


The “Ability Wood”’ 


home woods are known for their beauty . . . some 


Weyerhaeuser 4-Square 


i lumber products. 


EXPAND YOUR MARKET 





WEYERHAEUSER SALES @O., ST. PAUL 1, MINN, 





FOR HEALOCK...THE ABUNDANT “ABILITY weoo” 
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CLUB OFFICER receives attendance 
check from George jusen Miller 
Building Supply Co., Ine 


CLUB GROUP attending cooking demonstration on sec 
ond floor of Miller Building Supply Co. Kitchen Center. 
Mannie Miller, president, second from left. 


VARIOUS STYLES OF HARDWARE and counter tops 
are installed for easy comparison Cabinet niche is 
dressed up with flowers and knick-knacks, 
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KITCHEN CENTER on Rhode Island Avenue is brilliantly lighted 
until 9 p.m. every night. 


It is open 


TELEVISION PROGRAM frequently brings in name fig 
ures like Mike DiSalle, formerly of Office of Price Stabil- 
ization, seen discussing the cost of food. 


Kitchen Center 


Ten complete kitchens are on display 
in this Washington, D.C. dealer’s showroom. 
Newspapers, radio, television and club dem- 


onstrations help promote package sales. 


Selling kitchens is a specialty of Miller Building 
Supply Co., Washingten, D.C. Mannie Miller, the 
owner and president of this concern, believes he has 
the largest custom kitchen department under one 
roof in the United States. 

His recently-remodeled showroom displays 10 
kitchens in various styles and materials. Five are 
done in wood and five are in steel. Although Mannie 
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ONE OF TEN KITCHENS on display in the showroom. 


Note window and light fixture to lend kitchen atmos- 
phere 


‘ © Slat lO  nasstt y 


KITCHEN BEFORE AND AFTER it was remodeled by 
Miller firm. Colored pictures of these jobs are carried 


Captures Business 


does business at both wholesale and retail, a major 
source of his sales are women who read the company’s 
big newspaper ads, hear its radio “spots,” see the 
firm’s “‘live’’ cooking demonstrations on television, 
or attend the cooking schools on the second floor of 
the company’s Rhode Island Avenue showroom, which 
is located on a heavily-traveled thoroughfare. 

The company ran more than a dozen cooking schools 
in the first quarter of this year. Numerous requests 
are on file from various church organizations which 
like to build up their treasuries to the extent of 50¢ 
per head, the sum allowed by Miller for each club 
member in attendance. é 

Ten salesmen are kept busy tracking down leads 
which come in from these various advertising media. 
Each salesman carries “before and after” pictures on 
color showing Miller-furnished kitchens. 


Buitpinc Propucis MrERKCHANDISER 


STEEL AND WOOD KITCHENS are shown side by side 


so customers will have a chance to judge the merits of 
each. 


by each salesman and provide powerful sales tool. 


The showroom exhibits dramatize the various types 
of kitchen designs, so that the housewife can see at 
a glance just what her own kitchen will look like 
when installed, complete with appliances, built-in 
ovens and the latest step-saving ideas. 

A section of the second floor, glass-partitioned from 
the business office, is staffed by Miller’s kitchen de- 
signers. The company handles the entire job from de- 
sign through installation. Sub-contractors do the tile, 
electrical work, plumbing and painting. 

The efficiency of the firm’s mechanics is seen in 
this excerpt from a testimonial letter which came the 
day of American Lumberman’s visit “in our 13 
years experience with mechanics of al) kinds and 
ages, 1 have never dealt with more courteous, clean, 
respectful young men who have treated my home as 
they would have treated their own. Your firm should 
be proud of them.” 

Although the Kitchen Center is devoted entirely to 
kitchens, it develops a lot of leads for general building 
materials through remodeling jobs. 
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PRICE 


offers a 


tte. DE 


FIREPLACE 


FRONT OPENING 
DIMENSIONS 
engineered for con- 
venience in using 
standard brick and 
standard masonry 

joint. 


DUCTMAKERS 

FURNISHED FREE 
that save masons 
valuable time. 


EXPANSION 
CHANNELS 
eliminate the ugly 
joint between face 
brick and fireplace 
form. No masonry to 
crack and fall out. 


FLEXIBLE METAL 

STOP provided to 
hold insulation blan- 
ket in place above 
fireplace opening. 


INCREASED 

VOLUME of warm 
air supplied due to 
larger oir passages. 


NATIONAL ADVERTISING PROGRAM 
offering book ‘100 Fireplace 
Ideas” brings many thousands 


asndemse pr os@ 
of inquiries »very year—leads | =} | 
for you—and helps sell buth | | TAGE IDEAS 
builders and home owners \ 
on the benefits of this won- a 
derful new fireplace form E 
Send for copies of the Price book “100 Fireplace 
ideas” for each of your Salesmen 


e FIREPLACE, HEATER & 
Pp 4 | TANK CORPORATION 


New Store Solves 


Cross-Town Delivery Service 


Opening a branch ‘“convenience-outlet” store has 
solved the knotty delivery and distribution problems 
for the DeVille Lumber Co., Canton, Ohio. And 
proving that customers like two-sides-of-town shop- 
ping facilities—profits at the new store have shown 
substantial month-to-month increases. 

Bob Pattista, assistant manager, explains that with 
the former, single location on the northeast side of 
Canton, all delivery trucks going to the southwest 
sections had to fight through traffic in the business 
district. Customers residing in the southwest side 
had to reverse the procedure to shop at the DeVille 
store. 

“Since the opening of our ‘convenience-outlet’,”’ says 
Pattista, “our crosstown delivery problems have been 
solved. Increase of business at our new store has not 
been reflected in a decline at our original store.” 

The new retail store was installed in the front of 
a building formerly used as a bulk storage yard in 
southwest Canton. The branch store is small (12x24) 
but compact and uncluttered. Natural-wood-finish, 
glass-front display cases, tailored to fit the floor plan, 
have saved on space and added to the beauty of the 
showroom. One of the home-made cases is proving 
to be especially effective in merchandising door hard- 
ware. 

Interior walls of the store are 14” insulation plank- 
ing. The ceiling forms a live display of 1%” insulation 
tile. 








COMPACT, UNCLUTTERED SHOWROOM is attractive to women shoppers 
193 W. AUSTIN ST., BUFFALO 7, NEW YORK The lamp post display sold three dozen of these units in three months 
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Six insulating and building 

boards for many specific jobs. 

Everything from inside to 

aso a outside finishing and from 

4 sheathing to dec os 

wood-textured and striate 

Insulating panels. All are long-wearing and 


and Building completely weatherproof! Suit- 


able for finishing, sheathing, roof- 


ing, fire walls. heater rooms—and 
Boards R eater | 


a host of other jobs. Send coupon 
for descriptive literature on each, 


STRIATED PANELS 


UNDERLAYMENT | 


MALT-AcMA 


. bos SOTE BoaRD | 


Now! Malta gives you a choice... a pair to please 
every customer. Yes, with these two complete wood 
window units, you can meet every purse, every pur- 
pose. Both units are fully weatherstripped, both have 
the greatly desired removable sash feature, both are 
precision made units built to last a house-time. But he, 

here’s the difference. & The “storage wall” idea with new 
refinements — and at new low 
cost! These units feature sliding 
doors of the finest hard-board, 
with Homasote ends and backs. 
Used individually, they become 


handsome storage furniture; in 
The MALT-A-MASTER is groups, a space-saving storage 


fully balanced, yet the iy wall with important room-to- 
sash can be removed in ¥ room insulating qualities. We 
an instant! Flip the clip q * offer a free planning service to 
to disengage sash from ¥ builders and architects. Send 
Seeing ha eine cadena J coupon for full details 








MALE A MATIC 


pers MALT-A- 

MATIC is a fric- 

tion type bal- 

anced unit. Spring 

screw assembly keeps sash 

always in adjustment, shufs 

ov! drafts, heat loss, elimi- 
nates rattling. 


Yes, now you can take your choice .. . take both! Sell HOMASOTE COMPANY 
to the volume builder who wants utility, beauty and 
economy ,. . sell to the custom builder who wants ean NOVA 7 SALES 
value, extra features that make a house a home. You'll CATALOG 18 AO 

have a wianer in both fields, and a double play for \sw Y Trenton 3, N. J. 
profits when you stock and sell t-e MALT-A-MATIC = oe ee ee oe ee ee es 
and MALT-A-MASTER wood window units. HOMASOTE COMPANY, Trenton 3, N. J., Deps, 36D 

Send detailed, illustrated literature on 


[7 All Homasote Boards ( Yardley Wall Units All Homasote-Nova Products 
ea sans bale 





rnd 


MALTA, OHIO ADDRESS 
CITY & ZONE 





Member Ponderosa Pine Woodwork Assn., and the N.W.M.A. 


My lumber deoler is 


BuILDING Propucts MERCHANDISER (To obtain more data on advertised products see page 135) 





The BIG demand 
is for Scotch” Brand! 


Now sell MASKING TAPE in four sizes for every customer need 
«+. a roll for every job, a price for every pocketbook 


“SCOTCH” Masking Tape—Job Size = ae 
Display No. 183 12 rolls. % x 300” —_ 
“SCOTCH” Masking Tape —Home Size 
Display No. 181 12 rolls. ¥%4‘ x 30’ 


“SCOTCH” Masking Tape —Wide Size 
Display No. 188 12 rolls. 12’ x 300” 


Make your counter space pay off... “SCOTCH” Masking Tape — Economy Size 
Order displays from your supplier today! "Play No. 185 12 rolls. Ya’ x 90 


The term “Scotch” and the plaid design are registered trademarks for the more than 300 pressure-sensitive adhesive MASKING 
tapes made in U.S.A. by Minnesota Mining & Mfg. Co., St. Paul 6, Minn.—also makers of “‘Scotch’’ Sound Recording 
‘Tape, “Underseal’’ Rubberized Coating, ‘‘Scotchlite’” Reflective Sheeting, “'Safety-Walk” Non-slip Surfacing, “3M TAPE 


Abrasives, "3M" Adhesives. General Export: 122 E. 42nd St., New York 17, N. ¥Y. In Canada: London, Ont., Can. 
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Selling 


Attic 


Remodeling 


TODAY'S GROWING FAMILIES must have more room. This finished attic 
remodeling job now means a spare bedroom for one or more children, or a 
utility or recreation room 





“Extra room” appeal can still sell 
attic remodeling and finishing; one dealer 


— market by advertising saving in fuel More Living Space 


IN YOUR ATTIC! 
“There is still a good market for attic remodeling L 
if the building materials dealer will exert the effort 
to sell the owners of the large, old homes,” says Pete 
Jepson of the P. E. Jepson Lumber Co., Macon, Mo. 
“A few years ago it was a bigger market than it 
is right now because homeowners wanted extra rooms 
for rentals,”’ Jepson pointed out. 
In the last couple of years, attic remodeling or fin- 04 | ee 
ishing sales have been supplanted by basement re- 7 4 \i | Pa eet Ee ows 
Resagy Hes AE, ili, - , LERUIN 
modeling jobs on the books of many midwestern lum- ; 4 \ ry 5) 
ber yards, either because they have about exhausted | s 
available attics to remodel or because most homes £ bs —, re 
built in recent decades were low, one-story types with- 
out attic room. 














‘We have not done any attic remodeling to speak 
of in years,” reported Bob Sims, manager of the Cow- even an income apartment — can be added like magic in your 
ley Lumber & Hardware Co., Olathe, Kan. “Present- a —_ se it cans etnies ites 
day attics are not suitable for remodeling and most me seein a peesinegale ea pent veh prstemchcepehy 4 
newer houses have flat roofs.’ He added that base- —= 

~~ pa. ‘ 
ment remodeling is a better market in his area today. FIREPROOF GoldBotid ROCK WOOL 

In towns and cities apart from recently industrial- 
ized areas or where defense plants boomed housing haly 6 GS Se Soe ee ee eee 
in the past 15 years, however, dealers can still go sate hes rps helpful ideas to pick up from our display 
after attic remodeling sales among their older, two- of samples and literature. Stop in and let's discuss your plans. 
and three-story houses still in use. 

It is a market worth going after because it means OUR EXPERIENCED REPRESENTATIVE pg 
sales from the lumber yard of insulation, ceiling pan- BE GLAD TO CONSULT WITH YOU — ; 
els, plasterboard, extra flooring, windows or window NISHING ESTIMATES — QUALIFIED 


units and doors, among others. CRAFTSMEN — FINANCING. 
Fred E. Wilbur, manager of the Maryville (Mo.) 


j i M. Till 5 P. M., Saturday Till Noon 
Lumber Co., is another dealer who reported that the Shop Daily 8 A i 
attic remodeling market “has fallen down in the last 


(coatinued on page 108) 


A comfortable, extra bedroom, a study, hobby-room — or 


RELIABLE 


STRESSING THE FUEL-SAVING ANGLE is this ad of 


the Badger Lumber Co., Kansas City, Kan. Manager L LUMBER COMPANY, INC. 

A. LaGue opened up the lagging attic remodeling market 

earlier this year with this advertising shot-in-the-arm ; DRexel 6140 
~ Me eaae , : : t 

Other dealers may profit from his sales pitch that attic 1817 Minnesote 


finishing cuts down on heating bills | 


Bui_pInGc Propucts MERCHANDISER 
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OLDER HOMES WITH ATTIC SPACE still offer dealers looking for extra 
profits a chance to sell considerable building materials, including dimension, 


wallboards and insulation 


SELLING ATTIC REMODELING 


(begins on page 107) 


few years” but he said he would like to “open it up 
again” because it means yard sales of studs for par- 
titions, insulation, flooring, millwork, hardware, paint 
and varnish, perhaps built-in bookcases, etc. 

Wilbur has not gone after attic remodeling lately 
in his advertising but one of the most recent ads he 
used which he said proved fairly effective, stressed 
terms. It read: 

Remodel the attic for another bedroom or game 
room. Pay for it on monthly budget payments. 
Need more room for that growing youngster’ 
Make another bedroom or playroom up in the 
attic. You can have the attic remodeled and pay 
for the increased room as you enjoy it. This can 
be rebuilt and modernized on easy, credit terms. 
Another effective newspaper ad, employed by the 

Hager & Cove Lumber Co., Lansing, Mich., used this 
sales pitch for attic remodeling sales: 

Add an extra room from unused attic space. 
Unfinished attic space can be turned into bright, 
attractive rooms, quickly at low cost. An extra 
bedroom, a sewing room, a cozy study or a hobby 
room, These are some of the ways your attic can 
be used. 

We have a variety of attractive finishes, knotty 
pine or cedar, pre-finished insulation boards and 
plank ceiling tile; all easy to use and economical 
to buy. Call us now for free literature and assis- 
tance in planning your new room. Time payment 
plan is available. 

The Standard Lumber and Supply Co., Grand Rap- 
ids, Mich., recently sold attic remodeling for a do- 
it-yourself project to a local couple whose family 
was increased this spring. Like many families who 
started out in a two-bedroom house, the Grand Rapids 
couple began to look about for more space when they 
became five. The young father, a trucker, went to the 
lumber yard with his problem. 
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The dealer discussed possible-add-a-room packages 
with him and they decided on attic finishing. 

The young trucker took up carpenter tools for the 
first time in March and started in on the attic of his 
three-year-old home. With after-hours and week- 
end carpentry, and careful selection of materials, he 
will complete a spacious and well-furnished attic bed- 
room for two of his children this month. 

For the attic job, the Standard Lumber and Supply 
Co. sold him insulation, with which he insulated the 
entire ceiling area; wallboard, with which he covered 
the rafters; knotty cedar for the sidewalls from the 
floor up; sweet cedar for a clothes closet converted 
from a plain gable and 12 drawers built into the walls. 
The area around the chimney was enclosed and con- 
verted into another closet which will have birch panel 
sliding doors. 

The only plans used were the actual needs for the 
extra room and the purchases from the lumber yard 
came to about $500. 

The Spears Lumber Co., also at Grand Rapids, re- 
cently sold an expansion attic remodeling job for an 
extra bedroom. 

The housewife designed the remodeling, which in- 
cluded two closets with sliding doors, built-in book- 
shelves, two built-in bureaus and bookcase head- 
boards for two twin beds. There were also two stor- 
age spaces with sliding doors. 

The work was done by a carpenter and the yard’s 
books showed that it sold double-batt insulation above 
the ceiling, knotty pine wainscoting, protective stair 
railing, knotty pine paneling, ceiling tile panels of 
light seagreen and white, subfloor and material to 
make the bureaus and closets of knotty pine. As- 
phalt tile squares were used for the floor covering. 

If new house construction should continue its sum- 
mer drop, dealers can again profitably turn to attic 
remodeling as an added sales tool. Some dealers re- 
cently contacted also feel that present rent hikes fol- 
lowing the decontrol may again make attic income 
apartments popular for rental by tenants recently 
moving out or evicted. 
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A“NATURAL” FOR TODAY'S 


MARKET! 


TY 


STORM-SCREEN 
DOOR | 








RETAILS 


FOR 05 


ANY SIZE 








' <n ~~ ore 
| S" Guaranteed by @ 
DELIVERED | ij ' \ Good Housekeepin 
j it . 
COMPLETELY i nl wor as ADVERTISED ery 
ASSEMBLED! HOME = // ; 
OWNER DOES HIS OWN 
INSTALLATION, FOLLOWING 


OUR SIMPLE INSTRUCTIONS ! 


Here’s the combination door that’s sweeping all 


America by storm! It’s a rugged, high-quality, all- 
aluminum door that has all the features of doors 
selling for as much as $30 or $40 more ! 


THE 
ROREER, AlL-ACaNENRNES COMME TE WEATHER-PROOF co. 
ALUMINUM DOOR JAMB 1 1407 E. 40th Street 

iP Cleveland 3, Ohio 
COMPLETE, INCLUDING ALL HARDWARE, PNEUMATIC 

DOOR CHECK, STAINLESS STEEL HINGES, DOOR LATCH 
AND OUTSIDE ALUMINUM Z-BAR, 


* Slightly higher west of the Mississippi 


For Information } 





Pointers Two Fork Lift Trucks Cut 


Ida. Yard’s Handling Costs 


Use of two fork lift trucks has 
resulted in a 25% reduction in ma- 
terial handling costs in one year 
for the Volco Builder's Supply, Inc., 
Jerome, Idaho. 

V. E. Camozzi, secretary-man- 
ager, says, ‘‘Mechanical handling of 
lumber has reduced the cost from 
$6 per thousand feet to $1.50. Use 
of the 4,000-pound lift trucks en- 
ables us to get along nicely with 
one less man on our yard staff.” 





REDUCTION in handling 

resulted from the use of two 

fork lift trucks at the Volco Builder’s 
Supply, Inec., Jerome, Ida Manager 
V. E. Camozzi, standing, talks over a 
handling problem with the lift operg 
tor The Idaho lumberman explained 


CUSTOMERS WHO SEE ARE 
CUSTOMERS WHO BUY! 


INCREASE YOUR FOLDING 
yEKIN END 
RULES 


WOOD RULE SALES 
WITH THE NEW ACCURATE -OURABLE - FINEST QUALITY 


UFKIN 


“RED END” RULE 
MERCHANDISING UNIT 


Buy only a fast moving assortment 

of two dozen rules and you receive 

this modern merchandising unit free. 

It's heavy glass, making a perma- 

nent, attractive addition to your 

store. Completely enclosed, it guards 

IMMEDIATELY AVAILABLE 
FROM YOUR HARDWARE 
JOBBER! 


against theft. Notice that space has 
been provided for marking prices 


. and that it can be used on the 





counter, in a window, or hung on 
the wall. Both No. 200 and 200F 


assortments cover a complete price 


REGULAR READING 
ASSORTMENT ASSORTMENT 


No. 200 No. 200F 
Quanity | Rule No. Quantity | Rule No. 
Order this assort- === = = 
3 a 
066 


and get your brand new sales ‘a o 966 mi 


INSIDE READING 


range and are well balanced and 
fast selling ... 


ment from your jobber today — 





building display absolutely free. 
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SELL 





OF KIN tarts - RULES - PRECISION TOOLS 


Order From Your Hardware Jobber 


THE LUFKIN RULE CO., SAGINAW, MICHIGAN 
132-138 Lafayette Street, New York City * Barrie, Ontario 


110 (To obtain more data on advertised products see page 135) 


that rearranging the yard was ne- 
cessary to utilize the fork lifts at 
peak efficiency. 

“We no longer use the conven- 
tional, four-foot bins for handling 
sheathing and other faster moving 
items” says Camozzi. “Instead, 
we put these items in 1,000-board- 
feet cubes. The cubes are binned 
sideways in 20-foot-wide by 10- 
foot-deep bins. We put 2x4 spacers 
between the individual 1,000-foot- 
cubes which allows easy access for 
the forks of the lift trucks. The 
trucks can lift an entire 1,000-foot 
cube and place it on a truck.” 














N 
> 
~<a = 
IT’S A SURE THING... 
economically on GATES te BER, INC. 


Yes, we'll help age = every stage ot 
ad apnea th arrangements for 


1962 Statistics 
2,000,000 injured 





Or: tober > 1953, 





GA ane 


Catchy, Public Service Ad 
Enjoys High Readership 

Even the smaller newspaper dis- 
play advertisements of the Gates 
Lumber Co., Lansing, Mich., enjoy 
a high readership, because: 

The ads start with a high- 
interest cartoon and headline 
which catches the eye, and 

2. Each ads contains graphic- 

ally presented information in 
the public service. 

For example, the above adver- 
tisement—-even though it was only 
two columns by 6” deep—-starts off 
with a streamlined version of a 
horse race. The headline, “It’s A 
Sure Thing... ”, leads the eye 
right into the copy telling about 
the benefits of planning your home 
with Gates’ help. 

In the public service, the same 
small ad admonishes readers to 
prevent forest fires and to drive 
carefully. 
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BUILDERS 
HARDWARE 








ty GRIFFIN 


For more than 50 years Griffin 





hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware... 

quality produced by 

Griffin. 


‘Re 
Bhd every DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 


ERIE + PENNSYLVANIA 
he 








New York 7, N.Y 
HARVEY D. RUSH & SONS WALTER S. JOHNSON 2 SONS” E.H. FARRAR 
4638 Nichols Parkway 917 St. Charles / venue 6637 Golf Drive 
Kansos City, Missouri Atlanta, Georgia Dollas 5, Texas 
WILGUR H. DAVIS H.C. GLOVER CHARLES). LEWIS 
1639 W. Fargo Avenue 2611 Garrison Bivd 2450 17th Street 
Chicago 26, Illinois Baltimore 16, Maryland San Francisco 10, Calif 
GEORGE A. GREGG ROY L. ROGERS Kor. Ot VEKS 
17134-6 Wyoming Avenue 1620 Garfield Street 4524East 60th Street 
Detroit 21, Michigan Denver 6, Colorado Seattie, Washington 
AUSTIN & EDDY INC. W. C. MEIBAUM & CO. L. G. FULLER, JR. 
115 Broad Street 6954 Oleatho Avenue 644 Wellington R 
Boston, Massachusetts St. Louis 9, Missouri Jackson 6, Mis 
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W. R. Braund 
Says - - 

“BUILD YOUR SALES PROFITS 
ON OUR QUALITY PRODUCTS 
- - AT LOW PRICES” 


Top QUALITY 
BIRCH 
FIR 
GUM 
PLYWOOD 


from 
11 LEADING BIRCH MILLS 


3 FIR MILLS 
3 GUM MILLS 


UNSURPASSED SERVICE from 
50 DEPENDABLE OUTLETS 
JOBBERS AND WAREHOUSES 


THE SAME OLD GANG TO SERVICE 
YOUR NEEDS 


We handle only the best at 
lowest possible prices 


As soon as possible the W. R. Braund Co. 
will be dissolved by W. R. Braund and 
C. B. Harman, to be reorganized by W. R. 
Braund, Operating by himself. 


UNTIL FURTHER NOTICE send all inquiries on 
CARLOAD & LCL SHIPMENTS TO 


GRAND TRAVERSE SALES Co. 


SUTTONS BAY, MICHIGAN 


BIRMINGHAM, MICHIGAN 
TEL. SUTTONS BAY 61-71-92 


TEL. MIDWEST 4-3450-1-2-3 
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Among the Dealers 





Introduce “Merchandising Mart” at OLA ‘53 Convention 


The Oklahoma Lumbermen’s As- 
sociation will streamline speeches, 
emphasize educational value in 
merchandising ideas and hold dem- 
onstrations of do-it-yourself busi- 
ness by exhibitors at its seventh 
annual convention and Merchan- 
dising Mart, to be held Oct. 20-21 
in Oklahoma City. 

The “Mer- 
chandising 
Mart” is a new 
idea this year. 
Dale Carter, 
president of the 
OLA and head 
of the Carter 
Lumber Co., of 
Tulsa, said that 
speeches will be 
confined to in- 
formation on the industry and only 
two are scheduled. 

The opening speech will be on 
finance, by John F. Austin, Jr., 
president of T. J. Bettes Co., Hous- 
ton. It is scheduled for 2 p.m., 
October 20, in the Little Theatre 
of the Municipal auditorium. He 
is director of three banks and holds 
several offices in the Mortgage 
Bankers Assn. The second day’s 


o- 


CARTER 





FREE DEALER DISPLAY is demonstrated by Sue Stokes (right) of the Myers 


Lumber Co., Mayfield, Ky., 


talk will be by Donald L. Moore, 
editor of Southern Building Sup- 
plies, on a lumber dealer’s respon- 
sibilities entitled “The Five Keys 
to Merchandising.” 

This year’s convention ‘“Mer- 
chandising Mart" idea is to make 
the Oklahoma City meeting a place 
where dealers and employes not 
only may purchase products but 
also learn new and better ways to 
present their application and serv- 
ices to the customer back home, 
Carter pointed out. 

The association’s contribution in 
new ideas will be the introduction 
of a House of the Month, the “Tele- 
vision Home.” “No invention since 
the turn of the century has had 
more effect in gathering the fam- 
ily together in their homes than 
television,” said president Carter. 
“Our draftsmen have designed a 
home built around TV. We will 
have a miniature medel of it on 
display, together with working 
plans and a material list.” 


North Country Outing 

The annual outing of the North 
Country Retail Lumber Dealers, 
Watertown, N. Y., was held re- 


for a Mayfield housewife at the Purchase District 


Fair there. The Memphis manufacturer is making the display available to all 


retail lumber dealer 
shows and exposition 


Within a 


112 


"OO-mtle 


radius for their local fairs, home 


cently at Wau-Winet lodge on 
Alexandria bay. At a brief busi- 
ness session, Roger White of G. W. 
White & Son was elected president; 
Robert Coakley of John P. Coakley 
& Sons, Canton, vice-president, 
and William Abel of Putnam Haw- 
ley Building Materials, Potsdam, 
secretary-treasurer. 


Cameron Names Watson 
Retail Sales Manager 


W. D. “Boots” Watson has been 
named sales manager for the re- 
tail division of Wm. Cameron & Co. 
He will direct the sales activities 
of the 50 regular retail lumber 
yards and 30 oil field yards operat- 
ed by the company in Texas, Okla- 
homa and New Mexico. He will 
headquarter at the general offices 
in Waco, Tex. 

Watson has 
been with Cam- 
eron for 25 
years, having 
started as yard- 
man at Big 
Spring, Texas. 
For the _ past 
eight years, he 
has been dis- 
trict manager 
in the oil field 
division with 
offices at Over- 
ton, Tex. 

Wm. Cameron & Co. simultan- 
eously announced these other pro- 
motions: Harold Barnard was ad- 
vanced from assistant general au- 
ditor to controller; L. H. Maloy, 
traveling auditor, becomes chief in- 
ternal auditor; J. V. Cypert, gen- 
eral cashier, to chief accountant; 
Charles Money, credit manager, 
to office manager of the wallpaper 
and paint division and Tom Bow- 
man, salesman, to sales manager of 
the wallpaper and paint division. 


The 
LUMBERMAN’S 
LOG 


The Crouch Lumber Co. took a 
half-page ad in the local newspaper 
to announce its 21st year in Albany, 
Ga. Under the headline, “We At- 
tain Our Majority,” the yard’s insti- 
tutional copy expressed thanks to 
customers and friends and cited its 
growth with the city. Officers of the 
yard, which operates its own planer 
mill and has a modern millwork shop, 
are W. S. Crouch, president, and Gra- 
ham P. Dozier, Jr., secretary-treas- 


(continued on page 114) 


WATSON 
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© The Borden Co. 


Elmer’s in millions of homes right 
now, selling Elmer’s GLUE-ALL 
through ads in The Saturday Evening 
Post, Good Housekeeping, Better 
Homes and Gardens, Parents’ , Better 
Living, American Magazine, Popular 
Science and Popular Mechanics. He’s 
‘fat home’’ everywhere, because 
Borden’s has spent millions to make 
Elmer one of America’s best-known 





salesmen. 

Put Elmer’s million-dollar person- 
ality to work in your store by plac- 
ing Elmer’s GLUE-ALL Display 
Cartons in your windows and on 
your counters. Then watch Elmer 
sell glue for you! 

Your wholesaler has Elmer's 
GLUE-ALL in 2 0z., 40z., pint, quart 
and larger sizes. 8.3.12 


ordens Chemical Division 


350 Madison Avenue, New York 17, New York 


> 


Sell the Spiral Screw Driver 
that’s enclosed...for 
long life, safety 


Here’s the Spiral Screw Driver that immediately 

takes the customer's eye. It's easy for him to see how 
well he’s protected ... fingers can't get pinched 
when working with this fine tool. And since it is 
enclosed it stays dirt and grit free for iong vears of 
good service. High quality through and through. All 
parts are made to stand up under hard use . . . inside 
and outside sleeves and nose of stainless steel, drive 
nuts of phosphor bronze, other parts of high 
strength aluminum and steel. Hard Wear handle of 
attractive, durable green plastic. Small and medium 
sizes... individually packed with three sizes of bits 
in handsome package. Get complete details now. 


TOOLS FOR CRAFTSMEN 


GREENLEE 








FREE HAND TOOL QUICK REFERENCE FILE—Facts on the 
complete line of GREENLEE hand tools: Auger Bits, Chisels 
Gouges, Spiral Screw Drivers and many more. Write Green 





lee Tool Co., 2270 Twelfth St., Rockford, 


Ilinois. 
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UVOHERE 


DO YOUR CUSTOMERS 


GET THEIR Buyine- IDEAS ? 


A lot of those ideas come from WESTERN 
PINE ASSOCIATION advertising in 9 top 
home and home improvement magazines. 

A lot more come from our much-ordered 
booklet, “Enchanting Homes of Western 
Pines.”” From every angle —— new homes, 
remodeling, do-it-yourself projects — we 
emphasize everyone's desire to sweeten 
“home, sweet home.” 

Sooner or later, some of the more than 
11,000,000 families we reach will send Dad 
down to do business with you. A WESTERN 
PINE ad helps start the chain reaction. We 
do it to make your business good so that 
ours will be, too! And we've been doing 
that kind of advertising consistently — 


ever since 1924, 


WESTERN PINE ASSOCIATION 


Idaho White Pine 
Ponderosa Pine 
Sugar Pine 


These are the 
Western Pines: 





These are the 
Associated Woods: 


Engelmann Spruce 
Incense Cedar 
Red Cedar 
Lodgepole Pine 


| 

| 

| 

| 

| Larch e Douglas Fir 
| 

| 

| 

| 

| White Fir 
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DEALERS 


(begins on page 112) 


irer W. IL. Parker is manager of 
yard and warehouse operations, and 
Wallace Crouch, Jr., in sales 


K. K. Bates, manager of the Yel 
lowstone Lumber Co., Broadus, Mont 
for 25 years, retired from active 
business and will reside on the west 
coast Donald Lein, Roland, Iowa, 
was named manager of the Flannery 
Lumber Co., Vermillion, S. D.: he 
vas previously employed at Ames, 
lowa Robertson Lumber Co. re- 
cently held a “Harvest Sale” to cele- 
brate 53 years in business at Stephen 
Minn Wilbur Merriam is man- 
aging the Anderson yard, Alexandria. 
Minn 


We've done it on quality! 


We're lumber retailers. 


The Magnolia Lumber Co. was in- 
corporated at Charleston with Wil- 
liam H. Price as president . . . While 
in Charlotte, in the other Carolina, 
the H & S Lumber Co. staged a 3-day 
“Product Parade” in its store and 
jammed the place with customers... 
Secretary A. C. Blixberg reports the 
first golf and dinner meeting this 
year for the Michigan Assn. of the 
Traveling Lumber & Sash and Door 
Salesmen was a success, with 93 lum- 
bermen teeing off and 130 for dinner. 
Prizes were contributed by 11 father- 
son combinations engaged in the lum- 
ber business, all from the Detroit 
ara 

The purchase recently of C. Corkin 
& Sons, Inc., Randolph, Mass.-—one 
of New England’s greatest lumber 
and building materials firms by the 


lated ytilovd 
yaoqme) vedmu! 








We don't mind admitting that we've made a success of our retail lumber 


business, — and we've done it by 


QUALITY LUMBER. 


putting all our selling effort behind 


You see, we've tried it both ways: on price and on quality. 


When we sold on price alone we lost our good customers and our profit too. 


Now our customers are repeat customers because they know we handle only 


the best and they know the best is the most economical in the long run. 


What is the best? 


Why, the lumber we buy from Southern Pine Lumber Company, of course. 


Everybody knows that! 


cs 
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SOUTHERN PINE 


LUMBER COMPANY 


Box 368A 


© Diboll, Texas 


United States Lumber Co., is de- 
scribed as one of the largest single 
transfers of ownership in the indus- 
try in recent years. John Miller, of 
Dedham, treasurer, says the new 
company will feature “One-Stop 
Shopping” for both owner and con- 
tractor. It will continue to maintain 
principal offices, yard and showroom 
at the popular South Shore location 
on Route 28 in Randolph. 


Kansas Lumbermen 
Elect Von Fange 


The new board of the Kansas 
Lumbermen’s Association met in 
first session recently in Salina and 
elected Martin Von Fange secre- 
tary. He is not active in the lum- 
ber industry, but a Salina business- 
man who keeps books for retail 
and wholesale lumber companies 
He served as assistant secretary of 
the association the past year. 

The 1954 convention of the KLA 
will be handled by Secretary Von 
Fange and his office from Room 
212, Farmers National Bank Bldg 
Salina. The directors set Apri! 
21-22 as next convention dates. 


Chicago Hoo-Hoo Elects 
Julian New President 


Hoo-Hoo Club 29, Chicago, met 
Sept. 1 and elected John Julian 
president; John T. McGinn, first 
vice-president; Richard E. Jacob, 
second vice-president, and re- 
elected Jere L. Gottschalk secre- 
tary-treasurer. A nominating com- 
mittee of Lee Lundell, Floyd Poor 
and Joseph” Dohm reported the 
recommended slate of officers for 
1953-54. 


OBITUARIES 


WILLIAM H. HARRIS, former 
president of the Frank H. Harris 
Lumber Co., Toronto, Ont., died at 
his home there Aug. 27 at the age of 
90 years. He was one of the founders 
of the yard 42 years ago. The com- 
pany is now operated by his son 
Frank H. Harris. 

OLLIE McCORMICK, SR., of Mt 
Sterling; GEORGE E. TOMLINSON, 
Winchester, and HUGH ALLEN, Mid- 
dlesboro, all outstanding members of 
the Kentucky Retail Lumber Dealers 
Assn., died in the last two weeks of 
August. 

ARTHUR RICHARDSON, 79. re- 
tired lumberman at St. Ignace, Mich., 
died recently in Escanaba. 

MIKE OTTERSON, 75, retired 
manager of the J. F. Anderson Lum- 
ber Co. yard at Chamberlain, S. D., 
died recently following a stroke. He 
managed the yard 43 years before 
his retirement in 1949 

JOHN F. GILLIGAN, 64, died in 
Rochester, Minn. He was in the lum- 
ber and coal business in Nebraska. 
with headquarters at Lincoln 


October 5, 1953, AMERICAN LUMBERMAN &% 














* 










































New Catalog! 


Wlustrates and describes 15. 


Models to meet all 


your copy now/ 


How to Offer a 


Low-Cost Housing! 






needs. This new catalog steps. 
should be in your files for 17 Wendrede of 
ready reference — write for 18. IMMEDIATE 


and 
. All metal “certs are made of 


Stock and 
Sell 
BESSLER 
Disappearing 
Stairways 
The ORIGINAL disappearia 


stairway — made for over 
years. 


. A real stairway—not a ladder. 


Seven well-engineered models 
—for every need. 
Safety-designed in every de 
tail for your protection. 


. Suitable for the finest homes— 


old and new. 
Operates from above and be- 
low. 


. Full width treads—SAFE for 


everyone. 
ALL steps are of equal height. 


Treads and stringers are made 
of Sitka Spruce. 


. Full door width provides am 


ple access for large objects. 


. Full length SAFE hand rail. 
2. Accurate architectural ore 


assures easy and | SAF 








strong, SAFE pressed + ll 


. Repairs always available 


quick notice for all —> Fa 
ne “orphans. 











a Doors made of White Pine and Fir in twe- | 
complete line of seven Bess- panel and flush types; hardwood doors tn | 
ler Disappearing Stairway flush type only 
your 16. Tailor-made for all heights—no shert or leng 


fh ds in tant dally | 





DELIVERY! 
jes. 


19. Meets all building 


1900 East Market St., 





The Bessler Disappearing Stairway Co. 
Akron 5, Ohio 











































“Mt. Vernon” 
satisfaction. 


BUILDING 


@ BEECH 





ALSO BAND SAWN HARDWOODS 





Latest Equipment: Dry 


planing mill and flooring 


send us your inquiries 


is the home-mark of customer 
Made from top-quality lumber, 
carefully manufactured and graded, you 
get guaranteed quality from every shipment. 


PECAN 











Kilns, 
plant 





MOBILE RIVER SAW MILL CO., INC. 


Mt. Vernon, Alabama 
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WEATHER See STRIPPING 























THE QUALITY 
WEATHER STRIPPING 
THAT CUSTOMERS 
KNOW BY NAME 
AND BUY ON SIGHT! 























OVER 600 MILLION FEET SOLD! 


Reel in the _—, as you reel out INNER-SEAL— the 
quality weather stripping that more and more custom- 
ers are asking for 4 name! Tie in with these three 
selling factors ... part of INNER-SEAL’s big 1953 
promotion campaign...and watch your volume grow! 


INNER-SEAL Attractive reel dispenser makes INNER- 
SELF-DISPLAY SEAL easy to handle, stock, measure and 


PACKAGE sell! Supplied free with every reel. 


LARGE-SCALE In LIFE, SATURDAY EVENING POST, 
NATIONAL COLLIER’s and many of the popular 


do-it-yourself” and home magazines. The 


ADVERTISING best advertised weather strip on the market! 


LIVE-WIRE Window streamers, door iamb stickers, 
MERCHANDISING counter cards, radio — and newspaper 


MATERIAL mats... all available ree of charge! 


va 


FREE BOOKLETS FOR 
YOUR CUSTOMERS 























“Why & How To Weather-Strip” — 
the popular, handy 24-page booklet 


crammed full of information on 














weather stripping. Tells customers of 
INNER-SEAL’s many “extra” uses. 


For more information about INNER-SEAL, 
send in this coupon today. 





Dept. AL 10 
BRIDGEPORT FABRICS, INC., BRIDGEPORT 1, CONN. 
[_] Please send me the 1953 INNER-SEAL Mer- 
chandising Kit. 


[_] Please send me the name and address of my 
nearest INNER-SEAL jobber. 


NAME—@@_@ _—_$_ 
NAME OF STORE——__. 
ee 
CciTY- 











ZONE—___STATE 








Manufacturers in the News 





New Plywood Plans Make Yard Christmas Center 


West coast fir plywood manu- 
facturers are coming out this 
month with a Christmas promotion 
and merchandising campaign to 
help dealers get a chunk of those 
Christmas club savings and holiday 
gift money that usuaily flows right 
on past the building materials 
store. 

The promotion will help make 
the lumber yard the headquarters 
for do-it-yourself ideas; it in- 
cludes: nine new plans for plywood 
gift items, Christmas displays and 
shop projects, a new counter stand 
for plans, window banners and 
ceiling streamers, ad mats and ra- 
dio commercials. 

New Type Ads 

Behind it will be a national ad- 
vertising campaign in home and 
craft magazines geared to develop 
new over-the-counter business. 
Like other recent plywood promo- 
tions, this one hinges on the series 
of plans, which, the Douglas Fir 
Plywood Association says, will be 
wrapped up in one big folder show- 
ing nine projects including some- 
thing for every member of the 
family. 


To whet the customer's appe- 


tite the magazine ads will be the 
imaginative “show-how type, Car- 
rying the actual plans, an idea 
used by food manulacturers on re- 
cipes, ‘the DF PA ads will use a ser- 
ies of glamorous how-to projects 
to sell the dealer's fir plywood in- 
ventory. 

The manufacturers will offer 
deaiers everything to  foliow 
through locally, inciuding one big 
plan sheet that compresses into a 
shirtpocket-folder they can display 
in a practical, handy plan dispenser 
on wall or counter. It shows all the 
projects in greater detail than the 
national magazine ads. 

The streamers can hang from 
ceilings or brighten a window to 
build impulse sales. To get home- 
town impact, the ad mats and ra- 
dio copy can be tailored to local 
ad policies. The DFPA check-list 
of things dealers can do to capital- 
ize on the promotion includes: 

1. Make and sell precut blanks 
for the lawn displays and knock- 
down kits for the toys, gift items 
and furniture; the DFPA will help 
with special mats and publicity on 
this if needed. A frequently asked 
question at the _ do-it-yourself 


THREE OF THE NINE PROJECTS in the Douglas Fir Plywood Assn. special 
Christmas promotion to boost over-the-counter sales of exterior fir plywood 


in lumber yards this year are illustrated above after they have 
from the complete plans included in the promotion. 


been built 
Shown are the child’s 


drawing desk with concealed storage, the Santa Claus cutout which can be 


used in front yards or on housetops 


profitable plywood sales 
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and the rocket clubhouss 
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shows this year was, ‘Where can 
I get the parts for this project 
precut?” 

2. Build and paint one of each 
project for display in store. 

3. Display the streamers and 
posters for Christmas tie-in. 

4. Make up a lot of one small 
item and, if practical, offer it as a 
premium with materials for one of 
the bigger projects. 

5. Use local newspapers and 
radio to let people know you're in 
the Christmas business; cut up the 
ad mats as needed. 

6. Make special mailings about 
the plans to local customers. 

7. Put plans in hands of wood- 
working teachers, on school bulle- 
tin boards. 

The plans themselves are de- 
signed to sell standard and stock 
small-sized panels of fir plywood; 
they are easy to follow and proj- 
ects simple to build: 

Doll house: a one-story design 
with carport and five rooms; you 
sell two regular 2’x4’ handy panels. 

Angel and choir boy lawn dis- 
play: Each comes from a 2’x4’ ex- 
terior fir plywood handy panel. 

Santa Claus display: cuts out of 
a 4’x8’ panel; pattern tells how to 
paint. 

Rocket clubhouse: calls for four 
standard panels of 1,” exterior fir 
plywood to meet in a four-sided 
plywood pyramid simply framed 
with 2x2’s mounted on four color- 
fins at corners. 

Space raider set: patterns are 
simple and a set of three play- 
things can be made in an afternoon 
from 34” and 14” handies. 

Flying saucer rocker car: cuts 
out of standard *,” panel; easy to 
make rocker seat centered in a ply- 
wood disk. 

TV snack set: mother’s gift is a 
demountable table with three parts 
cut from one 2’x4’ panel of 44” or 
3.” fir plywood. 

Child’s painting set: stands two 
feet high with folding top conceal- 
ing storage space; mounted to 
form drawing surface. 

Playplank building set: series of 
notched plywood planks fit togeth- 
er; dad can use his new table saw. 


Other Plans 


In addition to these Christmas 
projects, dealers can also push ply- 
wood plans they already have or 
which are still obtainable. The 
utility table for electric trains or 
table tennis is a Christmas natural; 
several distributors now have the 
legs for this item precut. 

Last spring’s “8-Way” promo- 
tion also had several do-it-yourself 
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plans which can be sold for Christ- 
mas building and gift-giving. 

The Douglas Fir Plywood Assn 
will mail all retail dealers full in- 
formation on the promotion during 
October but, if needed sooner, it 
is available immediately from the 
association at Tacoma 2, Wash. 


Skil Corp. Offers Dealers 
Christmas Sales Aid 

The Skil Corporation will launch 
a “secret weapon” dealer sales aid 
for the fall and Christmas season, 
offering a $20 gift certificate free 
to purchasers of Skil Home Shop 
or Home Builder saws. The certi- 
ficate will apply on the purchase 
of a Skil saw table and kit, which 
converts the saw into a tilting ar- 
bor bench tool for precision saw- 
ing, shaping and sanding. The of- 
fer will expire Dec. 31; certificate 
must be redeemed by March 31, 
1954. 

The sales aid plan will be sup- 
ported by one of the largest ad 
campaigns ever used in the port- 
able power tool industry, said Paul 
Watts, Skil vice-president in 
charge of sales. “The purpose of 
the campaign is to build high- 
profit, big volume sales for inde- 
pendent dealers,’ Watts pointed 
out. “The dealer will profit, too, 
on the greater sales of other tools, 
since it is an established fact that 
portable saws lead to a demand for 
companion tools.” 

Skil is also backing the sales 
drive with free promotional mate- 
rial such as self-display cartons, 
window spots, ad mats and store- 
window banners. Gift certificates 
will be given dealers for all Skil 
Home Shop and Home Builder saws 
in their inventory, and will be 
furnished for all stocked until 
Dec. 31. 


New Panelyte Exhibit 


The varied applications of decor- 


ative Panelyte, St. Regis Paper 
Company’s plastic laminate, were 
demonstrated at the Panelyte divi- 
sion’s exhibit at the 1953 home 
furnishings show in New York 
City. A living room, kitchen and 
bathroom make up the _ exhibit, 
which includes a wali exhibit fea- 
turing back-lighted Kodachromes 
showing actual installations of 
Panelyte in the home. 

The new, heavier 1/10” Panelyte 
can easily be installed by do-it- 
yourself homeowners. Available 
in a wide range of patterns and 
colors, it can be installed with the 
use of a few basic tools. Panelyte 
is also available in 1/16” thickness, 
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THE DeWALT POWER SHOP, major product of DeWalt, Ine. 


American Machine & Foundry Co., 
Buffalo, by S. S. Auchincloss 


house at AMF’s Buffalo plant, which 


more 


, Subsidiary of 
discussed for listeners of WKBW, 


8s, president of DeWalt and former vice-president 
of AMF’s Pinspotters division, a Buffalo resident 


Occasion was recent open 
than 7,000 families and friends 


of AMF employes, industrial, civic, education and religous leaders attended. 
Holding the mike is announcer Steve Sears of the radio station. 


L-O-F Announces New 
Woven Corrulux Item 


New automatic equipment for 
the manufacture of fiber glass-rein- 
forced translucent plastic panels, 
engineered especially for the Cor- 
rulux division of Libbey-Owens- 
Ford Glass Co. and now being de- 
livered to the factory at Houston, 
means that automatic production 
methods have been developed for 
making Corrulux and technological 
problems of the plant's first five 
years have been solved. 

Division president Joseph S. Fin- 
ger announced the creation of a 
new Woven Corrulux employing 
fiber glass cloth as the reinforcing 
agent for the plastic sheet. It 
weighs only a quarter-pound per 
square foot and is flexible so it may 
be bent parallel with corrugations 
but rigid enough to be used for 
ceiling light fixtures on a four-foot 
span. 

Woven Corrulux will come in 
seven decorator colors to harmon- 
ize with popular colors in home 
furnishings; bold weave patterns 
for texture accent and fine weave 
for lighting effects are included in 
the new translucent, shatterproof 
panel. 

“We are in the midst of an ex- 
pansion to increase capacity by 
80° and hope to have the work 
completed Oct. 1,’ said Finger. 
“Like any new industry, the manu- 
facture of fiber glass-reinforced 


plastic panels, which are filling an 
important construction need today, 
required the organization of ex- 
perienced technological and engin- 
eering talent, the investment of 
adequate capital and the develop- 
ment of sources of supply for high 
quality constituent materials.” 


R. T. Miller Heads New 
Weyerhaeuser Activity 


The Weyerhaeuser Sales Co. is 

launching a new activity, market- 
ing the hardboard products of a 
new plant of the 
Timber Co. 
which is now in 
the course of 
completion at 
Klamath Falls, 
Ore., and is ex- 
pected to be in 
production Nov. 
1 after exten- 
sive market re- 
search, pilot 
plant  produc- 
tion and _ prod- 
uct testing. 

R. T. Miller has been named 
manager of sales of hardboard 
products to head up this new Wey- 
erhaeuser activity, said R. S. Doug- 
las, vice-president and _ general 
manager of the sales company, St. 
Paul. Miller joined Weyerhaeuser 
from the Simpson Logging Co., Se- 


Weyerhaeuser 


MILLER 


(continued on page 118) 
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attle, where he established a hard- 
board marketing division. Previ- 
ously he was with Masonite for 25 
years in Chicago as chief engineer 
of the sales division and manager 
of the industrial division. 

The standard product lines to be 
manufactured at the new Klamath 
Falls operation will cover the types 
of hardboard usually required by 
retail lumber dealers, industrial 
users and fabricators 


Barrett Adds Insulating 
Board to Building Line 


Barrett Division, Allied Chemi- 
cal & Dye Corp., has purchased the 
business of Maizewood Insulation 
Co. of Dubuque, Iowa, a manufac- 
turer of insulation board since 
1929. Barrett officials said this 
“constitutes another step in our 
program of broadening our roofing, 
insulating and protective building 
products lines.”’ 

The plant will continue to manu- 
facture roof-insulation board, as- 
phalt-coated sheathing board, in- 
sulating lath and insulating wall 


OUT-LOAD IN LESS THAN 15 MINUTES 


with LWETIRY. 


Transforms the slow, wasteful line-up of 


customers’ trucks and their drivers into a 
regular system of “FILL "EM UP AND GET 
‘EM MOVING” that will bring customer 


commendation . . 


climination of waste in yard layout 


0+ Fue 


and man-hour inefhiciency 
annoying waiting time! 


b. 
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SILENT HOIST & CRANE CO. 


wk 


. and at a better profit to 
you! Yes, a Yard planned around LIFTRUK 


Efficiency means money in your tll, positive 


Bou 
YEAR 


Let our Sales-Engineering 
Department answer your 
? ble ms. Get the facts 
on hou many yards, 
through LIFTRUK 

Palletized or Pre-pack 
aged Loads — have re- 
duced MATERIALS 
HANDLING COSTS as 
high as 75% — while 
getting 200% efficiency 
from existing yard layout! 


WRITE FOR 
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~ Se 
a! a. 


> Fad 
/ 


os mane 


Pioneers of Heavy Duty Materials Handling Equipment 


860 63rd STREET, BROOKLYN 20, N. Y. 
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board. Depending on requirements, 
the board will be made available in 
plain, asphalt-coated and asphalt- 
impregnated types, and in varying 
thickness. The products will be 
marketed through Barrett's build- 
ing materials organization at Chi- 
cago, serving the midwest. 


Steel Kitchen Cabinet 


Manufacturers Meet 

Today’s home owner is receiving 
more value from steel kitchen cab- 
inets than ever before, was the 
consensus of members attending 
the quarterly meeting at Cleve- 
land, Ohio, Sept. 2 of the Steel 
Kitchen Cabinet Manufacturers 
Assn. Increasing manufacturing 
costs have been creating many 
problems but new techniques and 
production methods, coupled with 
improvements in design and serv- 
ice, have held consumer prices as 
low as possible. 

Much attention was given to the 
ways in which members of the as- 
sociation could analyze market po- 
tentialities and establish goals for 
individual company achievement. 
Guest speaker for the day was 
Donald M. Hobart, vice-president 
and director of research, Curtis 
Publishing Co., who discussed the 
Curtis market index. 

The sales promotion and adver- 
tising committee discussed ways to 
circulate the newly prepared bro- 
chure distributed by the associa- 
tion to home owners, architects, 
contractors and others. 

The board of directors elected 
Arthur J. Tuscany, Jr., to the po- 
sition of executive secretary-treas- 
urer. Chicago was selected for the 
next meeting, Dec. 9. 


Colorbestos Developed 
by Johns-Manville 


A new siding, known as Color 
bestes, which for the first time 
combines color and pattern in a 
large size asbestos-cement sheet 
for the exterior siding of houses, 
has been developed by Johns-Man- 
ville. The colors are strong; the 
random-ribbed pattern is bold and 
the size—-32”x96”—-covers a large 
area in a hurry yet is convenient 
for handling. Thickness is approx- 
imately 3/16”. 

Colorbestos is being manufac- 
tured in yellow, red, brown, green 
and three tones of gray, each col- 
or made up of millions of ceramic 
granules of varying dark and light 
tones which blend into a_ single 
color impression and give it an al- 
most indestructible color-fastness. 

The pattern parallels the 96” 
dimension of the board which is 
smooth to the touch. This combin- 
ation of apparent texture with ac- 
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tual smoothness has such advan- 
tages as making joints almost in- 
visible and nail head inconspicu- 
ous; the smoothness results in high 
resistance to soiling and makes 
possible a board of uniform thick- 
ness. 

The size of Colorbestos sheets 
was designed for economy and 
easy handling. Applied vertically, 
the 32” width covers two stud 
spaces, Each sheet has: prepunched 
nail holes arranged down the long 
sides and the center; nails are driv- 
en directly into the studs regard- 
less of type sheathing used. A 
sheet can be applied in about 10 
minutes and provides 21!: square 
feet of predecorated exterior pro- 
tection. 

One man can handle a full-size 
sheet by picking it up at the mid- 
point. The 32” dimension is an easy 
width to grasp without strain. As 
a rule, the sheets are erected with 
butted vertical joints; on the other 
hand, horizontal joints are usually 
lapped. However, a butted horizon- 
tal joint is possible by using a ‘Z”’ 
flashing. Exterior corners are gen- 
erally finished with small wood or 
metal angle moldings. 

For cutting Colorbestos, power 
saws with abrasive wheels may be 
used, or the score and snap meth- 
od; using a carbide tipped blade, 
the board is scored and then brok- 
en off. 

Colorbestos is primarily a wall 
material but it can be used for the 
soffits of overhangs. 


Ruberoid Starts Denver 
Lucky Star Operation 


A button pressed in Denver by 
Herbert Abraham started in oper- 
ation Aug. 31 the new plant of 
Lucky Star Roofing Products Corp. 
Abraham is president of the Rub- 
eroid Co., N.Y.C., for which Lucky 
Star will produce an extensive line 
of asphalt roofing materials. 

As announced by Fred J. Wolf- 
son, president of Lucky Star, the 
Denver plant will manufacture as- 
phalt shingles and_ sidings, roll 
roofings and waterproofing felts 
for both Ruberoid and the Old 
American division of the Ruberoid 
Co. Lucky Star is also providing 
warehouse facilities for the han- 
dling and shipment of asbestos- 
cement siding, shingles and board. 
Previously, dealers and distributors 
in this territory were supplied 
from the Joliet and Kansas City 
plants of the Ruberoid building 
product plants 

tuberoid headouarters for the 
newly established Denver sales dis- 
trict will be housed in an office 
building now under erection at the 
plant location. 
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Saginaw & Manistee Deal 
With Southwest Expected 


Integration of the Saginaw & 
Manistee Lumber Co. with South 
west Lumber Mills, Inc., both at 
Flagstaff, Ariz., was expected to 
be consummated soon. Spokesmen 
for the two companies recently 
said combining the operations was 
dictated by many factors, one of 
the major problems affecting both 
mills being the annual December- 
February shutdown. 

Decision on the proposed change 
would not affect employes or pay- 
rolls in 1953. “The new production 
schedule would serve to stabilize 
employment over the entire 12 


months,” pointed out Freeman 
Schultz, Saginaw vice-president. 

A construction and moderniza- 
tion program is contemplated for 
the Flagstaff operation. A later 
program, dependent on market sur- 
vevs, is better utilization of wood 
that now largely goes to waste. 
Operations have been discussed 
with the forest service to prevent 
any adverse effect on the area’s 
timber preservation. 

The two companies have had co- 
operative logging arrangements for 
years but the forest service recent- 
ly found it necessary to further re- 
duce the annual supply of logs. 
“Shutdowns such as the winter 


lapse have been costly and it has 
(continued on page 120) 
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NOW you can offer your prospects a wide 


range of ply woods ee 


.a choice of AETNA- 


PLY products from mills all over the world 


. a sure-fire way to increase sales. 


With AETNA as your supplier you never 


AETNAPLY PRODUCTS 
ih, 


Plywood 
Hardwood and 
Fir in all sizes 
and grades 


—_—— size). 


Over 50 species of 
Plywoods and Veneers 
Foreign and Domestic 
a 


Cupboard and 
Flush Doors 
Glues and 
Sealers 

Me 


turnover. 


24-hour shipping 


service 


Whether you want 
Utility plywoods 


miss a sale for lack of variety in species, 


grades or sizes (standard, odd sizes, cut to 


Decorative or 


Interior or Exterior 


if it’s plywood you can bet AETNA has it! 


You can sell plywood from all over the 
world and still keep your inventory low. 
AETNA’S 24-hour Shipping Service is 


veared to fill orders fast. . 


. quicken your 


.. EXPAND YOUR SALES. 
W rite for Aetna’s New Price Lists TODAY! 


AETNA PLYWOOD & VENEER CO. 


1732 N. Etston Avenue « 


Chicago 22, Ill. 
ARmitage 6-7100 


Branch Warehouses: Grand Rapids, Indianapolis, Rockford 


Call AETNA for PLUS VALUE in PLYWOOD 
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Be profit-wise—sell Keystone Insect 
Wire Screening and build lasting satisfac- 
tion and goodwill among your custom- 
ers! You'll find it’s easy to sell Keystone 
Wire Screening in today’s big market 
for new and replacement work. Keystone 
quality is carefully controlled by modern 
manufacturing methods. This results in 
outstanding strength, durability and eye- 
appeal ... to boost your sales! Aluminum, 
Wire 
Screening available in all standard widths 


Bronze and Galvanized Insect 


and meets U. S. Department of Com- 


merce Commercial Standard 138-49, 


Waite for FREE calalog today 
KEYSTONE WIRE CLOTH CO. 


Fostoria, Ohio 


Hanover, Pa. 
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been difficult to retain crews,” 
said H. V. Kiley, manager of the 
Southwest Flagstaff division. 


Air-conditioned, $12,950 
Homes Open in Dallas 
Three different models in what 
may become the largest, fully air- 
community in the 
Southwest were opened Aug. 23 in 


| Plymouth Park on the outskirts of 
| Dallas. A 
| with year ‘round Carrier Weather- 


large, well-built home 
maker air conditioning was shown 
for $12,950. All three models have 
three bedrooms, a 13’x29’ living- 
dining area and two baths. Kitch- 
ens are knotty pine-paneled and 
include breakfast nook in a 10’x14’ 
area. 

Homes include carport, ample 
closet space and storage wall on an 
average 65’x120’ lot. The Carrier 
system provides complete cooling 
and dehumidification during the 
warmer months and clean heat dur- 
ing the winter, and filters all air 
entering the house, resulting in a 
wider choice of decorative colors 
for the housewife. 

The homes were designed around 
the Weathermaker home idea in a 
recent $27,800 contest for archi- 
tects sponsored by the Carrier 
Corp., and the best ideas from 861 
designers were incorporated. The 
houses themselves were designed 
for year-conditioning and many 
extra corners and jags demanded 
with cross ventilation were elimi- 
nated. 


Manufacturers Announce 


Wins $500 Prize 


Oliver Nusbaum, right, of Goshen, 
Ind., won the top prize of $500 in 


| merchandise offered in the 50th an- 
| niversary 


contest sponsored by the 
American Floor Surfacing Machine 
Co., Toledo, Ohio, it was announced 
ieft, executive vice- 
president and general manager. 

Mr. Nusbaum’s prize-winning en- 


| try in this contest to find the owner 


of the oldest American floor sanders 
in regular use for the longest time, 
was a 33-year-old American Univer- 
sal sander, 12” drum, purchased June 
28, 1920. 
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Herbert S. Davies, vice-president 
and sales manager of the Wooster 
Brush Co., Wooster, Ohio, has re- 
signed his position in order to relo- 
cate in the southwestern section of 
the country. 

Mr. Davies terminates 24 years’ 
service with the Wooster organiza- 
tion. He began his work with the 
company as a Sales representative in 
the Great Lakes area in 1929. In 
1938, he moved to Wooster to become 
advertising manager and, _ subse- 
quently, sales manager, a director 
and vice-president of the company. 


Russell L. Baker, whose 
kitchen sales date back to 
has been named 
manager of the 
builder sales de- 
partment of Re- 
public Steel 
Kitchens. He 
will work with 
distributors de- 
veloping and im- 
proving their : 
service to build- 7 
ers, said C. E. . 
Howes, general manager of sales 
for the Berger Mfg. division in Can- 
ton of Republic Steel Corp., who 
added that in its expansion of 
specialized departments, one would 
concentrate on builders and con- 
tractors. Howes pointed out that a 
recent Republic survey showed a 
basic need for 1,610,000 new dwell- 
ing units each year for the next 
10 and new construction will ac- 
count for a good portion of future 
steel kitchen sales. Baker has been 
with a major appliance manufac- 
turer, with a steel kitchen cabinet 
manufacturer and others. He will 
work under C. K. Reynolds in Can- 
ton. 


steel 
1938, 


Western Mineral Products Co. 
recently hosted upper midwest lum- 
ber and building material dealers 
at a Radisson hotel luncheon, Min- 
neapolis, to celebrate its 25th an- 
niversary. L. J. Venard, president, 
recalled the company’s start in 
Omaha in 1928 with four employes. 
It has five plants today in four 
cities. Luncheon decorations pre- 
viewed the national fall Zonolite 
campaign. 


W. R. Collins was named man- 
ager of the newly formed Zonolite 
Contractors, Inc., by Andrew T. 
Kearney, president of Zonolite Co., 
the parent firm. Howard P. Tie- 
mann has been transferred to the 
new firm as sales engineer. 


Canada Creosoting 
Trenton, Ont., plant has begun 
production of pentachlorophenol 
pressure-treated utility poles for 
the Bell Telephone Co. of Canada. 
After two days of preliminaries, 
the operation was shown to invited 
guests representing major eastern 
Canada users of utility poles, the 
wood preserving industry and the 
chemical companies manufacturing 
the preservative material. 


Company’s 


2 





M. C. Colliander succeeds H. J. 
Morrison, who retires after 30 
years with the firm, as central Cal- 
ifornia sales representative for the 
Kirsch Company, announced L. D. 
Ford, vice-president in charge of 
sales. Colliander had been in north- 
ern California for Kirsch for eight 
years. R. C. Pauw now takes over 
the latter territory. 


Bommer Spring Hinge Co. is now 
in production at its new plant in 
Landrum, S.C., and has moved the 
main office there, although sales 
offices will be continued in Brook- 
lyn and Chicago. 


Martin V. Coffey, general sales 
manager of the 
Philip Carey 
Mfg.Co., Cincin- 
nati, has been 
appointed to the 
planning com- 
mittee of the 
Asbestos - Ce- 
ment Products 
Assn., stated 
Ernest Mueh- 
leck, president. 
Coffey serves on several other 
civic and industrial groups and is 
in demand as a speaker. The as- 
sociation is composed of building 
materials manufacturers who pro- 
duce asbestos-cement sidings, wall- 
boards and roofings; it is devoted 
to the growth, promotion and gen- 
eral usage of the products. 


Eugene S. Ostheimer, special 
Washington representative of the 
Upson Company, was named west- 
ern division sales manager, Kan- 
sas City. 





a an 


Clarke Contest Winner 


A new 35th Anniversary Model 
EC-8 floor sander was awarded to 
Leon Smith, left, of Capital City 
Services, Annapolis, Md., as _ first 
prize in the national contest spon- 
sored by the Clarke Sanding Ma- 
chine Co., Muskegon, Mich., to find 


(continued on page 122) 
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Auto-Load guessing contest 
sells KIMSUL by the carload: 


\ ~~ 
. 
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HOW MUCH KIMSUL INSULATION 


FREE GUESSING CONTEST! 





IN-THIS CAR? 


Unique promotion idea builds store traffic — 





sends insulation sales zooming! 





Here's an idea that’s paying off for lumber dealers everywhere! 
A contest for your customers—for the whole town—to determine 
how much KIMSUL* insulation you've placed in the car. All you do 


is put your KIMSUL-filled car on display in town and at your store, 


using the free display and entry blank material provided you, Soon 


the whole town will be talking about—and buying —KIMSUL insu- 


lation. You'll build store traflic, too, and create interest in many 
other “do-it-yourself” items. Its just part of the big profit-building 
Fall Promotion Program available to you now from Kimberly-Clark. 


There are dozens of merchandising ideas, display pieces and selling 


suggestions that you can use to build your “do-it-yourself” business. 


Don’t delay 


send now for complete details on the KimsuL Fall 


Promotion Program, Its free —just mail the coupon below! 


Rush details on the 
KIMSUL Auto-Load 
Guessing Contest, as 
well as the KIMSUL 
Fall Promotion Pro- 
gram. Also send in- 
formation on a KIM- 
SUL “Do-It-Yourself” 
Selling Center. Mail 
today to Kimberly- 
Clark, Kimsul Division, 
Neenah, Wisconsin. 





A Product of 
Kimberly- 
Clark 


Store Name 

Individual’s Name 

Address 

City Zone State 


Vy Kimsul jobber is 





MANUFACTURERS 
(hegins on page 116) 


the oldest Clarke floor machine still 
in regular rental service. Smith is 
shown with the 20-year-old winning 
machine. Presenting the new sander 
on behalf of the company is Jay De- 
Boer, right, divisional sales manager 
in the Baltimore branch. 


The Bileo Company has moved to 
a new, larger plant in West Haven 
but retains the former New Hav- 
en, Conn., address. Plant produc- 
tion of Bilco doors and Celladoors 
is expected to be increased by five 
times. 


The Yale & Towne Mfg. Co., in 
exchange for 12,000 shares of its 


stock, has purchased the business 
and assets of the Powdered Metal 
Products Corp. of America, Frank- 
lin Park, Ill., said Gilbert W. Chap- 
man, president of Yale & Towne 
which now has both eastern and 
midwestern plants. 

Roger W. Seng has been named 
merchandise manager of United 
States Gypsum Company’s indus- 
trial roofs division, Chicago, an- 
nounces M. R. Druliner, general 
manager industrial sales. Seng be- 
gan as sales engineer. 

Carl D. Robbins resigned recent- 
ly as president and director of the 
General Plywood Corp. He had 
been president of the Louisville 
concern since 1948. 





THREE 
MODERN 
MILLS: 
Urbana, Ark. 


Calion, Ark. we 
Springhill, La. 


for top quality 


HARDWOOD and 
PINE Lumber 


Our motto is 
mean it. 
but it’s your repeat business we're really after, 


“We sell to Serve Again”, and 


We appreciate your first order, 


Marlite’s publicity program for 
prefinished wall panels has received 
the 1953 award of excellence in the 
National Advertising Agency Net- 
work’s annual creative competition. 
In the photo, Paul Kohler, vice- 


president of Howard Swink Adver- 
tising Agency, is seen presenting 
the award to R. A. Huff, advertis- 
ing manager of Marsh Wall Prod- 
ucts, Inc. 


Harold J. Kolenski was appointed 
sales director of the Barclay Mfg. 
Co., said Julian Jacobs, executive 
vice-president of the plasticoated 
panels firm. 


Central States Forest Experi- 
ment Station expected at least 
3,000 visitors to its fifth regional 
forestry, logging and sawmilling 
demonstration Oct. 1 and 2 at 
Meramec Spring, near Rolla, Mo. 
Ralph K. Day, forest utilization 
specialist, said more than 50 ex- 
hibits were scheduled with $500,- 
000 in equipment. 


Carroll D. Weller has been ap- 
pointed sales representative for 
the door division of the Mengel 
Company, Louisville, in Florida, 
Georgia and the Carolinas, with 
Atlanta headquarters. He has been 
with the hardwood products manu- 
facturer many years and formerly 
handled hardwood plywood and 
veneer sales in the north central 
region. 


Glenn H. Ogden was appointed 
vice-president of Colonial Cedar 
Co. Seattle, and will be in charge 
of its national sales program, said 
E. L. Connor, president. Ogden 
was formerly an official of the 


and that takes quality! Tyee Lumber & Mfg. Co., Seattle. 


tent quality! 
to prove it! 


Consis- 


Give us a chance Robert L. Zale was named prod- 


ucts promotion manager of Na- 
tional Gypsum Co. by J. D. Elgin, 
advertising-sales promotion man- 
ager. 


Wood Conversion Co. announced 
three new appointments. A. J. 
Hoorman, former Chicago district 
manager, becomes assistant build- 
ing products sales manager; H. A. 
Gorman, Chicago assistant man- 
ager, becomes manager, and J. C. 
Fogarty, South Bend salesman, 
becomes Chicago assistant man- 
ager. Appointments were made by 
M. S. Wolf, general sales manager. 


PHOWE L.D. 16 TWX 461 


P.0. nox 86 ORBANA, ARK. 
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... and here's why! 


CORBIN CABINET LOCKS tts: sss tts tos tows 


below have appeared, are appearing, and will 


> appear in POPULAR MECHANICS, POPULAR 
ar () my «SCIENCE and MECHANIX ILLUSTRATED. As 
& i H you can see, these ads are expressly directed 


7 «tO the millions of home craftsmen who are 
. "D 7 if" k t is your best type of c i i 
or t ype of customer. Cash in on this 
e 0 It yourse mat e continuing Corbin campaign! Stock and 
display Corbin Cabinet Locks... and 
Corbin Padlocks ... up front. 


Call your Corbin jobber now! 


Eq 
ce oan | NEED It’s Easy 


a Padlock to Ins A fi 


AU) cn cKS TEA ea? 


look for the 

Corbin Lockshop 
> at your 

hardware store 





CORBIN PADLOCKS ore tops 


nomy 


my 
’ Eas COMBI CABINET LOCKS @ 
sep you valve 
| stal uns, tools ond dange 
to n te & for the CORBIN LOCK SHC 


. rool chests, ot 
beep the bids oway bo 
s » 1 deole 
, = — Cainer voce DIVISIO 


le ls 


*pacenty 


A. Mort ot ond martin Soot 
es drawer to reuaive toe 


at one ho 
a teresa 


wryehare be hove Corbin Cabinet 


ECHANIX 
ey — 


eal ; NOW SCIENCE 


“pesos tertoor” ores ov 
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All about Wholesalers 








WM. CAMERON & CO. celebrated 77 years of operation in Fort Worth with 


opening of a modern plant in its wholesale division Sept. 11. 


Cameron oper- 


ates 82 retail yards, 19 wholesale houses and a mill at Waco in its southwest 


operations 


Cameron Celebrates 77 
Years With Expansion 


September marked 77 years of 
business operation in Fort Worth 
for Wm. Cameron & Co., and the 
progress and expansion of three- 
quarters of a century was cele- 
brated with the formal opening 
Sept. 11 of a modern plant of the 
wholesale division. Food and re- 
freshments were served. 

Paul Moon, a veteran with the 
Cameron company and long-time 
resident of the Texas city, is man- 
ager of the new plant, which con- 
tains more than 60,000 square feet. 
Ceilings are 20’ high to permit 
stacking by tow motors; as many 
as 16 trucks can be loaded at one 
time under protective awning. The 
location, near a new freeway, is 
convenient to all points in the ter- 
ritory served by the wholesale 
plant. 

Wm. Cameron & Co., a dominant 
building material distributor in the 
Southwest, operates 82 retail lum- 
ber yards, 19 wholesale houses and 
the Ideal mill at Waco, Tex., larg- 
est standard millwork factory in 
the South. 


Barney Stewart Sets Up 
Wholesale Staffs 


Barney Stewart Wholesale has 
completed its Oklahoma City and 
Tulsa sales staffs. In the former 
office will be Frank Ashby, Ken 
Carpenter, Pat Murphy, C. F. 
Moody and Mr. Stewart, while Ed 
Smith will supervise sales and ser- 
vicing in Tulsa with the assistance 
of Jid Holt and Lloyd King. 

Bayless Kirtley, Carl Hadlock, 
Sid Love and Bennie Gammell left 
the company Aug. 1 and have no 
further connection with Barney 
Stewart Wholesale. 

For the Oklahoma Lumbermen’s 
Assn. convention Oct. 20-21, which 
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will be a merchandising clinic, 
Stewart plans to present new ideas 
for the promotion of redwood, ply- 
wood and accessories, including a 
new line of Sunset books on out- 
door living ideas. The former retail 
firm is an active associate member 
of the OLA, subscribing member of 
the Lumbermen’s Assn. of Texas 
and, since opening of the Tulsa 
branch, active associate member of 
the Tulsa Lumbermen’s Assn. 


Cushman Made Manager 


Fred F. Cushman has 
named manager of Wholesale 
Building Materials Corp., Utica, 
N.Y., by Joseph Farranto, presi- 
dent, Syracuse. Cushman is known 
in the building supplies field from 
association with the Barrett divi- 
sion as sales engineer in upstate 
New York for several years. 


been 


WHOLESALERS ANNOUNCE 


James T. McGrath has been ap- 
pointed Chicago branch manager of 
Aetna Plywood 
& Veneer Co, 

The newly cre- 
ated position 
was originated 
as a further 
step in stream- 
lining opera- 


tions to provide ¥/ 
even better cus- = : 
tomer service, Sav 
said Don L. Da- _ 
vis, Jr., vice-president. McGrath 
has been with the Chicago whole- 
sale plywood firm for 12 years, 
starting as stock record clerk and 
becoming a sales representative. 
Prior to his new appointment, he 
was also handling contact work 
with Aetna suppliers in addition to 
sales. 


W. W. Woodbridge, secretary-man- 
ager of the Red Cedar Shingle Bu- 
reau, who suffered a stroke late in 
July, was back at his desk by mid- 
August and claims to be fully recov- 


ered. “Bill” has the use of his voice 
again but will be walking with a cane 
for some time. He has many friends 
all over the U.S. 


Raymond Rambo Materials Co., of 
Corpus Christi, has been named dis- 
tributor for Matico products in that 
area, it is announced by Carl Resni- 
koff, vice-president in charge of sales 
for Mastic Tile Corp. of America, 
Newburgh, N.Y. 


Zork Hardware Co., El Paso, has 
been appointed distributor for Tracy 
Kitchen Products, according to B. T. 
Roe, vice-president for Tracy Sales, 
Edgewater Steel Co., Pittsburgh. 
The Zork company is one of the old- 
est and largest in the southwest and 
will handle the full line of stainless 
steel and porcelain sink and all-steel 
base and wall cabinets. The appoint- 
ment covers the El Paso trading area 
of Texas and will be directed by Har- 
ry Barton for Zork, it was said by 
Luis Zork, president, and Ben Martch, 
merchandising manager. 


OBITUARIES 


CLAUDIUS M. HOPKINS, 72, 
died Aug. 10 at his home in Minne- 
apolis. He was a salesman for the 
Union Lumber Co. and well known to 
many dealers in the industry through 
business connections and Hoo-Hoo. 
“Hop,” as he was known, leaves his 
wife, a daughter, and a son at Ft. 
Riley, Kan. 


DONALD M. CROOKS, recent 
president of the Building Material 
Exhibitors Assn., died recently after 
a long illness. He had spent his life 
in the building material field as arch- 
itect, teacher and businessman. He 
was a charter member of the BMEA 
and served in the presidency of it 
last year. He ieaves his wife, Helen, 
of the home in Chicago. 


ALVIN G. FRERKING, 64, retired 
vice-president and northern division 
sales manager of the W. S. Dickey 
Clay Mfg. Co., died at his Kansas City 
home after long illness. He joined 
Dickey in 1907 as an office boy and 
advanced through the sales depart- 
ment until his election as an execu- 
tive in 1942. He had retired in Janu- 
ary last year. 

GEORGE DUFFY, retired owner 
of the Duffy Lumber Co., Spokane, 
Wash., died Aug. 19 after declining 
health for several years. He oper- 
ated the lumber firm for many years 
and was prominent in Hoo-Hoo, be- 
ing a member of the Supreme Nine. 
He was a Spanish-American War 
veteran and had lived in Spokane 48 
years. 


C. HUGH EPPERSON, 51, died of 
a heart attack Aug. 30 in St. Louis. 
He was central division manager of 
the Rubberset Co. of Newark, since 
1948 and with the company sinae 
1938 when he joined the western 
sales force at Sun Francisco. He 
was a resident of Chicago until the 
central division was moved last year. 


TINANUS J. WILSON, 83, active 
many years in wholesale lumber at 
North Tonawanda, N. Y., died Sept. 
4. He was president of Wilson Box & 
Lumber Co., about 30 years before it 
was dissolved in 1927. 
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GALVANIZED METAL 


There’s a Kees building corner made espe- 


Corner cially for the job, whether the construction 
for 

hardboard 
construction 


is of wood or of hardboard siding 


Made of 28 gauge zinc coated steel, Kees 
corners make possible that “mitred look” 
without the slow, expensive work of cutting 
and fitting the ends of the siding. Metal 


corner is unnoticed after building is painted. 


Twe corners Lower flanges overlap and make tight 
at joints. Joints can't pull apart, and moisture 
typical wood i ; 

construction can't rot the corner because it is completely 


covered 


Sizes and patterns available for all widths 
and thicknesses of lap siding and various 
patterns of drop siding, in addition to sizes 
made especially for hardboard 


ORDER FROM YOUR JOBBER 
Write Dept. AL-8 for Free Catalog 


Easiest Opening Action 
eens MES. Co. ever developed / 


Just turn the handle—the door immediately 
starts outward and upward. There’s no 
lifting—“Powermatic” adjustable springs do all 
the work. That’s how easy an overhead door 
operates when equipped with FRANTZ No. 80 





If you desire 
quick service on ee tee 
quality flooring, f hardware. And closing is just as simple! 
specify — Se i Self-latch bolts, steel weather strips, steel 
4 ball bearings—these are only a few of the 
4 . many FRANTZ No. 80 features. Only 2” 
\ ; headroom required. Here’s a set that’s ideal 
Py DGETT- ~ for doors weighing 100 to 150 Ibs., to fit 
~ openings 8’ wide x 7’ high. Other sizes also 
$ i o” y available. If you want the fastest installing 
MITH OA K FL 0 RING door, with the easiest opening and closing 
action ever developed, FRANTZ No. 80 
‘ Hardware Set is the answer! 


We have our own trailers for direct delivery The Original ‘‘Design Your Own” 
within 500-600 mile radius. Or can ship 


iceathy t k 1 ‘ @ hardware. Use Frantz No. 80 for any 
immediately by truck or rail to more dis ean door design, such as shown here, for easy 
tant points. Quality end-matched oak floor- : — 
: ‘ trouble-free operation. It costs so little and 
ing that’s well manufactured and graded, BeBe 

adds so much to the appearance and resale 
properly seasoned and loaded. ASB RS , hype 

value of a home. 














Representatives in most states. Let us put 
the representative in your area in touch 
with you today. 


obinias y dj 3 é 

<< REIN py. 

0 ¢ nginected 

IN Nea im akele) linicmeey ea GARAGE DOORS AND HARDWARE 
Manufacturers Ptardware / 


fore: a anh ste FRANTZ MANUFACTURING COMPANY, STERLING, ILLINOIS 
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Strike Plote 


SECURITY! 
YALE* 042 NIGHTLATCH 


With the easy instructions 
in each kit, you can install 
the 042 in just three steps. 
STEP 1: Bore a hole thru 
door, insert cylinder from 
outside. 

STEP 2: Screw latchbolt 
housing to opposite side of 
door. 

STEP 3: Countersink and 
attach strikeplate to sash. 
Your Yale nightlatch is now 
ready to operate .. . ideal 
security for all doors of 
your home or store 

*Reg. U.S. Patent Office 


YALE & TOWNE MFG. CO. 








et aSssOCiATigg 
\ 


itha 


Independent 


“HOME OWNED 


Yale* 042 Nightlatch 


advertised in 
America’s #1 Magazine 


irha and LIFE Magazine combine on 
October Sth...the day the smashing 
8-page ad will appear! The Theme: “Do- 
it-Yourself”...the modern way to save 
money and still have a more beautiful, 
more efficient home. 


Millions upon millions of LIFE read- 
ers will be told to visit you...their local 
hardware dealer. They'll buy the prod- 
ucts you sell... get their “How-To” Book. 


But, YALE does even more for you! 
For the first time in hardware history, 
YALE introduces a new type Self Display 
Box for the 042 Nightlatch...the same 
nightlatch your customers will see ad- 
vertised in LIFE. It’s a self-displaying 
carton that'll push these popular items 
over your counter as fast as you can get 
them in stock, 


Remember, irha Hardware Week starts 
this year on October 5th...be set for it. 


Get ready for Nightlatch 
sales with this brand 


new SELF-DISPLAY BOX 


Now, another sales-getter from YALE... 
a sure-fire SELF-DISPLAY Box in eye-catch- 
ing color. And, the three 042 Night- 
latches are easy to see and easier to sell 
because they’re enclosed in acetate. If this 
isn’t your fastest moving lock, it’s sure 
going to be now! So, order today... wire 
or call your distributor to make sure you 
have plenty on hand. 
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Yale Lock & Hardware Division 





YALE FOR CHRISTMAS 


Another Yale first— 
padlock packages for 
hardware sales 


Put these two items at the very top of 
your Christmas List and underscore them 
in red...they are the ever-popular Yale 
Nugget and Yale Ziplock. 

Everybody wants a Ziplock and every- 
one can use a Yale Nugget. That makes 
them ideal gifts and that’s why we've 
packaged them in handsome gay cartons 
decorated with the colors of the season. 
Ziplocks come individually boxed and 
also 6 in a carton, each in an individual 
transparent envelope. Nuggets come in 
two kinds of cartons to clinch more sales 
—one with two locks opened by the same 
key; the other, one lock. Both Nugget 
Cartons are the new “store window” 
type and come complete with the sales 
story on the back of each. 


Order early...avoid the rush 
ge p fifea- 
| A Gee an 
YALE 4 


ADJUSTABLE PADLOCK 
Pin : 


ButLtp1Inc Propucts MERCHANDISER 


294 GREETINGS 


nda 
[ue).  ~ 
NUGGET 


Be sure to order your new stand-up display cartons 


Gift business is big business...and Christmas time is your biggest opportunity 
to cash in on it. That's why YALE designed these colorful new STAND-UP 
DISPLAY Cartons...to help you sell even more Ziplocks and #711 Nuggets. 
They make folks reach out and take the locks for themselves... for their 
friends and members of their families. 

Get yours now...let your counter be a YALE salesman that'll keep your cash 
register ringing the kind of profits you want. Don’t wait until it’s too late! 
Get in touch with your distributor as soon as you can! Today! 


*Reg. in U. S. Pat. Off. YA LE & TOW N E 
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THE LUMBER MARKET 


British Columbia 
Mills Face Crisis 


The British Columbia lumber in- 
dustry is facing an economic crisis 
so severe that sawmills can buy 
timber cheaper than it cost the 
logging companies to cut it. 

The situation has been 
primarily on the West Coast’s 
fire-free summer, which tripled 
production, coupled with high taxes 
and glutted markets. 

“It is a simple, economic fact,” 
said D. M. MacKenzie, president of 
the Truck Loggers’ Association, 
“that tariff restrictions and cur- 
rency exchange difficulties have 
caused a surplus of logs and lum- 
ber. The result is a sharp decline 
in prices.” 

“Larger operators, with both 
lumber camps and sawmills, are 
closing down some of their camps,” 
he said. “They find it cheaper to 
buy logs already in the water than 
to cut their own. Some of the 
smaller firms need money badly and 
are selling their cut on the ‘dis- 
tress’ market.” 

There are an estimated 12,000 
lumher operations in the province, 
many of them small interior camps 
employing only two or three men. 

“Anyone in hemlock or cedar 
just can’t exist unless they have 
some fir to carry them,’’ MacKenzie 
said. “The hemlock and cedar 
market is glutted.” 

Hemlock is selling on Vancouver 
market at $27.50 per thousand feet. 
Operators said it costs them $37 
to produce the lumber. 


blamed 


Weak Market Causes 


Shutdowns at Tacoma 

A weak lumber market is con- 
tinuing to cause shutdowns and 
curtailments in the industry in and 
about the Tacoma area. Douglas 
fir plywood operators are endeav- 
oring to meet the situation in some 
instances by price cuts ranging as 
high as 11%. There has been a 
drop from $90 a thousand square 
feet to $80 on the usually quoted 
AD grade 1,” good side. According 
ing to some spokesmen, the present 
peeler log price is so high that $80 
is virtually a cost price for some 
mills, particularly small ones which 
have no timber and must buy on 
the open market. 

At South Bend Wash., the Ray- 
mond Lumber Company mill was 
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shut down Sept. 29 for an indefin- 
ite period. Company spokesmen 
attribute the closure to adverse 
market conditions for hemlock 
lumber, in which the place spe- 
cializes. They said the recent lum- 
ber price decline has made opera- 
tion of the mill, which has 110 em- 
ployes, economically impossible. 
This is the second mill on Willapa 
Harbor to shut down this summer. 
The Twin Harbors Lumber Com- 
pany closed one of its two mills in 
Raymond July 30. 


Market Soft 
In Seattle Area 

There is little change in price or 
demand of most forest products in 
the Seattle area. The market 
structure is weak. No. 3 random 
green fir tends to weaken. Green 
hemlock is weak and 2x4 random 
sells at about $53 to the trade. 
There is no tendency to advance 
in fir and hemlock items. 

Shingles are probably the firm- 
est product. Number 2 have sold 
readily to staining companies and 
other grades have been steady in 
price for the past month, particu- 
larly for quick shipment. Cedar 
lumber is sold at prices which vary 
considerably, depending on the 
item and car. One-half by 6 beveled 
siding is spotty. Some see cedar 
siding as the strongest market. 

Pines are steady. The drop in 
No. 3 and 4 commons seems to 
have leveled off. Engelmann spruce 
is about the same with mills anx- 
ious to sell, 

Log prices are the same _ but 
soft. Some loggers are cutting 
only against orders and insisting 
on pay before the logs hit the wa- 
ter. There is strong pressure for 
lower log prices. There has been a 
better export market than last 
year. From October to May Oregon 
and Washington exported more 
than 5,000,000 feet. 


Market Disturbed 
At Kansas City 


The lumber business slowed to a 
walk in the Southwest in the post 
Labor Day week and mills were 
vitally concerned with the recent 
cuts that took place on the West 
Coast. 

Prices for most grades of lum- 
ber in this district ruled steady at 
recent levels. Production was run- 


ning ahead of sales and shipments 
and mills showed some accumula- 
tion of inventories, although not 
of any great amount. 

Mill heads were fearful that the 
price reductions in other parts of 
the country could easily have an 
adverse effect on future business 
in he South, as yards were reluc- 
tant to stock their bins until the 
price on competitive lumber is as- 
certained 

The weather has been ideal for 
logging and cutting and there has 
been no slowdown in production. 


Shipments Nationally 


8.8% Below Production 


Lumber shipments of 518 mills 
reporting to the National Lumber 
Trade Barometer were 8.8% be- 
low production for the week end- 
ing September 12, 1953. In the 
same week new orders of these 
mills were 8.4° below production. 
Unfilled orders of the reporting 
mills amounted to 33° of stocks. 
For the reporting softwood mills 
unfilled orders were equivalent to 
20 days’ production at the current 
rate, and gross stocks were equi- 
valent to 59 days’ production. 

For the year-to-date shipments 
of reporting identical mills were 
2.6% above production; new orders 
were 2.2, above production. 


Southern Pine 

For the week ending September 
12, 1953, 125 mills reporting, pro- 
duction was 17,143,000 feet. Or- 
ders were 15,479,000 feet, 9.71% 
below production. Shipments were 
15,567,000 feet, 9.19° below pro- 
duction. 

In the same week a year ago pro- 
duction was 20,477,000 feet, orders 
were 19,602,000 feet and shipments 
were 20,037,000 feet. 


Western Pine 

For the week ending September 
12, 1953, 111 mills reporting, pro- 
duction was 69,340,000 feet. Orders 
were 63,455,000 feet, 8.59 below 
production. Shipments were 65,- 
104,000 feet, 6.19% below produc- 
tion. Orders were 2.5% below ship- 
ments. 

In the same week a year ago pro- 
duction was 78,965,000 feet, ship- 
ments were 83,935,000 feet and 
orders were 78,254,000 feet. 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 


mately ten days before receipt of the magazine. 
market price changes since the last issue— 


DOUGLAS FIR 


Vertical Grain Flooring 
B&éBtr. 


1x4 1656.00 


155.00 
Flat Gratu Flooring 
x4 13 130.00 85.00 
1x6 130.00 105.00 
Drop Siding 
1x6 (Pat. 
1x6 (Pat. 


Celling 
x4 


#106) 
#116) 


155.00 
155.00 


150.00 
150.00 


95.00 
90.00 


123.00 0.00 
120.00 0.00 
and 2” (Green) 

1x é 0 1 
63.00 63.00 0 
55.00 55.00 0 
50.00 49.00 5.00 


- 126.00 
115-1235 
Uonrds and Sh plap 

1x6 


16 

62.00 64.00 
63.00 62.00 
62.00 59.00 
61.00 63.00 61,00 
61.00 59.00 59.00 
2 Dimension 
4 57.00 57.00 

56.00 58.00 
58.00 57.00 
56.00 58.00 
56.00 54,00 
> 8 Dimenaton 

4 


18 20 
63.00 63.60 
63.00 62.00 
61.00 61.00 
61,00 61.00 
61.00 61.00 


62. 00 
61.00 
63.00 


2x 6 
2x 8 
2x 10 
2x 12 
No. 
2 59.00 
57.00 
54.00 
50.00 
54.00 


R/T. Only 


59.00 
5S.00 
56.00 
546.00 
56.00 


59.00 
57.00 
Teh) 
5.00 
56.00 


2x 6 
2x 8&8 
2x10 
2x12 


13.00 
38.00 
36.00 


(Add ‘$8- $10 for dry lumber) 





RED CEDAR SHINGLES 
Roynis 
No I 24” 4/2 
No. 2 24” 
No. 3 


24” 
Verfections 
No. 1 


13.75-14.00 
4/2 6.50 
42 4.00 


18” 5/2% 

No. 2 18” 5/2% 
No. 3 18 5/2% 
XXXXX 
eo. 1 
ae 
No. 3 


5/2 
5/2 
6/2 





WESTERN RED CEDAR 


Urices for red cedar siding tn mixed 
cnra, new bundling, 0 to 16’ are: 
Beveled Siding, 2 Inch 

Clear ve ~— 

. TRS 70.00 45.00 
80.00 75,00 55.00 
100.00 95.00 75-80 
120.00 85.00 

Siding. % Inch 

160.00 155.00 18 
..185.00 180.00 
-190.00 185.00 
and DBtr. $2 or 48, 
1’ or Rough 


“x4 
4x5 


inch 
inch 
“%x6 inch 
¥%x8 inch 
Clear Bungalow 
8 inch 
10 inch 
12 inch 
Vintsh B 
’ to 


0.00 
160.00 


150.00 


240.00 

256.00 

265.00 

Celling or Flooring. B and Bir, 0-16 

B&Btr. © 

100.00 
115.00 

mouldings 620’ -20’ 


D 
90.00 
95.00 

odd 


Dise ount on 
lengths, 
Serten 8.000 

Listing under 4.00— 

cent. 

Listing 

per 


list plus 35 per 


4.00 and 
cent. 


Clear Lattice, 5/16" x 1-3/4"—3' to 1% 
1600 lin. ft. 50 


over—list plus 36 
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WESTERN PINES 


Ponderosa Pine 


Selects 
28 or 458 
C& Btr RL 
Shop. S2s 
o/4 
6/4 
Commons, 82 


4/4 RW 
. . 250.00 


Ix § RL 

1x12 RL 120.00 

idaho White Pine 
Selects S2 or 48 

1x4 

RL 265.00 


225.00 22% 


1 20.00 


C & Btr 
D RL 
Commons, 82 
1x b 

1x12 
Suger Pine 
Selects 


or 48 


“184.00 


/A RW 5, 
- 260 00 


Shop. 
/4 


282 


157.00 


5/4 RW 


255.00 


1x6 
265.00 
»0U 


No, 


1 


No. 1 


70.00 
70.00 


1x8 
265.00 
225.00 

No, 2 
143.00 
149.00 


Bold face listings denote 


and 
6/4 RW 8/4 RW 


265,00 
No, 2 
110.00 
110,00 


No. 4 
58.00 
58.00 


1x10 
270.00 
240.00 
No. 3 
110.00 
110.00 


{RW 6/4 RW 


00 


25.00 


280.00 
275, 0¢ 
240.00 
No. 3 
80.00 
80.00 





OAK FLOORING 


Clea 
White 
Red 


Sel. Pinin 
White 
Red 

#1 Com, 
Pin. White 
& Red 160.00 

#2 Com. 

Pin. White 
& Red 11060 
#1 Com, 
& Btr 
Shorts, 
114” ..110.00 
F.O.B, 


187.00 igt 5.00 


170.00 145.00 
175.00 15 


0.06 


80 00 
Memphis 


! 


Pla 32h i x1 Wee 


it i 08 


7.00 
00 


97.00 


nills 


SOUTHERN PINE 


Vertical Grain Flooring 


B& Btr. 


Flat Grain 
1x4 
1x6 

Drop 
1x6 
1x6 


Flooring 


Siding 
(Pat. #106) 150.00 
(Pat. #116) 150.00 
Bonrds & Shipinp 

1x6 1x8 
No. 1 ....95.00 100.00 
Mm BS sees Tee 72.00 
No. 3 ....35.00 60, 
1 Dimensioe 


14 


No. 


85 ) “00 
$1.00 
84.00 

2<10 94.60 94.00 

2x12 100.00 100.00 
No. 2 , Dimension 

9 2.00 83.00 885 
78.00 
78.00 
82.00 83.00 
82.00 82.00 2&2 


No. 3 Dimension R/L 
2x 4 51.00 ; 


2x 4 
a. ¢ 8? 00 
2x §$ 84.00 


100 


79 00 
79.00 &0 


ox 6 
°x 8 
2x10 


00 


00 


80.00 


00 


83.00 


00 


Cc 
150.00 


130.00 
160.00 


140.00 
140.00 


1x10 
110.00 
72.00 


60.00 


98.00 
92.00 
92.00 
92.00 
111.00 


95.00 
89.00 
89.00 
89.00 
89.00 


Only 


D 
130.00 


90.00 
120.00 


110,00 
110.00 


12 


116.00 


95.00 
91.00 
91.00 
91,00 
91.00 


REDWOOD 


%x 4 V.G. Clear All Heart 
6 V.G. Clear All Heart 
x 8 V.G. Clear All Heart 
“x 6 V.G. Clear All Heart 
“x 8 V.G. Clear All Heart 
4x10 . Clear All Heart... 
“x 6 . Clear All Heart... 
“x . Clear All Heart 
“xi! . Clear All Heart....... 
“4x12 . Clear All Heart 


_Note: A grade V.G. Redwood Siding 
$5.00 less for 4%, % and % in above sizes 
Anene Siding 
Clear All Heart 
Clear All Heart.. 
Deduct $15.00 for 


1x10 V.G. 
1x12 V.G 


Note: 


ties 850.00 
A Grade. 


Finish 


848 
S48 
S48 
848 
S48 


Grade 1x4 


ix 4 Clear 
1x 6 Clear 
1x 8 Clear 
1x10 Clear 
1x12 Clear 


Heart 
Heart 
Heart 
Heart 
Heart 


1x8 deduct $10, 


No A 
1x6, i210 and 1x12 deduct $15. 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr, Cc 


Ixi 150.00 140.00 


) 
100.00 
Flat Grain Flooring 

1x4 130.60 
1x6 155.00 


} 


125.00 
150.00 


76.00 
100,00 
Drop 

1x6 
1x6 


Siding 
(Pat 
(Pat 


#106) 
#116) 


150.00 
150.00 


145.00 
145.00 


90.00 
90.00 
Ceiling 

«x4 105.00 


. 100.00 
110 


70.00 
120 105-115 


Ix4 90.00 


Boards and Shiplap and 
2” (Dry) 
1x6 
74.00 
67.00 
hO.00 


1x8 
76.00 
69.00 
52.00 


1x10 
75.00 
67.00 
52.00 


1x12 
78.00 
72.00 
61,00 


Dimension 


12° 14’ 16’ 18° 20° 
65.00 65.00 68.00 68.00 68.00 
65.00 66.00 65.00 68.00 68.00 
67.00 67.00 65.00 65.00 65.00 
65.00 67.00 65.00 65.00 70.00 


65.00 65.00 65.00 66.00 71.00 


No. 2 Dimension 
2x 4 61.00 61.00 
2x 6 61.00 62.00 
2x 8 62.00 62.00 
2x10 61.00 63.00 
61.00 61.00 


2x12 
No. 3 Dimension R/tL, Only 


64.00 
61.00 
61.00 
61.09 
61.00 


64.00 64.00 
64.00 44.00 
61.00 66.00 
61.00 66.00 
61.00 66.00 


x 4 H.00 
2x 6 a.00 
o% §& 47.00 
ex 10 17.00 
x12 17.00 





ENGELMANN SPRUCE 


Boards and Shipliap 

tdry) 1X0 

No .110.00 
No 75.00 


No, 1 Dimenston 
1° 


1x8 
108.00 
75.00 


2&Btr 
3&Btr 


he 
7 50 17.40 
Z 7.40 
50 7 5 R7.AO 
50 67.5 57.40 
50 


Dimension 

60.900 60.00 60.00 60.00 60.50 

60.50 60.410 60.00 64.50 64.50 

5950 69.50 59.00 64.50 64.40 

62 50 62.50 60.00 64.50 64 44 

59.50 59.50 60.00 64.50 64.5 

(Boards graded No. 1, 2, 3, at das 

price: no price for straight ‘No. 2. Mills 

do not grade out No. 3 dimension sep- 
arately as in fir.) 
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Loungsoun hitehons 
—— 


announces 


NEW Diana ensemble sink, 24- 
inch model. Allows the addition of 
more features for any given space. 
Excellent for every size kitchen, large 
or small. Graceful lines flow unbroken 
through adjoining base cabinets in 
stainless steel back-splash and trim. 





An entirely 


Now you can literally build a sink with features most 


Think what it means! Custom-planned kitchens at 
mass-production prices. Planning flexibility never 
before possible. Streamlined beauty beyond all expec- 
tations! 


kitchens so beautiful, so practical, so work-saving and 
timesaving. And never before have so many desirable 
features been offered—so many, many lovely all-new 
units been provided for added appeal. 

Youngstown Kitchens add thrilling, new sales appeal 
to homes you build . . . new custom-planned beauty 
... the economy of prefabricated steel kitchen units. 


These new Diana-style Youngstown Kitchens offer 
true custom planning at mass-production prices. 


Get the entire story. Contact your distributor today. 
Or write Builder Sales Department, Mullins Manu- 
facturing Corporation, Warren, Ohio. 


TY oungHou nfilchens 


MULLINS MANUFACTURING CORPORATION e WARREN, OHIO 
Youngstown Kitchens are sold throughout the World 


Never before did you have such kitchen-planning 
flexibility. Never before could you offer home buyers 


Gorgeous new 
Diana-style 
units packed 


ot 1 | — 
with customer eS: a; 


’ 
Cy 
Quarter-Round Wall Cabinet Tray Cabinets in two models ‘ 
Diana-style cutlery base cabinet combines beauty and utility in one with two sections, the other Mixer-Grinder Cabinet. Tough maple 


offers three drawers (one extra a nandsomely contoured cabinet divided by a shelf into four sec- shelf lifts easily and locks in front 


deep) for cutlery and cooking that's a real beauty at the end tions. Width: 9 inches. Install of cabinet at right height for electric 
utensils, plus big shelved storage of a row of wall cabinets. Width alongside any base cabinet mixer. Food grinder easily attached. 
compartment. Width: 24 inches and depth both 13 inches under top of proper total width Width. 18", door hinges right or left. 
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NEW Diana ensemble sink, 36-inch 
twin-bowl model. The first twin-bowl 
36” cabinet sink. Double-terraced rims 
keep water from splashing over. One- 
piece, acid-resisting porcelain-enameled 
steel top, as on all Diana ensemble 
sinks and Diana-style cabinet sinks. 


NEW Diana ensemble sink, 42-inch 
twin-bowl model. Handsome years- 
ahead styling of Diana ensemble sinks 
gives new “built-in” beauty to Diana- 
style Youngstown Kitchens. Large 
undersink storage space. Stainless steel 
back-splash matches base cabinet. 


NEW Diana ensemble sink, 42-inch 
single bowl. Combines every desirable 
feature of a flat-rim sink with the ad- 
vantages of porcelain-enameled drain- 
board. Curved, recessed knee space is 
beautifully trimmed with stainless steel. 
Easy-V handles, chrome-finished. 


wanted by home buyers ...in every home you sell! 





You no longer CHOOSE a sink . . . you PLAN it! 


Your choice in sink features is no 
longer limited by models—because 
Youngstown Kitchens Diana ensemble 
sinks permit you to select from 16 
major storage, convenience and beauty 
features to build into your sink en- wide range of choices. Here are just 
semble. Now you plan a sink from a a few out of hundreds . . . even thou- 
countless variety of possibilities in- sands . . . of possible combinations! 


stead of choosing from a limited num- 
ber of models. 


Even the smallest, most compact 
kitchen can now be planned from a 








| Youngslow n frilehens 
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YOUR PROFIT-MAKING FORUM 


Valuable tip . . . 


Are you having a tough time finding well-qualified 
personnel? Or hanging onto them? According to the 
dean of the New York University School of Retail- 
ing, Dr. Charles M. Edwards, Jr., these are the reas- 
ons why most retailers are failing to attract and hold 
superior employes today: 

First, retailers are at a marked disadvantage in 
competing for top-flight personnel because they are 
too vague and indefinite about what they want. This 
is true both as to the kind of people they want to 
employ, and the work they expect from them! 

Vocational experts stress the fact that most re- 
tailers are equally vague and indefinite about what 
they expect to give employes. Result: the best sales 
and executive talent is turning to other fields. 

One of the greatest secrets of getting what you 
want is knowing specifically what you want! Don’t 
wait until you have to make personnel replacements 
and are forced to accept anyone who comes in. Start 
now making up vour own mind specifically what kinds 
of people you want in your company—exactly what 
you expect from them in a given job—-and what top- 
notck employes can expect from you in return. 


.. avoid these “boners” 


The dean also points out that certain out-moded 
ideas and actions are handicapping many retailers in 
their search for finer personnel. For example, most 
retailers have always considered themselves mainly 
as merchandising men or purchasing agents for their 
customers. Consequently their major concern has 
been with buying instead of selling . . . with mer- 
chandise instead of men. 

Yet it takes better men to move more merchandise 

and better men to make greater profits, especially 
in these days of high taxation and stiffer competition! 
More than ever before, personnel should become a 
primary concern of retailers instead of a secondary 
one. 

Most retailers are also “traders’’ both by nature 
and training. It may be smart business to bargain 
over the cost of products, but it’s not smart business 
to “out-trade” good personnel in exchange for their 
talents. If you want to attract and hold superior 
people, pay them what their work and responsibilities 
are worth. 

Another bad “boner” is to handle personnel prob- 
lems in the same way you handle merchandising 
problems, When it comes to hiring, far too many re- 
tailers are chiefly concerned with filling today’s needs 
and getting immediate results—do not give enough 
thought to their own requirements or to job appli- 
cants from a long-range point-of-view. 

Remember, you want to move good merchandise as 
fast 1s you can. But the exact opposite is true of good 
men! The best way to win and hold capable people 
is to give more thought to placing them in exactly 
the right jobs for them, as individuals. 

The company with a reputation for intelligent 
placements attracts much higher quality talent than 


By Norm Advertising, In« 
New York, N. ¥ 
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the store which hires indiscriminately and merely 
“uses” people. 


.. . helpful number 


Maybe you're spending thousands of dollars on sales 
training, advertising and publicity to attract more 
customers. And maybe your salesmen are spending 
months persuading certain prospects to act. But what 
happens when these prospects telephone your yard? 

At least once a year, remind your entire staff of the 
importance of the telephone as a sales-maker or sales- 
breaker! Why not get out a special bulletin now, 
written along these lines. First, point out that people 
who telephone in response to your ads or displays are 
among your lowest-cost leads—are of greater profit 
to your company provided they are handled with 
courtesy and intelligence. Particularly the first time 
they telephone in. 

Second, remind all personnel that when any cus- 
tomer takes the time and trouble to look up your 
number and call your store, he does it for only two 
reasons—because he definitely wants help or he wants 
some specific information. Therefore, help and in- 
formation should be given to him generously and free- 
ly. As one customer service expert puts it, refusing 
to give information quickly and accurately over the 
phone, such as the exact price or price range, is al- 
most like refusing to do business, 


. . action, please 


Third, underscore the fact that if exact facts or 
figures cannot be provided immediately over the 
phone, the best substitute answer is one that suggests 
prompt, definite action to the customer. Either, “I 
will check with Mr. Saunders and call you back in 
20 minutes.”’ Or, “I'll have the exact figures in the 
mail for you tonight.” 

Fourth, point out that customers trust the word 
of your salesmen and other executives just as much 
over the telephone as they do in a typewritten letter. 
Therefore, casual promises about delivery dates, plans 
and materials should be avoided at all times. Every 
day in business, many good customers and profitable 
sales are lost because well-meaning personnel promise 
first, without bothering to check. 


.. extra profits ahead 


Chances are you'll make much heavier profits from 
your Christmas gift items if you start planning your 
holiday promotions now. The big thing to remember 
is that most people are wide open to suggestions be- 
cause they are much more governed by price range 
than by any particular kind of merchandise. Actually 
the starting point for most of them is nothing more 
than a list of personal names followed by big ques- 
tion marks and rather desperate mental notes such as, 
“What can we get Aunt Emma that’s under $10?” 

For this reason, every Christmas shopping ad you 
run should act as a real buying guide to your readers. 
Instead of running copy that merely “oh’s-and-ah’s” 
about your gift shop and invites people to stop in, 
help them to choose their presents through your ads 
by offering as many concrete suggestions as possible. 
And above all, make it as easy as possible for Christ- 
mas shoppers to buy their gifts from your yard by 
being equally specific about prices right in your ads. 
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Genuine 


NORTHERN WHITE PINE 


(Pinus Strobus) 
Spruce, Norway Pine, Jack Pine 


Entering Our Thirtieth Manufacturing Year 
Continuous Supply Still Available 





A” po 


@ Common Boards WwW 0 0 v LI F E 
—. WOOD PRESERVATION 


WOODLIFE...the original water repellent preservative... 
e Factory & Flask Lumber is making profits and friends for lumber dealers every- 
° ° where. Because WOODLIFE protects against swelling, 

=e Knotty Pine Paneling shrinking, warping and checking of wood, and guards 
against decay and termites, it pays big dividends in 
customer satisfaction. Paint lasts longer when applied 

KILN DRYING FACILITIES over WOODLIFE - treated wood. Make WOODLIFE 


your choice of a wood preservative. 


RAINY LAKE LUMBER CO. LTD.||| Ga pa aQFE ‘entices renter 


a WOODILIFE treating tank. See your 
Sales Office: 


Straight or Mixed Cars La 


\ eaget nearest jobber or write us for complete 
1026 Chicago Title & Trust Bidg. aaa information. 
CHICAGO 2, ILL. 


Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. Protection Products Mfq. Co. 


KALAMAZOO T-7, MICHIGAN 


YOU BE THE JUDGE | We're building sales for you! 

















- install 


MULTIPLEX Here’s how... 


SWINGING PANELS < 


and watch Lockwood’ 
YOUR SALES GROW a 
“4 CR Lockset la 
—— 7 | Sweet's 
L ight 
Constr uction 


File 
— fo 


25,000 BUILDERS | 
receive this file of val f 
uable information on 4 


building materials. Site 
é : ae b |. ‘They will be looking for 

Because Multiplex Merchandisers make if ZY ; CC 

the lumberyard of yesterdcy the plan- : li LOCKWOOD dealers. 

ning center of today. hundreds of lead- . 
ing lumber and building specialty re- 
tai‘ers have adopted them as the stand- 
card way of displaying samples of mold- 
ing, woods of all kinds, composition 
board, roofing material, hardware, doors 


: rica’ 0 Jom 
and many other types of building spe- / o femeeesen's Deeet - rete 
cialties Write today for complete in- , t Line of Quality 
formation and prices on these sales 1G F 
builders. | 


Builders’ Hardware 








Cataloque 





= 























Multiplex Display Fixture Company | 
907-917 N. Tenth Street, St. Louis 1, Mo. LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Fitchburg, Massachusetts 
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THE NEW 


caldéi 


OVERHEAD 
GARAGE DOOR 
LINE 
has a style and size 
for every need 


CALDER COMMERCIAL DOOR 


Here's a brand new line of doors 
that has everything. Made by a 
manufacturer with over half a cen- 
tury of designing and engineering 
experience, the new Calder doors 
are available in every conceivable 
size and style for every conceiv- 
able need. Special designs and 
sizes to order and for extra ap- 
peal to the customer and extra 
profit for you—all Calder doors 
can be equipped with radio con- 
trolled electric operators. 

Send for complete 

information and 

our new, free, 

illustrated catalog. 


calder 


MANUFACTURING CO. 
LANCASTER 14, PENNA. 
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A NEW SERVICE FOR READERS! 


e Designed to save you time 
e To make it easy for you to keep informed 


Now, you can obtain information about any PROD- 
UCTS ADVERTISED in American Lumberman & Build- 
ing Products Merchandiser or any product described 
in the “NEW PRODUCTS — NEW LITERATURE — NEW 
EQUIPMENT—SALES AIDS” sections, without having to 
write a letter or even a postcard. All you have to do is 
to fill in a coupon. It’s easy. Merely mark the informa- 
tion you want and sign your name. 


FOR INFORMATION ABOUT 
“WHAT'S NEW” ITEMS — 


All you have to do is to circle on the “NEW PROD- 
UCTS - NEW LITERATURE” section of the coupon below 
the number which corresponds to the number at the 


FOR INFORMATION ABOUT 
ADVERTISED PRODUCTS — 


Note that each advertiser listed in the Advertiser's 
Index on the opposite page has been assigned a code 
letter. This code letter appears in parentheses to the 
left of the Advertiser's Name. 


For information about any product or service adver- 
tised in this issue, circle the code letter assigned to 
that Advertiser in the space provided on the ADVER- 
TISED PRODUCTS inquiry section of the coupon below. 
Fill in your name, title, company and mailing address 
and mail the coupon to American Lumberman & 
Building Products Merchandiser. 

As soon as your coupon is received in our office, it 
will be processed promptly and your requests for in- 
formation will be rushed to the Advertiser or manu- 


facturer of the “What's New” item. 
Take advantage of this new service today! 


end of each item in which you are interested. Then 
fill in remainder of coupon and mail. 


Use the BLANK BELOW to obtain: 


“WHAT'S NEW” PRODUCT INFORMATION: 
Circle the code number on the coupon below which corresponds 


Keep Informed A | to the number listed at the end of that specific “WHAT'S NEW” 
“WHAT'S NEW”! a 


ADVERTISED PRODUCT INFORMATION: 
Check the Advertiser's Index for advertisement’s code letter. 
Then circle the code letter on the coupon below. 


“WHAT'S NEW” ITEMS 


19 20 21 23 24 25 26 
37 38 39 41 42 43 44 


55 56 57 


ADVERTISED PRODUCTS 


Name 


_ Position 
Please Print 


Company Address 


State 





Mail This Coupon to American Lumberman & Building Products Merchandiser TODAY! 


Buttp1nc Propucts MERCHANDISER (To obtain more data on advertised products see page 135) 





NEW hy PRODUCTS 


New Multiflag Nylon Brushes 


With a demonstration showing 
how its new processing methods 
produce a maximum of flagged 
ends in nylon brush filaments, the 
Wooster Brush Co. is introducing 
to dealers its new line of Multiflag 
nylon brushes. 

The demonstration, conducted by 
Wooster sales representatives and 
their distributors, consists. of 
pressing filaments of an ordinary 
nylon brush and those of a Wooster 
Multiflag nylon brush simultane- 
ously against a piece of plate glass 
The effect, shown above, permits 
the viewer to get a “walls-eye’’ 
comparison, to see how the flagged 
ends of a Multiflag brush (at 
right) give greater mass coverage 
than those of an ordinary nylon 
brush (at left). 


For more data circle No. 1 or coupon, p. 145 


Steel Work Bench Frames 


Steel leg fames for work benches, 
manufactured by the Heyer Sales 
Co., enable the lumber dealer to 
provide a sturdy, quickly-assem- 
bled work bench for the do-it- 
yourself trade—or a heavy-duty, 
‘non-wobble” work table for store 
and industrial use. Each end frame 
is welded into one piece, with four 
separate corner braces that pre- 
vent any shaking or wobbling. To 
assemble, merely connect the two 
end frames with two 2x4’s, then 


136 


bolt on planks or plywood for the 
top and lower shelf, if the latter 
is desired. Heyer supplies only the 
steel frames and braces; dealers 
supply the lumber from their own 
stock. Frames are designed for 34” 
height; length may vary from one 
to 12 feet. Separate 2x4’s may be 
bolted vertically to the back legs, 
as a frame for a back and ‘or tool 
rack 


For more data circle No 


Translucent Awnings 


The new Ray-O-Lite awnings, 
covered by U. S. and Canadian pat- 
ents, use corrugated fiber glass in 
many soft and lustrous color com- 
binations. Remarkably durable, 
this material, made into awnings 
with a light, strong aluminum un- 
derstructure, is resistant to stress- 
es, strains, vibrations or even hard 
blows. It is rot proof, mildew 
proof and shatter proof, yet it is 
light in weight and permits a soft, 
pleasant, diffused glow to reach 
the rooms it protects from sun, 
rain, sleet and snow. Ray-o-Lite 
Corporation. 


For more data circle No. 3 on coupon, p. 135 


Paint Can Attachment 


The Pormix Corporation's paint 
can attachment is designed to elim- 
inate messy paint cans. The unit is 
made of heavy plastic tapered at 
the bottom to fit snugly into the 


can, keeping the groove free from 

paint. A lip on the unit allows easy 

pouring; mixing paints is easier 

because the unit enlarges the can 

opening. It is available in two sizes 
for quart and gallon cans. 


For more data circle No, 4 on coupon, p. 135 


Saw Handle Combines 
Several Tools 


A new lifetime handle for hand 
saws, made by Research & Devel- 
opment Engineering, Inc., combines 
the function of saw handle, square, 
tri-square and levels into one use- 
ful tool. The handle which provides 
vertical and horizontal levels as 
well as 90, 60, 45 and 30° protrac- 
tion angles, is lighter than an or- 
dinary wooden handle. 

Made of aluminum-magnesium 
alloy, precision finished, it is de- 
signed for attachment to any cross- 
cut or rip saw blade. 


For more data circle No. 5 on coupon, p. 135 


Prefinished Paneling 


With a minimum of trimming 
and fitting, Amerwood Company’s 
prefinished paneling can be quick- 
ly installed by any carpenter, con- 
tractor or builder. Amerwood is 
available in five decorator colors: 
umber (toast brown), sun-tine red, 
apple green, honey white and 
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smoky gray. Amerwood is made 
from top-grade, 3,” yellow pine 
with an eased (shiplap) joint, and 
is offered in lengths of from four 
through 16 feet (two feet multi- 
ples), with 6” and 8” widths. 

It can be ordered in any combin- 
ation of lengths and widths to fit 
a particular residential or com- 
mercial job. 


For more data circle No. 6 on coupon, p. 135 


Wood Testing Kit 

A kit of materials for determin- 
ing the amount of _pentachloro- 
phenol in an oil solution is avail- 
able on request from the Wood- 
Treating Chemicals Co. 

The kit, which will be furnished 
without charge to treating plant 
operators, inspection agencies and 
(continued on page 138) 





What's YOUR Answer? 


How would you like a year-long sales 
training program for each employe at only 
$1.50 per year. Sounds impossible, but its 
true. Dealers all over the nation are using 
the “What's YOUR Answer” quiz every two 
weeks to make sure their emp’oyes are al- 
ways “in the know” about our rapidly ex- 
panding industry. You can purchase sub- 
scriptions to the American Lumberman for 
as little as $1.50 each when three or more 
subscriptions are purchased at one time 
Remember: informed salesmen are suc:ess- 
ful salesmen 


1. What siding manufacturer an- 
nounces development and release 
of a new hook nail that will speed 
application of asbestos shingles? 

2. Who is the new Snark of the 
Universe ? 

3. What is featured in the cur- 
rent American Lumberman AD- 
service newspaper mats? 

4. “Full random cushitone’’ is 
the name of a new acoustical ma- 
terial made by whom? 

5. What is the “S.A.” that Acme 
Steel Strapping insures? 

6. What showroom technique 
does the Miller Building Supply 
Co., Washington, D.C., use to in- 
crease sales of kitchen packages? 

7. Masking tape is featured in 
the advertisement of what tape 
manufacturer ? 

8. How did the DeVille Lumber 
Co., Canton, Ohio, solve its cross- 
town delivery problem? 

9. A promotion wherein custo- 
mers guess how much insulation is 
loaded into a passenger car is be- 
ing offered by what insulation 
manufacturer? 

10. For what two reasons do 
many retail lumber dealers have 
trouble in getting and holding 
good personne] ? 

Answers on page 156 
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YOU WON'T FEEL THE LABOR SHORTAGE 
WHEN YOU HANDLE WITH CLARK EQUIPMENT 


There’s no secret about the shortage of dependable labor. Like- 
wise, there’s no secret about the way smart dealers are eliminating 
that headache: 6 out of 10 report plans to mechanize their handling 
operations. 


Which is where CLARK comes into the picture — with a complete 
line of both pneumatic and cushion (or solid) tired fork trucks in 
capacities of 1000 lbs. to 15,000 Ibs., with POWRWORKER hand 
trucks and towing tractors. CLARK, the world’s largest manu- 
facturer of industrial trucks, has experienced dealers throughout 
the country. They’re qualified to serve you—to help you plan a 
mechanized handling system, to provide complete service facilities 
for your equipment, and of course to supply you with the right 
equipment from the CLARK line. 


Look for the name of your local CLARK dealer in the Yellow 
Pages of your ’phone book, under “Trucks, Industrial.” A brief talk 


with him will indicate ~ ELECTRIC, GAS, DIESEL. L-P.GAS 
oF 141° 4 Series 


a fool-proof way to beat 
AND POWERED HAND/TRUCKS - INDUSTRIAL TOWING TRACTORS 







the labor shortage. Call 
him today —or use the 





coupon below 1 INOUSTRIAY TRUCK DIVISION » CLARK EQUIPMENT COMPANY » BATTLE CPEK 40, MICHIGAN 
| Please send Condemed Catalog Have Representative Call 
| Driver Training Movie 
| ene 
| Firm Nome 
| Street 
CLARK City Lone Stote 


EQUIPMENT 















OPEN FAST SALES 
with 48 Different Styles 
For Dealers and Builders 


Angel doors are an obvious and im- 
mediate evidence to the home seeker 
of built-in quality. 


Only Angel offers this wide choice 
of solid core, birch or fir doors to 
satisfy style - and - quality conscious 
homebuyers. 


Door Style of the Month 


Style Number 546 


Sell Angel Doors with full 
confidence in their extra wear 
and warp resistance, backed by 

the Angel Guarantee. 
Profit most with Amer- 
ica's style leader — Angel 
Doors. 


FREE — 58-PAGE 
Door Styling Handbook 


for Builders and Dealers. Invalu- 


able to all who se// or buy doors. 


WRITE TODAY TO DEPT. AL-10 

















(To obtain more data on advertised products see page 135) 








ANGEL NOVELTY CO. 





NEW PRODUCTS 


(begins on page 136) 


users of penta-treated wood, con- 
tains the test and indicator chem- 
icals needed for the lime-ignition 
analysis method recently accepted 
as standard by the American Wood 
Preservers’ Association. 

A bulletin illustrating the sim- 
plified procedure in a step-by-step 
fashion is also available from the 
company. 


For more data circle No. 7 on coupon, p. 135 


New Size Masking Tape 


A new wide-width masking tape 
for painting, sealing, protecting, 
and other home uses is announced 
by Minnesota Mining and Manu- 
facturing Co. 

The new “Scotch” brand mask- 
ing tape, in a 114” width on a 
300” roll, is designed primarily to 
“make home painting easier and 
neater,” 3M explained. In addi- 
tion, it can be used by home crafts- 
men and handy men for a variety 
of sealing and holding jobs around 
the house. 


For more data circle No. 8 on coupon, p. 135 


| Birch Kitchen Cabinets 


The convenience of a completely 
modern kitchen and the charm of 
an old-fashioned one are combined 
in the new natural birch Royal- 
wood kitchens by the Mengel Co. 
Now, the kitchen-planner seeking 


a homey atmosphere can design an 
entire kitchen with these cabinets 
of mellow grained birch. 


The line was designed by Ray- 
mond Loewy Associates. The cab- 
inets have flowing streamlined ex- 
teriors, showing off the grain of 
the natural birch. Interiors are de- 
signed to adequately accommodate 
all kinds of appliances and utensils. 

A special feature is the wide 
variety of cabinet sinks, base cab- 
inets, wali cabinets and accessories 
that can be assembled for any en- 
semble; so that any shaped kitchen 
can be custom fitted to individual 
preferences. Included are break- 
fast bars, broom cabinet, tray base 
cabinet, lazy Susan corner base 
cabinet and vegetable storage cab- 
inet. 


For more data circle No, 9 on coupon, p. 135 


New Fluted Insulated 
Wall Section 


Latest addition to Detroit Steel 
Products line of Fenestra building 
panel products is announced as the 
new F panel or fluted insulated 
wall section. 

The new wall panel was designed 
largely for those archiects who 
plan deep shadow lines in their 
architectural effect. 

Laboratory and field tests of the 
new wall panel have indicated it 
will have an insulating U value of 
approximately .15. It will be avail- 
able factor or field assembled in 
16 B&S gauge aluminum, 18 gauge 
steel-painted, galvanized or stain- 
less, and in lengths up to 33’. 


For more data circle No. 10 on coupon, p. 135 


| 
a: 


NuTone Door Chimes 


NuTone, Inc. announces a new 
design in its all-copper door chime, 
Model K-25 “Hacienda.” Adaptable 
for modern or colonial type homes 
the “Hacienda” has a hand ham- 
mered finish with riveted edges and 
an embossed clipper ship on the 
cover. Measures 1134,”x7”’x27%”. 

Another new door chime by Nu- 
Tone has a rich walnut finish. It 
is Model K-23 “Deluxe” which 
measures 11°,”x8”’x27%”. 


For more data circle No. 11 on coupon, p. 135 


(continued on page 140) 
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BurLtpiInc Propucts MERCHANDISER 


This new floor display 
helps you make 
real money with 


SHAT YT ERPR OOF 


Corrulux: 


TRANSLUCENT BUILDING 


Imagine selling a root for a porch or patio 
from a display only 26” wide! You can do just 
that when you sell translucent shatterproof 
Corrulux from the new Corrulux floor display. 
Corrulux light weight building panels open a 
new, untapped profit opportunity for you! Its 
translucence gives Corrulux highly decorative 
qualities, making it ideal for patio roofs, car 
ports, partitions, awnings, and countless other 
uses for home, commerce and industry. 


Reintorced with fiber glass, Corrulux is 


specified by America’s leading architects, engi- 
neers and builders. Sell Corrulux from the new 
scientifically designed Corrulux floor display. 
Write today for information on how to get the 


new Corrulux display and your FREE Corrulux 
Merchandising Kit. 


Your FREE 
Corrulux Merchandising Kit 


Contains: 

1. Full color folders 

2. Ad Mats 

3. Industrial mailing pieces 


4. How-to-do-it instruction sheets 


PANELS gowit 


nail if 





Display Contains: 


1 Actual color samples displayed in a special 
flashing light shadow box 


2 Colorful sign to attract attention 
3 Full color illustration of Corrulux in use 


4 Display facilities for ten 


sheets of Corrulux which can 


Lo, 
a7 


be sold to the customer right 


from the display 


Corrulux Division 
LIBBEY e OWENS * FORD GLASS COMPANY 


P.O. Box 20026 © Houston 25, Texas Dept. AL10-33 


Tell me how I can get the new Corrulux floor display 
and free merchandising kit 


Nome 
Company 
Address 


City ‘ : ' Zone Stote 


(To obtain more data on advertised products see page 135) 





Quick Shipment 
in DOUGLAS FIR 


High speed equipment and 
experienced personnel in- 
sures top quality. No need to 
load your inventory with 
“cats and dogs” of slow sale 
items: Air-King gives de- 
pendability in fast loadings 
specified to the number of 
pieces needed in each size 
and length of the best green 
Douglas Fir dimension and 
small timbers thru 24-ft. 

Let us demonstrate. 


MANUFACTURING 
CORP. 


W Te fotde MO) dele lose! 


Telephones—Portland line CH 5607 
or Tigard 6161 


140 (To obtain more data on advertised products see page 135) 





NEW PRODUCTS 


(begins on page 136) 





New Combination Door 


Designed for indoor-outdoor liv- 
ing, the Davidson Plywood & Lum- 
ber Co. announces its new Sun-Air 
combination door. Drafts are re- 
duced with the door, since the lou- 
vers are self-sealing. It comes 
equipped with a rustproof steel 
screen. Its smooth flush construc- 
tion has no dust-catching grooves 
or panels. 

Hardwood plywood is used for 
the door faces, adaptable to natural 
finish, or to a smooth painted fin- 
ish in any color. Interior is KD 
Ponderosa pine throughout. The 
rugged construction of the door as- 
sures it will last the lifetime of the 
house fully guaranteed against 
warping, twisting, or other defects. 

Dimensions of the door are 13,” 
thick, 2’8” wide and 6’8” high. It 
has 21,” stiles and rails, ventilated 
core, lock blocks two sides, hot 
plate pressed and belt sanded. 


For more data circle No, 12 on coupon, p. 135 


. 


New Paint Remover 
Liquisan, a new product that re- 


moves paint, varnish and shellac 
from wood and metal by means of 





For installing asbestos cement- 
type wallboard use Hassall 
wallboard drive screws. Spe- 
cifically designed with spiral 
threading for better holding 
power. Supplied with nickel- 
plated finish with either cas- 
ing or button heads. Advise 
quantities. Prompt delivery. 


JOHN HASSALL, INC. 


P. O. Box 2161 
Westbury, N. Y. 











SAWHORSE BRACKETS 


NO NAILS e NO BOLTS 
NO SCREWS 


ALL-WELDED CONSTRUC 
TION. Use any 2 x 4s for legs 
and crossbar ...set up or knock- 
ed down instantly. 
Each package is a 
colorful counter dis- 
play. 12 Sets to a 
carton. Dealer helps 
FREE, 


Nationally advertised 
—order from your 
wholesaler, or direct if 
he cannot supply you. 


GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICH. 


October 5, 1953, AMERICAN LUMBERMAN & 





a decomposing process, thus elimi- 
nating the sanding, rubbing and el- 
bow grease heretofore associated 
with this type of job, is being pack- 
aged in pint, quart and gallon cans, 
for home use, by its manufacturer, 
the J. F. Kerns Company. 

Liquisan is said to be not harm- 
ful to any kind of wood and will 
not stain, discolor or tarnish any 
wood or metal. It contains no car- 
bolic acid, therefore it is not irri- 
tating to the skin. 


For more data circle No. 13 on coupon, p. 135 


y 


<—— gge neal 


Improved Pencil Soldering Iron 


Hexacon Electric Co. announces 
a new soldering iron combining the 
advantages of a pencil iron and an 
industrial soldering iron. A new 
feature—tip and element are sep- 
arate parts and both replaceable 
independently. 

The cool handle of this 2 oz. iron 
is held like a pencil only 3” from 
the solder joint. Element, tip and 
housing are made of special alloys 
which increase soldering efficiency 

Recommended for soldering of 
instruments, small electronic equip- 
ment, sub-assemblies, jewelry, etc., 
it operates identically on AC or 
DC any cycle. Available in 110 and 
220 volts. 


For more data circle No. 14 on coupon, p. 135 


New Ventdome 


The Wasco Flashing Co. an- 
nounces an addition to their line 
of acrylic plastic Skydomes. The 
new Wascolite Ventdome brings 
daylight and ventilation to all in- 
terior areas in one unit. 


(continued on page 142) 
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ZEGERS (4% aca 


iP 
COMBINATION METAL WEATHERSTR 
AND SASH BALANCE 





3 
AMERICAN woopD WINDOW INSTITUT 
AND DEPT. OF COMMERCE 


The above figures* show the amount of air infiltration ex- 
pressed incu. ft. per min. per ft. of window crack at 25 miles 
per hour wind velocity. This comparison is proof that 
Zegers Dura-Seal Combination Metal Weatherstrip & Sash 
Balance provides more than 41% times the protection 
against air infiltration than both the American Wood 
Window Institute’s and the U. S. Dept. of Commerce 
commercial Standards. 


So use the best . . . it means satisfied customers and greater 
profits for you. Send now for new folder “Facts on 
Weatherstripping.” It tells why weatherstripping is essen- 
tial in today’s home construction. 


ZEGERS Incorporated 
8088 South Chicago Avenue, Chicago 17, Illinois 
*The figure for Dura-seal is the result of tests made by Robert W. Hunt 
Laboratories, an impartial, nationwide research organization. 


ZEGERS 


Ciera weal 
COMBINATION 
METAL WEATHERSTRIP & SASH BALANCE 


Complete, Efficient Smooth, “Finger-Tip” 
Weather Protection Window Operation 


(To obtain more data on advertised products see page 135) 





NEW PRODUCTS 


(begins on page 136) 


Ventdome consists of a Skydome, 
which admits glare-free daylight, 
and a built-in ventilating unit. Two 
design typ.s are available: a pow- 
ered unit with enclosed fan and a 
gravity unit with adjustable alu- 
minum louvers. 

The Ventdome is designed for 
installation without special roof, 


simple placing over the roof open- 
ing. At present, the Ventdome is 
being manufactured in square and 
rectangular shapes, in nine stock 
sizes; special sizes and types are 
made to order. Domes are avail- 
able in white translucent or clear 
colorless acrylic plastic. 


For more data circle No. 15 on coupon, p. 135 


Special Bits 


With tubular-type door locks in 
such wide use today, Greenlee Tool 


curb or flashing construction. It 
is lightweight, has its own built-in 
curbing and is shipped ready for 


Co. is now making a set of special 
bits to handle practically every re- 
quirement for boring openings to 

















Three 7-letter words to remember 
when you buy lumber 


- 

OE 
accommodate all makes of these 
locks on the market. 

Called Greenlee No. 26 door lock 
bits, these tools are made in five 
sizes: 152”, 134”, 1%”, 2” and 
214”. They feature a single-cutter 
head with a fine lead screw and one 
outlining spur for fast smooth bor- 
ing. Over-all length is 514” and the 
shank is standard brace type. 

These door lock bits are avail- 
able either individually packed in 
a metal-edge box or in sets of all 
five sizes in a handy plastic roll. 
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The logs that go to Rosboro’s 
modern sawmill are from Ros- 
boro’s own McKenzie River 
stands of old growth Douglas fir 
and West Coast Hemlock. The 
kiln dried dimension and shed 
uppers that we ship are tops in 
quality. This integrated, flex- 
ible operation, with a stabilized 
ownership, years of experience 
and record of service, is some- 
thing to tie to when you buy 
lumber. It’s your assurance of 
dependable source of supply, 
uniformly high quality, honest 
prices, fair treatment. We invite 
your inquiries. 


ROSBORO 
QUALITY 
SERVICE 





New Storage Cabinets 


Haz-Bin, Jr. Storage Cabinets, 
manufactured by Akro-Mils Inc., 
are made in 24 different stock 
models and are available in over 
300 different combinations of cus- 
tom built models. Frame size and 
drawer combination will be made 
up to users’ selection whether one 
or several units are required. Cus- 
tom made models are priced the 


Rossoro Lumeer Company 


High Quality Douglas Fir 
and West Coast Hemlock 


Springfield, Oregon 
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same as regular stock models. All 
cabinets are furnished completely 
assembled and ready for use. 


For more data circle No. 17 on coupon, p. 135 


Portable Fan-Glo Heetaire 


The Fan-Glo Heetaire that pro- 
duces both kinds of heat—infra- 
red radiant heat (from its patent- 
ed Neo-Glo elements) plus fan- 
forced heated air—automatically 
and maintains the temperature se- 
lected by the user, is now avail- 
able in a portable model. 

Automatically controlled, the 
user sets the thermostat at the 
comfort zone wanted—and forgets 
it. The automatic Fan-Glo Heet- 
aire produces and maintains the de- 
sired temperature, turning itself 
on and off as necessary, not using 
unneeded electrical current. Markel 
Electric Products Co. 


For more data circle No. 18 on coupon, p. 135 


Portable Saw 


A new-type portable electric 
seven-in-one saber type saw is be- 
ing marketed by the American 
Floor Surfacing Machine Co. Pre- 
cision-made for maximum life, 
speed and efficiency, the Lesto 
hand-saw is designed for both pro- 
fessional and hobbyist who want 
a single dependable saw to cut 
wood, metal, plastics, tile . . . most 
building materials. Perfect balance, 
visible cutting lines and rapid blade 
speed mean a better, faster job. 

It is available in two models, 
each with 25-60 cycle motor, AC 


BuILDING Propucts MERCHANDISER 


DC 110 volt. Model 2 will cut up to 
34”, Model 11 has a maximum saw- 
ing thickness of 2”. 


For more data cirele No. 19 on coupon, p. 135 


Ornamental Brackets 


A new vine and leaf design dis- 
tinguishes the newest addition to 
the Macklanburg-Duncan line of 
ornamental grilles and brackets. 

In highly polished cast alumi- 
num, the Nu-Art leaf pattern 
bracket is very realistic and makes 
a distinctive decoration. The brack- 
et is 7”x11” and can be used in 
many ways. For corner scrolls on 
screens or porches, as shelf sup- 


es ate aaah 


3 























gy, 





ports and in other uses, the brack- 
et has practical as well as decor- 
ative appeal. 
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for lifetime beauty 


Your contractors and carpenters will like the sales appeal and easy 
installation qualities of Ozark Brand Oak Flooring. Fifty, even one 
hundred years from now, Ozark Oak Flooring will be as beautiful and 
durable as the day it is laid—and it’s easily laid. 

Produced from fine quality, Missouri altitude-grown Oak stock, Ozark 
flooring is unusually strong, yet takes only minimum sanding and 
finishing. It’s properly seasoned in Moore Cross-Circulation kilns— 
accurately milled—and precisely graded to NOFMA standards. It is a 
flooring that sells itself to homeowners, industry and your builders. 
It's a flooring that means extra profits for you. 








Carefully bundled for safe arrival and easy unload- 


ing. Place your order today! 


“Fine Fiooring 
Since 1927” 





© 


THE OZARK OAK FLOORING CO. 


BISMARCK, 
MISSOURI 


S 


ee 
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CHAMPION 


THE BONDERIZED 
BASEMENT WINDOW 
OF EXTRA VALUE 




















rut 
VENTILATION 


- BOTTOM 
VENTILATION 


REMOVABLE 
SASH 


14-gauge electrically welded frame, 
fins welded to jamb for quick in- 
stallation and double contact with 
leak-proof watershed sill. A plus 
value incorporates a_ redesigned 
latch which assures positive opera- 
tion under all conditions. 


Also ask about the extra value in: 


VENTO “THRIFTY” BASEMENT WINDOWS 

VENTO FORMED STEEL LINTELS (FOR BLOCK 
AND BRICK CONSTRUCTION) 

Vento “Champion” Barred Basement Windows 

Vento “Champion” Utility and Barn Windows 

Vento Thrifty Utility and Special Type Windows 


Write us for full information 


Some desirable territories are open 
for representatives and distributors, 
Write for particulars. 


STEEL PRODUCTS 
CO., Inc. 


249 Colorado Ave., Buffalo 15, N. Y. 
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NEW PRODUCTS 


(begins on page 136) 











New Room Dividers 


A practical idea in room dividers 
is Divyd-Ette, introduced by San- 
dor Products, Inc. 

Composed of three parallel ver- 
tical louvers, held in place by sep- 
arate tubular rods which extend 
from ceiling to floor, Divyd-Ette 
panels may be turned to any angle 
desired or closed to form a contin- 
uous panel divider. 


For more data circle No. 21 on coupon, p. 135 


New American Spinner 


A tool for all who sand floors, 
the American spinner is specially 
designed for sanding floor edges, 
stairs, landings, closets and small 
halls in addition to platforms, coun- 
ters and dozens of other jobs. 

It has a powerful new motor de- 
veloping up to 2 h.p., reduced 
weight, improved handle grip and 
lower center of gravity plus a 
built-in headlight to make “dark 
corner” work easy; a stronger disc 
shaft, larger gears and heavier 
ball bearings in addition to a 
unique rubber padded flexible sand- 
ing disc; larger new-design fans 
for a completely efficient dust pick- 
up svstem. American Floor Sand- 
ing Machine Co. 


For more data cirele No. 22 on couven, p. 135 


Steel Door Frame 


A new knocked-down steel door 
frame designed to conserve valu- 
able storage space and cut down 
on shipping costs is being produced 
by Steeleraft Manufacturing Co. 
The frame complements the one- 
piece factory welded door frame 
which has been produced by Steel- 
craft for many years. 

The frame comes in four pieces, 
two jambs, a head and a spreader 
bar. It is easy to assemble using a 
simple tab connection and _ four 
sheet metal screws. The spreader 
bar is used to keep the frame in 
alignment. The frames are manu- 
factured in all standard sizes, bon- 
derized and painted with a baked- 
on gray primer. 


For more data circle No. 23 on counen, p. 135 


New Permite Aluminum Paint 


This cool-looking miss with the 
paint and thermometer is announc- 
ing the new asphalt heavy-bodied 
aluminum paint now being market- 
ed by the Permite Paint Division of 
Aluminum Industries, Inc. 

Designed for use on asphalt, bi- 
tuminous and metal roofs, this new 
product is pigmented with 3.9 
pounds of aluminum pigment per 
gallon, approximately twice the us- 
ual amount. It is stated that be- 
cause of this extra heavy concen- 
tration of aluminum pigment, this 
new Permite asphalt aluminum as- 
sures extra life for any roof, and 
keeps interiors much cooler. One 
coat gives full protection. 
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New Screw Tool 
The Camdriver Company’s new 
cam-action screw tool features a 
cross pin and a cam; when fitted 
into a balky screw and hit with a 
hammer the cross pin rides up the 
cam causing the blade to turn to 
loosen the screw. The tool can be 
(continued on page 146) 
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Dealers everywhere have found 

this to be true. Are you getting 

your share of this profitable business? Send 
for literature and familiarize yourself with 
Stewart products. In addition to fence, 
there are scores of iron and wire products, 
and every item fits into the building field. 
Write for catalogs today. 


Chain 
Link 

















Iron 

Picket 

Fence 

in many styles 


OTHER PRODUCTS — 
Settees @ Flagpoles 
Steel Folding Gates 
Bronze Plaques 

Wire Window Guards 
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THE STEWART IRON WORKS CO., 
2051 


Inc. 
Stewart Block, Cincinnati 1, Ohio 


Experts in Metal Fabrications since 1886 


3S) 


IRON ana WIRE 


FENCES 








“ROLLEZY"—Model 326 Overhead Door (illustrated above) 
made in 32 standard sizes from 8 r we 1 8 7. 
quality easy operating, low priced door that wil 
it for you. 

“GLIDEOVER" 


trom 8' x 7° ¢ 


iS nNoOw 
Here's a top 
win trade and hold 


dels and sizes 
24 x 24 wh h anabdile 
you to meet a esidential ana 
A equirements 
@ Suwhorse Trestles 
@ Scaffold Brackets 
@ Roof Brackets 
@ Folding Ladder 
nade id nleee Brackets 
en ®@ Farm Building 
Hardware and 
Specialties 
Ask for Bulletin ALG 53 
WAGNER MANUFACTURING COMPANY 


CEDAR FALLS 


“AUTOMATIC DOORMAN" 
magic push button electr perator { 
ng ANY make F 


vernead 


opening 4 


of sectiona yaraae d 


Ask for Garage Door Bulletin 53 AL 


IOWA U.S.A 


the choice of fine 
Craftsmen Everywhere 


FRANKLIN glue is genuine hide glue at its best. 
Recognized as the best glue for all wood joints 
by the finest furniture manufacturers, industrial 
arts schools, homecraftsmen and cabinet and 
repair shops. Order today from your Hardware 
Wholesaler. 


now available in 7 sizes 


tubes — 15c and 25c 
2 ounces — 30c 
quarter pints — 50c 
half pints — 85c 
pints — $1.50 

quarts — $2.65 
gallons — $7.50 


THE FRANKLIN GLUE CO. 


147 W. CHESTNUT ST. 
COLUMBUS 15, OHIO 
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NEW PRODUCTS 


(begins on page 136) 


used to break loose rusted and 
frozen screws, loosen screws with 
mutilated slots and, since the cam 
works both ways, it can be used to 
tighten screws. 

The handle is solid steel, heat 
treated; the blade is forged and 
heat treated; the cross pin is 
hardened and ground. Called the 
“Camit,” the tool comes boxed 
with the handle, a *%” blade and 
a 5/16” blade that are inter- 
changeable in the socket. 


For more data circle No. 25 on coupon, p. 135 
Finest 


Convex Face 


Standard 2” dia. x 
1/16” face 


Primarily used in putting the screen- 
ing into the frame slot. Can be 
supplied with 3/32" rounded edge. 


Concave Face 


Standard 2” dia. 


For inserting spline into frame after 
screening has been positioned. 
Standard stock sizes are. .093 
125 and .170 width of face. 


Standard stock size is 2° and 
1-5/8" diameters by 9/16" width 
of face. 


Special sizes on all above tools can be 
made to order. Send specifications. 


HOGGSON & PETTIS MFG. CO. 


BOX 1650, WEW HAVEN, CONN, U.S. A. 


New Cement Paint 


Announcement is made by Co- 
prox Sales, Inc., of a new cement- 
water paint for waterproofiing por- 
ous masonry walls, above or below 
grade. This new coating compound, 
which requires only the addition 
of water to prepare it for use, is 
said to have many time, labor and 
cost saving advantages. 

The new product may be applied 
over dry as well as wet surfaces 
and cures itself by its retention 
and slow release of sufficient mix- 
ing water for complete hydration 
of its cement binder. Because of 
this self hydrating or self curing 
feature, it is not necessary to wet 
a wall surface before or after ap- 
plication. 


For more data circle Ne. 26 on coupon, p. 135 


New Fireplace Basket 


A new fireplace basket that 
swings open in the middle to allow 
cleaning of the fireplace floor has 





Phones; 8-8747 - 5-119) 





BRAZILIAN PARANA 


Air or Kiln Dried, Rough or Surfaced Two or Four Sides, Random 
or Stock Widths, Random Eight to Eighteen Foot or Special Lengths 


Kiln Dried Worked to Pattern Mouldings, 
Paneling, Casing, Base and Jambs 


CAR OR TRUCK LOADS—Quotations on receipt of your specifications 


THE FRANK A. CONKLING COMPANY 


Memphis 3, Tennessee 
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been released by the Milwaukee 
Wood Fuel Co. Made from heat- 
resisting grey iron, the basket is 
called the “Tilt-Away.” It comes 
cartoned and completely assem- 
bled in any of four sizes. The bas- 
ket parts and tilts away to both 
sides merely by lifting with the 
poker. The units are available in 
widths of 21”, 24”, 27” and 30”. 


For more data circle No. 27 on coupon, p. 135 


Portable Electric Jig Saw 


The new Model D-400 Dalton 
portable electric jig saw is de- 
signed to do the work of a rip, 
crosscut, coping, jig, scroll, band 
and keyhole saw. It is lightweight, 
streamlined in design, can be held 
and guided with one hand, and 
comes with five different types of 
blades for cutting wood, plastics, 
metals, composition boards, hard 
rubber and other materials. 

A feature of this new cutting 
tool is its ability to rip and cross- 
cut 2x4 lumber. It saws circles, 
curves, straight lines and intricate 
designs. 

This saw is powered by a spe- 
cially built Dayton universal motor 
for use on 115-volt AC/DC. It has 
a built-in compressor to blow saw- 
dust away from the guide line 
when in use. Dalton Mfg. Co. 


For more data circle No. 28 on coupon, p. 135 


Radiant Baseboard 


Heatmore Company’s 
baseboard heaters combine fea- 
tures of the wall-mounted and 
portable Heatmore models, which 
include the longer infrared wave 
lengths. 

The baseboard panels are ideal 
for use under picture windows, or 


ceramic 
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wherever wall space is limited. 
Each baseboard panel is rated at 
2.8 amps, 115 volts, is 26” long, 8” 
high, and 114” deep. They are 
mounted at the baseboard of a 
wall in continuous runs, depending 
upon the heating requirements. 


For more data circle No. 29 on coupon, p. 135 


Air Conditioning Assembly 


A prefabricated evaporator coil 
assembly speeds installation of 
Chrysler Airtemp two- and three- 
horsepower air and water-cooled 
air conditioning systems. 

The evaporator coil is encased in 
a 21-gauge steel wrapper. Remov- 
able side panels permit either hor- 
izontal or vertical installation in 


oy 4 Ny 


ARKANSAS SOFT 


PINE 


forced warm air ducts. 

The assembly eliminates much 
on-the-job time and labor required 
to fabricate a duct section for the 
evaporator coil. 
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Pressure-Sensitive Tape 


A new pressure - sensitive tape 
that automatically marks stud, 
joist and rafter locations as it is 
applied, was released by Minnesota 
Mining and Manufacturing Co. 

It is designed especially for use 
by contractors, carpenters and 
amateur home builders on all types 
of home and industrial building 
projects. 

Tradenamed “Scotch’’ brand 
carpenters’ tape No. 259, the new 





tape is made with a special paper 
backing on a 360’ by !2”-wide roll 
that is imprinted every 16” to in- 
dicate the 16”-on-center mark for 
stud, joist and rafter locations. 
During application either by 
hand or more conveniently from a 
Model M-79 “Scotch” brand car- 
penters’ tape applicator it re- 
quires no wetting. Simply start the 
tape at the end of a board; press 
it down firmly along the board’s 
length; and set the studs, joists or 
rafters in place right over the tape 
at each of the indicated marks. It 
adheres instantly on contact. 
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Garage Door Track 


The Howell Manufacturing Co., 
makers of residential and commer- 
cial garage doors, have announced 
the development of a new over- 
head door track. It is a precision- 
made, heavy duty slant track 
which insures a _ tight seal, full 
weather protection and yet oper- 
ates smoothly and efficiently. The 
new product is being marketed 
under the trade name ‘“How-ell- 
tite Track.” 


For more data circle No, 32 on coupon, p. 135 
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OZAN 


Lumber 
Company 





Prescott, Ark. 











SAVE TIME—MONEY—MANPOWER 
Investigate THE HANDIBELT 


ce TET AN 











This compact, lightweight, reversible-belt conveyor 
unit handles and elevates bundled and sacked com- 
modities — flooring. lath. cement — to proper height 
for loading materials into car or truck. Two types: 
No. 11 elevates to 7 ft. 6 ins.: No. 16 elevates to 10 ft. 
© ns Write for HANDIBEI ] Julletin No AL-103 


STANDARD CONVEYOR CO. 
General Offices: 
North St. Paul, Minnesota 
Sales and Service in 
— KILN DRIED Principal Cities 


— STORED AND LOADED UNDER COVER ¥ 


RAVITY & POWER 
CONVEYORS 








Order today! 














BurLtp1nc Propucrs MERCHANDISER (To obtain more data on advertised products see page 135) 147 





PIRES INE 


DE LUXE TILEBOARD 


SURE OF PROFITS! 
Prestile 


provide you with oa 


complete line. And Prestile is 
priced right, toc right fo 


your customers right for you! 


SURE OF QUALITY! 


Prestile's beauty ts baked in 
It's tough, durable, non-chip 
ping 


ates satisfied customers 


lasting beauty that cre 


SURE OF SERVICE! 


Complete stocks and prompt 
delivery encble you to fill 
Prestile orders in every size, 


pattern and color 


From every standpoint, 


it pays to push Prestile! 


Clip this handy memo to your 
letterhead and mail today! 


Prestile Mig. Co. © 5850 Ogden Ave. © Chicago 50 
We are interested in: 


0 Prestile De Luxe Tileboord f 
©) Prestile Aluminum Mouldings 


Please send literature and samples 


Your Name 
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NEW PRODUCTS 


(begins on page 136) 


New Water Repellent 


Standard X-Pandoseal Water 
Repellent, made by the X-Pando 
Corp., is a companion product for 
X-Pandoseal with Silicone. By deep 
penetration into surfaces of wood, 
canvas, linoleum and other rough 
fabric and porous material, the 
water repellent forms a _ durable 
all-weather protection. The water 
repellent can also be used to main- 
tain the natural beauty of hard- 
wood floors and woodwork. 

The liquid is clear and invisible 
after application. It is available in 
one and five gallon cans and 55 
gallon drums. One gallon covers 
350 to 400 square feet of wood 
surface. For heavy fabrics and 
similar products, one gallon cov- 
ers 175 to 200 square feet. 


For more data circle No. 33 on coupon, p. 135 


Readybuilt Fireplace 


The above illustration is Ready- 
built Fireplace Model 360—meas- 
uring 5’ in width. A combination 
of red brick and quarry stone ef- 
fect, fireplace has cream colored 
mortar points, buff colored lining 


and red hearth. Installation is said 
to be simple, requiring only an 
hour’s time of a handy man. 

Readybuilts are available in a 
variety of fireplace models in brick, 
stone or wood and are furnished 
complete, shipped anywhere. Can 
be used effectively with gas or 
electricity. Readybuilt Products 
Co. 
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New Masonry Paint Colors 


The American Sta-Dri Co., pro- 
ducers of masonry finishes, has an- 
nounced the addition of five new 
colors to their line of mineral 
paints. The new colors are: Moroc- 
co Brown, Flamingo Rose, Adobe 
Tan, Jonquil Yellow and Gulf 
Green. The standard line of colors 
previously consisted of: Rose, 
Gray, Blue, Buff, Green, Cream, 
White and Oyster White. 

This mineral paint for masonry 
contains a mold and mildew inhib- 
itor and will hold a wall of water 
9 high without leakage even if 
applied inside a basement. Tests 
demonstrate its ability to with- 
stand severe weathering. 


For more data circle No. 35 on coupon, p. 135 





Shingle-wall Corners 


Quik-Lok is the name of the new 
inside and outside corners for use 
with asbestos siding shingles. Made 
by the Meldrum Manufacturing & 
ingineering Co., the corners fea- 
ture special locking clips which 
permits installation of the corners 
as the shingling job progresses or 
after it is completed. The clips 
enable installation of the corners 
without nails (if desired, nailing 
is possible). 

The corners are made of heavy 
gauge (.019) aluminum. They are 
available in plain aluminum finish 
or they can be painted to match 
the various colors of asbestos sid- 
ing shingles. 

For more data circle No. 36 on coupon, p. 135 
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"'DO-IT-YOURSELF”_“¢z 


PULLMAN SASH BALANCE 


Pre-tested—sells itself! 
Clever do-it-yourself kit to replace 
worn or broken sash cords in minutes. 
For householders, landlords, handy- 
men, carpenters. Guaranteed. Fool- 
proof, easy to install. Selling by hun- 
dreds in test stores. Your jobber has 
it, or write for data, free sales aids: 


PULLMAN 


r 


MANUFACTURING CORP. 
325 HOLLENBECK STREET 
ROCHESTER 21, NEW YORK 





QUALITY 
SINCE 
1903 








Everyone in the hardware, paint, lumber 
and glazing business knows the excellent 


quality and dependability of the FLETCH- 
ER glass cutter. 


This same quality will also be found in the 
new line of FLETCHER putty knives. Un- 
less the same standards are met in all tools bearing the 


firm’s trade mark all products would be judged by the one 
of lesser quality. 


You can therefore stock and sell FLETCHER putty knives 
with the assurance you are handling the BEST. The best 
in quality, price, appearance and performance. 


See Our Display Booth No. 8 National Hdwe. Show 


THE FLETCHER-TERRY CO. 
670 SOUTH STREET ¢ FORESTVILLE, CONN. 
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New Primer Gives 


100% HOLD-OUT 
9-HOUR REPAINT 


PERFECT 
LOR JOBS! 


In the new Kyanize Vinyltite Primer Sealer, the 
Kyanize Research Laboratories have again created 
a new and different product that is going to make 
your job easier! 








primes and seals any surface, drying in 2 to 

3 hours. 

speeds up work, as it can be recoated in 3 

hours, and its absolute 100° hold-out 

gives perfect results even with Deep Colors. 

ideal for dry wall construction, providing 

fast applications and terrific coverage, yet 

does not raise fibers. 

applied by brush, spray or roller; — easy 

slip with no drag or pull. . . good can sta- 

bility. 

good over old work, bridging fine checks 

and providing uniformity over all patching. 
The new Kyanize Vinyltite Primer Sealer is a new 
type emulsion created to give superior hold-out over 
a porous or non-uniform surface. 


Kyaniz 


KYANIZE PAINTS, INC. 
(Boston Varnish Co.) Everett 49, Mass. 
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Wall Taping Machine 


A taping machine for dry wall 
applicators is now available from 
the Goldblatt Tool Co. 

Because this machine weighs 
only 8 pounds loaded with tape 
and joint cement it is highly man- 
euverable and easily controlled. It 
tapes over open seams. Made of 
lightweight magnesium casting, 
the Superior Taping Machine fea- 
tures lifetime construction. 

Over-all length is 25”; width at 
broadest point, 812”; depth of 
body, 214”, and it has 21%” han- 
dies. Easily loaded, the machine 
holds 250’ of tape . . .handles any 
standard width up to 2%”. 


Custom Cabinet Sinks 


A new line of cabinet sinks that 
permits a home builder or remod- 
eling contractor to provide his cus- 
tomers with a kitchen of “custom 
built” appearance using standard, 
prefabricated steel kitchen units, 
is announced by Youngstown 
Kitchens. 

The firm also announced the ad- 
dition of four special-purpose base 
cabinets and one new wall cab- 
inet, and a change in handle de- 
sign on all its equipment. 


Designed to be used in combin- 
ation with base cabinets, the new 
line is called Diana Ensemble 
Sinks. The sink bowls have the 
appearance of a flat-rim sink, but 
are porcelain enamel from front 
to back and are placed on an un- 
dersink cabinet. 


of coved stainless steel and rolled 
front trim match the backsplash 
and trim of Youngstown Kitchens 
cabinet tops. 
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Spring Door Stop 

The Shelby Spring Hinge Com- 
pany’s door stop cushions the jar 
when doors swing too widely and 
protect door and glass from slam- 
ming against the frame. The door 
stop is made of strong inter-linked 
chain combined with a heavy com- 
pression spring. Two screws in 
the top of the storm door—two 
screws in the top of door jamb— 
and it’s ready for use. While this 
product is made especially for 
screen and storm doors, the firm 
also manufactures a compressed- 
air mechanism for _ protecting 
heavier doors. 
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Telescope Hanger Bar 

The Shelby Spring Hinge Com- 
pany’s new hanger bar for clothes 
closets is built of tubular, tele- 
scoping rods so they will fit any 
space without cutting. Two screws 
in each end are sufficient to make 
the bar sturdy. They come in four 
sizes which extend up to 18”, 48”, 
72”, and 126” (using center sup- 
port). 
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The backsplash 





ARE YOU GETTING YOUR SHARE OF THE 


VERY PROFITABLE COMBINATION WINDOW 
BUSINESS? 





For more data circle No. 40 on coupon, p. 135 





NEW “gymnasium” grade 
tl. 
FLOORING! 











CEoonbcoonti 
STORM 
SASH 


SEND FOR 


FREE 


INFORMATION 
ON THE 
FINEST OF 
STORM SASH 





ARE YOU MISSING A GOOD PROFIT ITEM? 
Everyone having sold this unit calls it one of the finest 
Combination Windows on the market today, and the LOW 
PRICE places it well within the reach of every consumer. 
Especially interesting to you is that this unit readily lends 
itself to an “over the counter sale.” 

HERE IS AN UNUSUALLY PROFITABLE PUSH ITEM, 
AND RIGHT NOW IS THE TIME TO START! 
We have available for you—attractive Decal Window Display, 
literature, small window samples for demonstration, as well as 
units to fit into your present display of double hung windows. 
NO STOCKING REQUIRED—IMMEDIATE SHIPMENT 
ON 200 STANDARD STOCK SIZES. 


HARGROVE COMPANY 


MFGRS. OF HARCO COMBINATION DOORS—AWNHING TYPE windows 
Shipping Points Marietta, Ohio & Pittsburgh 
MAIN OFFICE—15th & Muriel Streets, Pgh. 3, Pa. 
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50% or better Ist Grade, balance 2nc 


A new “combination grade’ of Diamond 

Hard Flooring that matches MFMA 1st 

Grade in performance, yet costs less! Each strip a one-piece com- 
bination of Ist and 2nd Grade Northern Hard Maple. It's beautiful 
and characterful. Guaranteed all sound wood. Saves money in 
gymnasiums, residences, offices, many other uses. 





For full details 
phone or J ° 
write to— 


W. WELLS LUMBER CO. 


Phone 3633 - 6400 MENOMINEE, MICH 
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AUTOMATIC 


TANNEWITZ ote 


for Swing Saws 
SAVES 


30 Days Free Trial 


$30 to $50 A MONTH 
IN LUMBER AND LABOR 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND RAPIDS 
MICHIGAN 
DEPT. 4 
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All Your Future 


LUMBER NEEDS — 
LIGHTSEY QUALITY 


Band Sawn 

North Carolina Pine 
Southern Hardwoods 
and 

Cypress 
End-Matched 


PINE — OAK — MAPLE — GUM 
FLOORING 


Send your inquifies and orders to 
Lightsey Brothers 


Modern Moore Kilns 
Planing Mill Facilities 
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MEELEYWY., SOUTH CAROLINA 


ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH 





CLOSET 


AVAILABLE IN 4 SIZES 
TO FIT ANY SIZE CLOSET 


No, 10-18”— Extends 18” to 30” 
No. 10-30"— Extends 30” to 48” 
No. 10-48”—Extends 48” to 78” 
No. 10-72"— Extends 72” to 108" 


RUST-PROOF 
THROUGHOUT 
—————, 


J -DUTY 
manip woureo Steel 


INDIVIDUAL 


LY PA 
CORRUGATE CKED in 


D CONTAINERS 


quBe 
g\dE R 
= DIAMETE 


Quality designed and beau- 
tifully finished for lasting 
service in modern everyday 
living such as you find 
in all Rockwood products. 


; ther . 
a Saig one wall to the o by 
thing wit come between vs 


by t Rodi™ 
@ Rockwood Clos® od! 





ROCK WOOD 


MAN FACTORING  ¢O.. 
ROCKWOOD, PENNA... PHONE 2891 


Burtp1nc Propucts MERCHANDISER 


J A Trash Burner with 
A\ , FEATURES that mean 
al |e more value to customers 


.. MORE PROFIT TO YOU 


Majestic 
OUTDOOR INCINERATOR 


Quality features assure quick sales 
of this easy-to-handle, profitable 
Outdoor Incinerator. Burns all 
trash safely, quickly. Has cast-iron 
top, aluminized rust-resisting steel 
casing, adjustable draft door, buile- 
in spark-arrestor chimney. Two- 
bushel capacity! 


* Aluminized steel and cast iron for long service 

* Heavy steel-rod burner basket lasts for years 

* Completely enclosed to avoid open-flame hazards 
* Top opens wide—unit holds a full two bushels 


See your distributor or write 


The Majestic Co., Inc. 


303-H ERIE ST., HUNTINGTON, INDIANA 








BEAUTIFUL LOUVER DOORS 


prompt delivery ie 
12 DISTINCTIVE STYLES. » 
MADE OF SELECT SUGAR PINE 


nothing to stock 


write for details 


de'cor 


1555 EASTERN AVE.,S.E, 
Grand Rapids 7, Mich. 


(To obtain more data on advertised products see page 135) 





SALES AIDS 


Roller Display Rack 


A sturdy wire rack, offering a 
complete paint roller department 
with display emphasis on all items 
has been made available by E Z 
Paintr Corp. 

The new double roller merchan- 
diser meets the growing dealer de- 
mand for a complete self-service 
type of display, containing an eye- 
catching variety of packaged E Z 
Paintr products, yet takes up a 
minimum amount of valuable 
space. 

The rack contains a _ balanced 
inventory of paint roller products 
and accessories. 


For more data circle No. 41 on coupon, p. 135 
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Unique Clamp Lamp Display 

The Pacific Electricord Co. in- 
troduces a new method of mer- 
chandising their complete line of 
patio, garden and utility clamp 
lamps. 

Eliminating bins and other reg- 
ular display devices, Electricord 
built a stand that performs a dou- 
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ble duty. Made with a sturdy, red- 
wood base and pole, it not only dis- 
plays the lamps but also demon- 
strates a particular product advan- 
tage—the lamps’ ability to clamp 
or attach firmly to almost any sta- 
tionary object. The displays are de- 
signed to occupy a very minimum 
of floor or counter space, since the 
lamps are clamped one above the 
other, from the base up. 
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Ladder Display 


An effective stand for displaying 
ladders in a small space on the 
floor or in the window of retail 
stores is being offered by the A. W. 
Flint Co. 

The display, which occupies only 
four square feet of space, consists 
of a sturdy stand which supports a 
sample 10-foot extension ladder 
finished in clear lacquer. Provi- 
sion is also made for the addition 
of a 5’ step ladder from the deal- 
er’s stock. The cost of the display, 
including the 10’ extension ladder 
and two attention-getting signs, is 
$24.50. 
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Improved Chromtrim 


Merchandiser 


R. D. Werner 
Co. Ine., is now 
shipping an im- 
proved mer- 
chandiser - dis- 
play for its con- 
sumer lines of 
Chromtrim met- 
al moldings. 
The display 
holds the trim 
upright between 
wire partitions 
that keep the 
different styles 
divided. The 
back of the dis- 
play is open at 
the bottom so that the strips can 
be tipped out when being removed. 
The front has a bright, full color 
plastic-laminated design showing 
the many uses for Chromtrim. A 
handy rack on the front holds con- 
sumer folders—another container 
on the back holds nails, etc. Price 
strips show the number and retail 
price of each style of molding. 


For more data circle No. 44 on coupon, p. 135 


Savogram Offers Free Posters 

To provide the link which con- 
nects the retailer’s store with the 
booming do-it-yourself market, the 
Savogram Company has prepared a 
colorful window streamer, 914”x 


October 5. 1953, 


RARE wae cad 


27”, which is offered free to dealers 
on request. 

The flood of do-it-yourself pub- 
licity in editorial articles and ad- 
vertisements in national magazines 
has created a tremendous interest 
in making home repairs and im- 
provements. This window poster, 
lithographed in bright colors, tells 
the public in large compelling type 
that the dealer’s store is “Do-It- 
Yourself Headquarters.” 
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Conolite Counter Piece 


Lumber dealers across the coun- 
try can use this attractive and 
compact counter piece to display, 
demonstrate and dispense samples 
of the Continental Can Co. decor- 
ative laminate, Conolite. The board 
is black with bright lime lettering 
forming a rich background for the 
yellows, greys, reds, greens and 
other shades of Conolite. Any 12 
of the 20 colors and designs avail- 
able can be displayed at one time. 
The demonstrator (right) is insert- 
ing a square in one of the front 
slots after showing its flexibility. 
The rear view of the display (left) 
shows extra Conolite squares that 
are ready for handy use. 


For more data circle No. 46 on coupon, p. 135 


Zonolite Shows New 
Display Materials 


New display materials announced 
by the Zonolite Co. for use by 
dealers in fall insulation sales pro- 
motion include a counter display 
card (left) with a tray for samples 
of vermiculite; a window display 
(center) stressing low price and 
ease of application; and a flip chart 
(shown closed and open) with post 
that can be inserted into an open 
bag of vermiculite on the dealer’s 
floor. 


For more data circle No. 47 on coupon, p. 135 
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GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 
Mfrs. of WHITE PINE (PINUS 
Genuine STROBUS) 
Also some Norway and Spruce 
AIR-SEASONED _ WATER-CURED 
Rough or Dressed 


Capacity 28 million feet annually 


Sawmills — Braeside and Temagami, Ontario 
Member N-A.W.L. Assoc. 1953 








1912-1953 


MANUFACTURERS OF 


B. C. RED CEDAR SIDING, SHINGLES, LATH 


for over 40 years 


PORT MOODY, BC. CANADA 








WESTERN & SOUTHERN 
FOREST PRODUCTS 


Dependable Service Since 1928 
CALL US TODAY! 


Cmiuard J. Kaza Company 
WHOLESALE LUMBER 
1791 HOWARD STREET — CHICAGO 24, ILL. 
TELEPHONE: ROGERS PARK 4-7148 


2 “ Gollace 


“You don’t need a professional blueprint 
for a small house like ours.” 


COMMON SENSE: No NEED to be embarrassed by poor plan- 
ning when the National Plan Service, in 
PITTI ITT conjunction with America’s alert retail 
Siteetee lumber dealers, makes top-notch blue- 
prints available at low cost. Good plans, 
like good cedar shingle roofs, are essential 

to good home-building. 
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—_. Specialists in Oak Floor. ~ 
= ers of all lumber items. 


Contact us on your 





Kansas City 6 Mo 


H.E. WEBSTER LUMBERCO., ¢!°." *_tons Pls 
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BuILpInG Propucts MERCHANDISER 


STANDARD SIZE 


KITCHEN CABINET 
COUNTER TOPS 


Ideal “Do-it-Yourself” 
for the... Market! 


Capitalize on the double sales prospects offered by these 
counter tops! They answer the needs of homeowners doing 
their own kitchen remodeling—or can be used as a stand- 
ard part of your own manufacture of the package cabinet 
unit. Made of high quality maple to last a lifetime—abso- 
lutely guaranteed against defects—they are waterproof and 
warp-resisting, have a Penetrating Sealer finish. And priced 
for real sales punch, too! 


With or without 4 backsplash. 11" thick. 
25" x 15 —18''—21''—24"'—27''—30''—36"'—42""—48" 
Also WORK BENCH TOPS for 
factories, schools, labora 


tories, home work shops. All 
types. 


POLLAK INDUSTRIES CORPORATION 


Esconaboa, Michigan 


Write today for complete ‘n- 
formation, including low price 
lists and discount structure. 


Supplier of Fine Cabinet Tops to the 
Notion's Leading Kitchen Cabinet Monefacturers 


(To obtain more data on advertised products see page 135) 








LITERATURE 


A new catalog titled “Barber- 
Greene Conveyors,” includes 60 pages 
of typical conveyor layouts and in- 
stallation photographs. 

It presents Barber-Greene’s stand- 
ardized drives, takeups, truss, idlers 
and belting, with a broad selection of 
each. 

A section on shuttle conveyors and 
stackers illustrates several economi- 
cal stockpiling systems made possible 
through the use of Barber-Greene 
conveyors. Car unloaders, specifically 
designed for handling heavy bulk ma- 
terial from hopper bottom railroad 
cars, are also shown. Barber-Greene 
Co. 


For more data circle No. 48 on coupon, p. 135 


Literature is available which ex- 
plains how to install Per-Fit alumi- 
num windows beginning with prepar- 
ation of opening for frame, brick ven- 
eer and solid masonry construction. 
It tells how to install single-unit 
double-hung types, how to assemble 
and install 90 and 135 degree mul- 
lions, how to assemble and install pic- 
ture windows, and how to install 
storm sash and insect screens from 
the inside. 

Also available are very complete 
construction details including dimen- 
sional diagrams, glass sizes, etc. Per- 
Fit Products Corp. 


For more data circle No. 49 on coupon, p. 135 


Nelsonite Chemical Products, Inc. 
announces the availability of a new 
four-page bulletin which answers the 
12 questions most frequently asked 
about Nelsonite Wood Stabilizer. 

It answers such questions as 


What is Nelsonite? What does Nel- 
sonite do? How is Nelsonite applied ? 
Will Nelsonite increase your costs? 
In addition it explains in detail the 
most popular Nelsonite products used 
for wood and wood products. Instruc- 
tions for use of Nelsonite are also 
included — preparation, application, 
drying time and general information. 


For more data circle No. 50 on coupon, p. 135 


Yale hand and electric hoisting 
equipment is described in Bulletin 
1567, published by the Yale Mate- 
rials Handling Div., The Yale & 
Towne Mfg. Co. 

Titled “There’s a Yale Hoist for 
Every Lifting Job,” the 12-page 
booklet won first award for adver- 
tising excellence at this year’s Triple 
Industrial Supply convention. In it 
are illustrated the most suitable 
hoist for the “big” job, the “special- 
ized” job, the “occasional” job and 
“every” job. Other illustrations show 
how Yale hoists save time, money 
and manpower in various industries. 


For more data circle No. 51 on coupon, p. 135 


P. & F. Corbin Division, The Amer- 
ican Hardware Corp., has just pub- 
lished the following folders which 
picture and describe the firm’s new 
line of Defender standard-duty cyl- 
indrical locks and latchsets. 

K-80, six-page, 814”x11” booklet 
for professional use contains detailed 
information about the new Corbin 
Defender line of standard-duty cyl- 
indricals, 13 functions, self-aligning, 
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PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


reversible, and adjustable for 134” to 


K-81, consumer folder, 312”x64” 
(folded), pictures five functions of 
the Corbin Defender cylindrical lock 
line recommended for residential 
use. 
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The PulLift, a chain hoist design 
which either hoists or pulls, is illus- 
trated and described in Bulletins 
P-260B and P-1260 of the Yale Ma- 
terials Handling Division, The Yale 
& Towne Mfg. Co. 

The Pul-Lift operates in close 
quarters by means of short strokes on 
a ratchet handle and is ideal for rig- 
gers’ equipment. It is available in % 
to 15 ton capacities. 
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Brikset Masonry Cement Brochure 
contains useful information and spe- 
cification data on procedures to fol- 
low in construction, including meth- 
ods for averting efflorescence, pro- 
visions for proper flashings and drips, 
precautions for hot or cold weather 
construction, recommended types of 
mortar joints and considerable other 
information that assures the building 
of long-lasting, durable walls. Medusa 
Portland Cement Co. 
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Speedways Conveyors, Inc., an- 
nounces the availability of a full in- 
formation bulletin on the new Speed- 
ways aluminum gravity conveyor, 
which was introduced at the Mate- 
rials Handling Exposition in May 
this year. The bulletin is complete 
with photographs and detailed spe- 
cifications of all standard Speedways 
aluminum conveyor models. Infor- 
mation for installation of the new 
conveyor is also included. 


For more data circle No. 55 on coupon, p. 135 


E Z Paintr Corp. has prepared two 
eight-page instruction pamphlets, 
covering all aspects of the use and 
handling of paint rollers. One bro- 
chure deals primarily with interior 
painting; the other with exterior 
painting. Full details of the versatil- 
ity of rollers in painting at home, in- 
structions for cleaning the rollers, 
and all other pertinent information 
are supplied. 


For more data circle No. 56 on coupon, p. 135 








INCENSE CEDAR 


CALIFORNIA 
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NEW 4 EQUIPMENT 


New Conveyor Hanger 


Designed especially for patented 
Stackbins, a new conveyor hanger 
has been announced by the Stack- 
bin Corp. It permits users of Stack- 
bins to handle parts and materials 
stored in Stackbins on overhead 
conveyors for faster transportation 
between storage and assembly. The 
new hangers are easily attached to 
Stackbins, and lock securely in 
place without the use of tools. 


a 


For more data circle No. 57 on coupon, p. 135 


New Fork Truck 


The “Cargo Scout,” a new elec- 
tric-powered 2,000 lb. capacity 
fork truck designed for fast oper- 
ation in congested areas, has been 
introduced by the Elwell-Parker 
Electric Co. 

Principal features of the three- 
wheeled “Cargo Scout” include: 
end control for speed and conveni- 
ence of operators who must get on 
and off the truck frequently; extra 
short wheelbase (4314”) to permit 
turning in crowded areas; a spe- 
cially designed device to eliminate 
steering wheel kick-back: 68” high 
uprights and full initial lift to per- 
mit stacking in low head room 
areas; and heavy-duty drive axle 
to withstand high speeds and fast 
acceleration. 
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Buttp1inc Propucts MERCHANDISER 


Side-Loading Fork Truck 


Development of a new 30,000 
pound capacity Traveloader—-com- 
bination side-loading fork truck 
and load carrier designed to stack 
or haul long, bulky loads such as 
lumber or steel stock in a 12-foot 
aisle—has been announced by the 
Baker-Raulang Co. 

Because it picks up loads from 
the side, hauls them leng**wise 
within the width of the unit and 
stacks them parallel to aisles, the 
Traveloader requires less _aisle- 
width to operate. 

A variety of attachments in- 
cluding crane arms, rams and mas- 
ter pallets capable of handling mul- 
tiple-pallet loads at one time—are 
available for special handling jobs. 
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New Storage Unit 


B. B. Butler Manufacturing Co., 
Inc., has announced availability of 
its new Peg-Board storage unit. 
In less than 30 minutes, two men 
using no tools can set up a two- 
sided, six-section unit containing 
384 cubic feet of storage space. 

The units are designed for a 
maximum of 1,000 pounds of dis- 
tributed load per shelf. Shelves 
will adjust to any height. Wing- 
bolted brackets are included for 
bracing end pieces. 
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(continued on page 156) 


STICK WITH THE 
LINOLEUM PASTE THAT MEANS 


EXTRA PROFITS 


TIGER-GRIP 
LINOLEUM PASTE 


More spread per 

gallon (20 yards or 

more) . . . smooth- 

er body... easy to 

spread... no dis- ; 
agreeable odor... no presetting neces- 
sary ...never gummy or tacky. 


LINOLEUM TROWEL 
Spring steel, correctly 
serrated for proper 
spreading. Aluminum 
shank, turn-proof han- 
dle. Durable, light- 
weight. 


CONSUMERS 
WATERPROOF CEMENT 


Ideal companion for 
Tiger-Grip. Where damp- 
ness exists —sink tops, 
baths, lavoratories, for 
closing seams, etc. 


Order from your wholesaler. 


CONSUMERS GLUE CO. 


51S N HADLEY ST $T LOUIS 6. MO 











SELL 
WINDOWS 
IN ROLLS 


A SAMPLE WILL PROVE 
SUPERIOR QUALITY 
—FREE ON REQUEST 


The perfect, low-cost 
material for storm win- 
dows, storm doors, and 
porch enclosures. Full 
profit! Highly competi- 
tive price. Easy to in- 
stall. Nine different 
materials in the Sol-O- 
Lite line. Sol-O-Lite 
helps you sell with 
mailers, ads, beautiful 
Crystal-Lite, the merchandising display. 
amating transparent 
window material, Send a postcard for 
takes hard wear in complete information, 
ailkinds of weather. prices and free literature 


SOL-O-LITE 


MANUFACTURING COMPANY 
4303M West North Ave, ¢ Chicago 39, Ill. 
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’ EQUIPMENT 


Partitioned Pallets 


Heco Partitioned Pallets are now 
available with off-center plywood 
spacers that permit compact, safe 
and systematic storage of almost 
any merchandise. 

This new Heco product provides 
for the warehousing of various 
sized crates and boxes on the same 
pallet. Its rugged, removable ply- 
wood dividers are positioned off- 
center on the standard Heco pallet 
and allow a wide range of material 
to be stored on them at the same 
time. Hamerslag Equipment Co. 
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Solutions to 
What’s YOUR Answer? 


Stop! Read questions on page 137. 


1. Flintkote. 
page 4. 


2. John B. Egan. See cover and 
page 10-11 for the first story on the 
convention of the Concatenated Or- 
der of the Hoo-Hoo. 


3. Plywood. Building materials 
dealers anywhere can get 10 news- 
paper mats to promote plywood sales 
for $3.95 from the American Lumber- 
man’s ADservice. See page 84. 

4. Armstrong Building Materials. 
Advertisement on page 22. 

5. Safe Arrival. See Acme Steel's 
ad on page 32. 

6. The firm displays 10 full kitch- 
ens in its showroom. Read the infor- 
mative article on how to increase 
your sales of kitchens on page 106. 

7. Scotch Tape Co. Advertisement 
on page 106. 

8. By opening a branch “conveni- 
ence outlet.” This may be the solution 
to your cross-town delivery problem. 
See the story on page 104. 

9. Kimsul of Kimberly-Clark. Ad 
on page 121. 

10. (1) Most dealers are not spe- 
cific about what they want from an 
employe and (2) they are equally 
“ vague about what they intend to of- 
fer. Be sure to read the current 
Profit-Making Forum on page 132 


for valuable tips on handling per- 
sonnel. 


Advertisement on 


What’s YOUR Score? 
9 to 10 correct: Excellent! 7 
Good. 5 or 6: Fair. 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $2.00 





Rates: 
1 Time — 10c per word for each insertion. 
Minimum charge of 50c per line. 
3 Times — 9c per word for each insertion. 
Minimum charge of 45¢ per line. 

6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 
7c per word tor each insertion. 
Minimum charge of 35¢ per line. 
All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify 
edit or reject any classfied advertisement. 
No agency commission or cash discount 
allowed. 
For advertisements bearing box number count 
five extra words. There are approximately 
5 words to a line and when less are specified 
or used, regular line rate is charged. 
When answering box numbers or mailing 
copy for ads address them to: 

AMERICAN LUMBERMAN, INC. 

139 N. Clark St., Chicago 2, Ill. 


26 Times 





HELP WANTED 


LUMBER JACKS & JILLS TOO: 
Why trust to luck in locating your new posi- 
tion? We either have, or will develop the job 
you want in any section of the U.S. or Canada. 
Qualified persons with good records spon- 
sored on a “NO JOB NO COST” basis. Tell us 
your wants. Confidential. 

HINES EXECUTIVE SERVICE 
5355 W. North Ave. Chicago 39, Illinois 








Wanted: An experienced estimator, detailer 
and biller for special cabinet wood mill work 
and veneered doors. Hyde-Murphy Company, 
Ridgway, Penna. 


CREDITS AND COLLECTIONS 


Florida Retail Lumber and Building Material 
concern, operating several yards, wants to em- 
ploy young man with Accounting, and Credit 
and Collections experience. Address Box L-60, 
American Lumberman, Inc. 


Wanted: Manager & Shipping Clerk for large 
retail lumber and millwork plant. 
Washington Lumber Co. 
1901 Washington Blvd. 
Baltimore 30, Md. 


LUMBER SALESMEN WANTED 
Experienced salesmen to represent fast grow- 
ing wholesaler and producer of Inland Em- 
vire Lumber. Liberal salary or drawing account 
for riadht men. Offices in Spokane, Detroit and 
New York. 

River Lumber Co., Inc. 
1819 Broadway 
New York 23. N. Y. 
Plaza 7-4628 





HARDWOOD LUMBER SALESMAN — needed 
by larqe manufacturer Southern Hardwoods 
to work Northern Indiana territory exclusive 
basis. Own bandmills several Southern states, 
also do some wholesaling. Must be under 50, 
e: perienced, ambitious. Salary, expenses plus 
bonus or straight commission if vreferable. 
Several other territories open. Write for in- 
formation aiving qualifications first letter. 
Write Box M-20, American Lumberman, Inc. 





BRANCH YARD MANAGER 

Must he exverienced —i d d vp- 
on ability. Salary and percentace of volume. 
A ra-' chance to vrove yourself with a lona 
established Connecticut company. Write st>t- 
ine ace. experience *nd cualifications. Ad- 
drese Box M-39. American I amberman, Inc. 





SALES MANAGER 
with a bit of nionesring spirit needed bv 
well established 'ndian* retail yard. Must 
know retailing and be able to handle sales- 
men. Small starting salary but keyed to 
sales and will automatically increase as they 
do. Possible potentia! doub'e present amount 
and key men share in profits. Ideal svot for 
man who has corfidence in himself and the 
future. Send details to 
HINES FXECUTIVF SERVICE 

5355 W. North Ave. Chicago 39, Illinois 


October 5, 


HELP WANTED 





Lumber and Millwork — Yard of medium 
size requires the services of an aggressive 
man who knows the retail lumber and mill- 
work business. Personality must be good. 
Need not have customer following. Salary 
and working conditions better than average. 
Address Box M-31, American Lumberman, Inc. 
WANTED IMMEDIATELY: Left-hand band saw- 
yer—9-foot mill, using push control, 14” feed 
—pull nigger—sawing all hardwood. In reply 
give age, qualifications, experience and ref- 
erences. Address Box M-26, American Lum- 
berman, Inc. 





COST ACCOUNTANT 
Well established and reliable Pennsylvania 
millwork client needs seasoned cost man 
who knows woodworking machines and their 
uses, can establish cost centers, determine 
and: interpret costs on a Job Order besis. 
Good future and compensation in line with 
ability and experience. Same client needs 
Millwork Estimator, Detailer and Biller who 
can read architects’ blue prints and speci- 
fications and accurately determine millwork 
recuirements and costs for submitting pro- 
vosals on Hospitals, Banks, Churches, Schools, 
Avartments, large and small housing p-oject<, 
public buildings, etc. These fobs in a good 
location and a fine spot to land. Do not 
waste our time and yours unless you know 
your stuff and have good record. No job- 
hoppers wanted. Send full details to: 
HINES EXECUTIVE SERVICE 
5355 W. North Ave. Chicago 39, Illinois 





SITUATIONS WANTED 





Available now for Sales and Sales Promotion 
work, will represent you in sales and dis- 
tribution of following material in Southern 
California—Doors, Windows, Sash, Mouldings. 
Cabinets, Plywood. I am thoroughly experi- 
enced and have enjoyed being a top producer 
and have best of references. Address Box 
M-22, American Lumberman, Inc. 





Experienced lumberman with W.P.A. Certifi- 
cate would like resp ible positi Write 
Box M-23, American Lumberman, Inc. 





Second-generation lumberman. age 31, single. 
presently employed as assistant manacer 
family-owned retail lumber yard in highly 
competitive Southern California area seeks 
responsible position with sound progressive 
organization in any phase of lumber, con- 
struction or related industries. foreign or 
domestic. University degrees in Law, Bvsiness 
Administration and Labor Relations. Former 
Naval Intelligence Officer with well devel- 
oped contacts. Interest, energetic, cavable and 
in excellent health. Immediately available 
Opportunity for advancement takes preced 
ence over salary, relocation or business class- 
ification. Thoroughly experienced sales, pur- 
chasing, office and vard management, cus- 
tomer and contractor contacts, personnel man- 
acement. financing and FHA. legal problems, 
advertising and sales promotion. etc. Proven 
executive abilitv. Address Box M-32, Ameri- 
can Lumberman, Inc. 





Man 40—twenty years experience and exce!- 
lent backaround in Wholesale lumber. We'l 
acquainted with dealers and jobbers in area. 
Seeki tion in Southwest and Rocky 
Mountain area. Please write Box M37, Amer- 
ican Lumberman, Inc. 








SALES REPRESENTATION 
WANTED 





“Live wire’ commission carload lumber sales 
organization. desires additional mill connec- 
tions for all sp of d tic Jumber, for 
sales to retail yards in Buffalo, Erle, and 
Soeetnne oraee poem A — = pp » 

roduction capacity and w r n 
pooeng 5 transit lists. Write P.O. Box No. 
6621, Cleveland 1, Ohio. 











WANTED SALESMEN with followira to sell 
™mland Empire Lumber. Idaho White Pire. 
Ponderosa Pine. Enacelmann White Spruce. Fir 
and Larch ard Canatian Western White 
Spruce, both KD and AD. Can ship highly 
mixed cars, good sized capacity. 


FOREST PRODUCTS COMPANY 
PEYTON BUILDING 
SPOKANE, WASHIINGTON 
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SALES REPRESENTATIVES 
AVAILABLE 


MANUFACTURER'S REPRESENTATIVES: Well 
established with architects, contractors, and 
building material jobbers ot lowa desires ad- 
ditional lines. HKeterences and principais now 
represented furnished upon request. Address 
Box M-25, American Lumberman, Inc. 


MANUFACTURERS REPRESENTATIVE with 
exceilent following wants one substantial line 
for lumber and buiiaing supply dealers on 
Long Island. Adaress sox M-33, American 
Lumberman, Inc. 


WANTED — RAILS 


RAILS WANTED 
Any weight—Any tonnage 
W. H. DYER CO., INC. 
2111-A Railway Exch. Bidg., St. Louis 1, Mo. 


STEEL RAILS 
Any Quantity—Any Size 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, W. Va. 


RAILS 

New Relaying 
Always in market to purchase and sell al! 
classes railroad equipment. 

M. K. FRANK 

480 Lexington Ave. Park Bidg. 
New York, N. YX. Pittsburgh, Pa. 

105 Lake St., Reno, Nev. 


PROMPT SHIPMENT 


BUILDING PAPER 
Glas-Kraift 
Reflective Insulation 
Asphalt Felt 
Rec Rosin 


























Nail Bags (larger opening) 
Twine (for tying lumber) 
Waterlox 

Seal-All 

Miracle Adhesives 
Miracle Anchor Nails 


SLIDING DOOR HARDWARE 
Joist Hangers (in boxes) 
“Miter Fast’ Corners 
Aluminum Siding Nails 
7” Wall Ties — Areawalls 
Adjustable Shelf Supports 

HOSKING PAPER & SUPPLY 
P. ©. Drawer 43 Wilmette, Ill. 


BUSINESSES FOR SALE 








Well established small yard in best location 
Phoenix, Arizona area. Address Box L-4l, 
American Lumberman, Inc. 





FOR SALE 
Yard in eastern Nebraska town, located in 
rich farming community. Comparatively 
small investment will handle. Owner wishes 
to retire, Address Box L-30, American Lum- 
berman, Inc. 





FOR SALE: Complete Planing Mill and Con- 
centration Yard. Priced to sell. Electric and 
steam power, Yates American equipment, 
Band Resaw, One modern home, other tenant 
homes, Store, New Moore Dry Kiln, Skilled 
labor has been with the company for years. 
Address Box M-29, American Lumberman, Inc. 





Lumber & Builder Supply Yard 

In ideal location—County-seat of prosperous 
agricultural area in Northeastern Pennsy!l- 
vania. Annual sales about $100,000. Great 
possibility of building up sales. Ideal for 
owner resident; living quarters on site. Price 
reasonable. Address Box L-52, American 
Lumberman, Inc. 





LUMBER — BUILDERS SUPPLIES 
Because of illness owner is forced tc sell 
| om going business located in Chautauqua 
ounty. A bargain. Address Box No. L-53, 
American Lumberman, Inc. 


FOR SALE 
Well established Lumber and Building Mate- 
rial company in fastest growing city in South 
east. Reason for selling, failing health of pres 
ent owner. About $75,000.00 required, under 
terms favorable to purchaser taxwise. Answer 
care of Box L-54, American Lumberman, Inc. 





Small lumber yard, good business in small 
town, low overhead, located Central Kansas, 
owner has other interests. Reply Box L-55., 
American Lumberman, Inc. 


BuiLpinc Propucrs MERCHANDISER 





BUSINESSES FOR SALE 


FOR SALE: Lumber yard and Building Sup- 
ply Business in growing town and richest 
tarming territory of N.E. Nebraska. Health of 
family forces sale. Address Box M28, Amer- 
ican Lumberman, Inc. 








Well established retail lumber anc building 
supply store. Large modern display room 
located on edge of large Ohio city. Volume 
will exceed $350,000.00. Will sell o: lease 
real estate and carry total investment over 
$40,000.00. Address Box M-34, American Lum 
berman, Inc. 





Retail Lumber Yard with Hardware Store and 
Wood Fabricating Shop—located in the Red 
River Valley in North Dakota. Wel! establish- 
ed—profitabie background. Annual sales Two 
to Three Hundred fhousand, Location, Buila- 
ings and Stock Al. Reason for selling ad- 
vanced age and other interests. lerms. Ad- 
dress H. A. Tintes, West Fargo, North Dakota. 


For Sale: Lumber and building material busi- 
ness. Northern Utah agricultural and indus- 
trial town. Long established profitabie oper- 
ation by one family. Owner retiring. Address 
Box M-36, American Lumberman, Inc. 





For Sale — City yard in heart of lowa 
corn belt. Price tor plant $18,000.00. Stock 
about $40,000.000 at current market prices. 
Address Box L-59, American Lumberman, Inc. 





CONCENTRATION YARD FOR LEASE 


Best location in Southern Alabama for either 
Hardwoods or Pine. 


Completely equipped plant with office, load- 
ing docks, private railway spur, dry sheds 
and stack foundations. Top ccndition, ready 
to start immediate operation. 


Will lease at low rate to responsible oper- 
ator, one or two years, with option to apply 
rental on purchase price. 

Details on request. 


Reply Box M-35, American Lumberman, Inc. 





BUSINESS OPPORTUNITIES 


GUTTERS & LEADERS 


Facilities for fabricating galvanized, copper, 
aluminum, or stainless steei gutters and lead- 
ers. 3 plain round or corrugated, or 2”x3 
rectangular. Our automatic roll-torming ma- 
chines insure high production at low cost. 
We will supply materiais or use yours. In 
quiries invited. Eastern Building Products 
Corp., Dept. Y, 72-82 Lockwood St., Newark, 
HN. i. 





YOUR COMMUNITY NEEDS 
A TOOL RENTAL SERVICE! 


We show you how to start a profitable new 
business or add a traffic building tool rental 
department in your store. Professionally 
planned and pre-tested sales aids get you 
started right. Puts you ahead of competi- 
tion. “Do It Yoursels With Rental Tools” 
market is ready made and waiting. For com 
Ranke 


plete details on e ftranch in your 
area write: 


ALLIED RENTOOL SERVICE 
YARDLEY 2, PA. 





Honey of a deal. Weatherstrip brokerage. 
-E-Z-ON-, 1009 Harvard, Evanston 66, Ill. 


HARDWOOD CONCENTRATION YARD 

In active operation and well located in the 
Southeast on main highways with excellent 
siding on large Southern Railroad. Efficient 
personnel, well trained hardwood inspectors 
with NHLA service. Served by small mills 
poomenee good quality lumber—heavy per- 
centage Poplar and Magnolia with fair qual- 
ity Gum and Oak. Owner has well established 
consumer trade but wants connection with 
well financed wholesaler. Address Box M-27, 
American Lumberman, Inc. 








Lumber mill located in Midwestern city in- 
terested in obtaining straight production cut- 
ting or assembly work. Mill shop area o 
5,600 sq. ft. with 5,000 sq. ft. of storage area. 
We have private railroad facilities. Interested 
parties please write Box M438, American 
Lumberman, Inc. 





MISCELLANEOUS 
FOR SALE 
CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 








ADVERTISING YARDSTICKS 
Basswood, 2-color. Same price as 1-color. 
Also Paint Paddles. Immediate shipment. 

R. J. DUMONT CO. 
186 So. Melrose Ave., Elgin, Il. 





Make valances for windows as a hobby or 
business, Seven full size permanent patterns. 
Save their cost in making your own valances. 
Full instruction on making and selling. Com- 
plete instructions and patterns $7.00 cash. We 


pay postage. 
Wood Novelty Co. 
P. ©. Box 27 Warren, Ohio 





FOR SALE: Veneer Logs. All Kinds. 
Worden Lumber Co. 
P. O. Box 248 
Annandale, Va. 


LUMBER & DIMENSION 
FOR SALE 
FOR HARDWOOD PALLETS, industrial crating 


» radio binet skids and similar 
Corinth 











products send us your inquiries. 
Hardwood Co., Bristol, Tenn. 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 
also 
Extension Ladder Rails 
Cut Door Stock 
Step-Ladder Stock 


Inquiries answered promptly. 


Mouldings 
Millwork Blanks 


Al Clements Lumber Co. 


Phone 5-3317 TWX EG049 





West Coast Kiln Dried D. F. Industrial Clears 
in all standard rough sizes. Ail stock shipped 
on guaranteed weights with WCLA inspection 
certificate. 


CASCADIAN COMPANY, INC. 
Box 12, Eugene, Oregon Phone 5-6312 





Canadian Hard Maple or Birch Dimension 
stock. Kiln dried—cut to specified widths and 
leugths. D4S and bundlea with steel strap- 
ping. Mail enquiries, specifications and re- 
quirements to: 
The Pedwell Lumber Company Limited 
Orillia - Ontario - Canada 





USED MACHINERY FOR SALE 


We are changing to a 60x60" Carrier and 
Lift Truck ge and have the following 
54x54" equ ent for sale: Three Series 
70-6657 Ross Straddie Carriers, 1951 model, 
each with > cab and steering wheel 
guards, F6209 Continental motor. 


Also Two 1950 Model 10-H Ross Lift Trucks, 
one 20° and one 24’ lift, 54” forks, adjustable 
side-shifting carriage, operator's guard, with 
all standard equipment otherwise added. 


Machines in splendid shape—now being used 
regularly. 





HUSS LUMBER COMPANY 
2301 N. Racine Ave. Chicago 14, Illinois 





ELECTRICAL MACHINERY 
Motcrs and Generators, A.C. and D.C. for 
sale at attractive prices. Large stock of New 
and Rebuilt motors on hand at all times. Ex- 
pert Repair service. Send us your inquiries. 
Vv. M. NUSSBAUM & CO., Fort Wayne, Ind. 


FOR SALE 
TWO SIDE LOADING MOORE DRY KILNS 


Complete—-will be available December 1. 
Changing package size, hence these can be 
bought in perfect operating condition. Write 
for details and prices. 


HUSS LUMBER COMPANY 
2301 N. Racine Ave. 
Chicago 14, Illinois 











When your dog loses a fight don’t accuse him of being a poor 
He may be just a terrible judge of dogs. 
. > . . 


fighter 


ind then there was the little girl 
about the cro eved bear, the one 


Sunday school: 


who said she knew all 
named Gladly. They 
“Gladly the cross I'd 


ang about him at 
bear.” 
. . 
When a girl and a boy are courting she can’t get him to go 
home and when they’re married she can’t get him to go out. 


>. * . 

You know, a woman isn’t a cook just because she roasts 
her neighbors. In fact, often the modern Mrs. can cook up 
more over the telephone than she does over the stove 

. > . 


Overhead at a bar: “I have a 


bad cold ’cuz I’ve been drinking 
out of a damp glass.” 


>. >. >. 
Would you say 
often winds up in 


that when a gal goes out on a lark she 
some bird’s nest? 


. . . 


By their brands you shall know them—good products, 
Especially is this true of Homestead Brand Shingles, 

You know Homestead Brand Shingles are good because they’re 
Certigrade shingles, inspected by the Shingle Bureau. They are 
uniform width and thickness and made from the finest virgin cedar 
that grows. 

When you order don’t get just shingles. Specify Homestead 
Brand Shingles, from the MAUK Lumber Co., of course. 


that is 


. . . 
When 
l nely 
wrong 
me!” 


Simple Celia’ ry 
road with the 
“Well,” 


friend stopped the car on a 
explanation that something was going 


said Simple Celia “It’s sure not gonna be 


Patient: “Will the operation be dangerous?” 
Doctor: “Don’t worry. You can’t buy 
fifty bucks.” 


dangerous operation for 
. . * 


Pity the poor American father who struggles for years to 
keep the wolf from the door until finally his grown daughter 
brings him right into the house. 


In this country any boy can grow up to be president. But that’s 
just one of the risks he has to take 
>. . 
Do You Know What Dep't 
Do you know what an optimist ts? One 
open all hoping his wife will walk 
Do you know what a pessimist is? 
once prac ticed what he preached 
Do you know what a repeatist is? A 


tarted buying MAUK products 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 


who leaves the 
out. 
An optimist who 


aoor 


night 


who has 


man 
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information Offered 
in the Advertisements 


Do you wish detailed information on a specific 
product or service? Check through this easy-to- 
use index of literature and data offered in this 
issue’s advertisements: 


CONVEYORS, 
Standard 
CORNERS, metal 
See adv't p. 125 
DOORS, aluminum 
Co. See adv’t p 
DOORS, flush wood 
See adv’t p. 138 
DOORS, garage 
Strand Garage 
adv’t pps. 76-77. 
DOORS, garage, wood 
See adv't p. 134. 
DOORS, garage, wood overhead: 
Mfg. Co. See adv't p. ye 
FENCE, iron and wire: Catalogs; 
See adv't p. 145. 
FENCE, wire: Sales 
adv’t pps. 20-21 
FIREPLACE UNITS: Book; 
Corp. See adv't p. 104, 
FLOORING, oak: 
See adv’t p. 39 
iLASS SUBSTITU 
booklets; Arvey 
GLASS SUBSTITU"’ 
See adv't p. 120. 
GLASS SUBSTITUTES: Descriptive 
Sol-O-Lite Mfg. Co. See 
GLASS SUBSTITUTES: 
adv't p. 160. 
™ ASS, window 
6 
HARDW ARE 
Mfg. Co. See 
HINGES: Book of Advertising ¢ 
Hinge Mfg. Co. See 
INSULATING BOARD: 
See adv't p. 105, 
eee) — ATION, poate, 
‘Nark. See ady DP. 2 
INVE NTORY CONTR on. 
tun Rand, Inc. See 
LOCKS, door: Display 


gravity and power 
Conveyor Co, See adv't p , 
Catalog: F. D. 


Bulletin No. AL-103 
147 


building Kees Mfg. Co 


combination: Information; The Moloney 


Style Handbook; Angel Novelty Co 


steel overhead: 
Door Div., 


plan booklet and literature; 
Detroit Steel Products Co. See 


overhead: Catalog; Calder Mfg. Co, 


Bulletin 53 AL; Wagner 


Stewart Iron Werks Co 


aids; Keystone Steel & Wire Co. See 


rice Fireplace, Heater & Tank 


Literature and sales aius; E. L. Bruce Co 
TES: Dealer 
Corp. See 


TES 


and consumer 
adv't pps. 64-65. 
Catalog; Keystone 


folders and 


Wire Cloth Co 
literature 
adv't p. 155 

Floor dispenser; 


and sample; 


Warp 


Bros. See 


Booklet; Libbey-Owens-Ford, See adv't 


sliding door 
adv’t p. 50 


Catalog Sterling Hardware 
‘artoons; C 
adv'’t p. 14 


Descriptive 


Hager & 


Sons 


literature; Hormasote Co 


Contest information; Kimberly 
SYSTEM 
adv't p. 51. 
contest information; P. & F. 
Div., American Hardware Corp. See adv't p. 23 
LUMBER, west coast: Promotion aids; West Coast Lumber- 
men's Assn. See adv't p. 94. 
LUMBER, west coast hemlock: 
erhaeuser Sales Co See 
NAILS, hook, for siding: 
Co. See adv't p. 4. 
PADLOCKS: Display 
126-12 
PAINT COLOR SYSTEM 
See adv't pps. 79-82. 
PAINT ROL LERS AND BRUSHES 
Brush Co. See adv't pps. 30-! 
PANELS, fibre glass: Mer handising kit; 
Libbey-Owens-Ford, See adv't p 
‘ANELS, wall, laminated fibre: Booklet 
adv't p. 42 
PL YWooD, fir 
See adv’t p. 53 
RULES, folding, 
adv't p. 110. 
SASH BALANCE 
p 149 
SAWHORSE BRACKETS: Sales 
Products Co. See adv't p. 140 
STAIRWAYS, attic, disappearing 
Disappearing Stairway Co. See 
TILE, wall: Descriptive 
& Brown, Inc. See 
= - BOARD: 
iv’'t p. 14 
TIL Dy BOAR D: 


Folder CR875; Reming- 


Corbin 


Descriptive 
adv’t p. 101, 
Descriptive literature; 


literature; Wey- 


Flintkote 


unit; Yale & Towne See adv't pps 


Information; Colorizer Associates 


Display unit; Wooster 


Corrulux Div 


Upson Co See 


Display unit; Douglas Fir Plywood Assn 


wood: Display unit; Lufkin Rule Co. See 


Sales aids; Pullman Mfg. Corp. See adv't 


aids; Grand Haven Stamped 


Catalog; The 
adv’t p. 115 
literature and sales 
adv't p. 37 

Literature and samples; 


Bessle1 


aids; Jones 


Prestile Mfg. Co. See 


Sales kit; A & F Tileboard Co., Inc. See adv't 


TOOLS hand teference file; Greenlee 


p 3. 
TOOLS, 
Black 
TOOLS, 
p. 45 
TOOLS, power: 


Tool Co. See adv't 
power: Gift 

& Decker. See 
power: Book; 


certificates 
adwv’t p. 90 
Portable 


and merchandising kit; 
and 91. 
Electric Tools, Inc. See adv't 
Sales kit: Skil Corp. See adv't pps. 26-27 
TOOLS, power: Circular; Tannewitz Works. See adv't p. 150 
TREATING TANK, for wood Information; Protection 
Products Mfg. Co. See adv't p. 133 
bab 0 CKS, fork-lift: Catalog and Movie; 
( See adv’t p. 137 
TR 0 CKS, fork-lift: 
See adv't p. 118. 
SATHE RSTRIP AND 
F ‘olde r: Zegers, Inc See 
LATHERSTRIPPING: 
kit: Bridgeport F 


Clark Equipment 


137 

Bulletin 77; Silent Hoist & Crane Co 
SASH BALANCE, 
adv’t p. 141. 
Consumer booklet, merchandising 
abrics, Inc. See adv't p. 115. 


combination 


Advertisers’ Index appears on Page 134 
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"BIG 4° 
HANGER 


“BIG 4” Hanger and Rail 


The heaviest of doors. slide open and closed — easily, 


quickly and quietly. Hanger wheels operate on steel 
roller-bearings sealed by a large protecting hood, 


heavily embossed. for added strength. 


Custom-built for heavy duty 


Strong and stoutly constructed to deliver friction-free perform- 


ance the year ‘round regardless of the weather. 


The special Braced Rail designed to serve the “BIG 4” provides 


an'even, perfect tread for the swift gliding hanger wheels. 


“BRACED” RAIL 


py App fl MANUFACTURING COMPANY 
WM A, STERLING - 


ILLINOTUS 








Warp's use enough wire and plastic cords 


in their own weaving plant each year to 
reach to the moon—that's astronomical. 


The secret of Warp's high quality begins 
with the mixing of their own special for- 
mulas in their own plont. 


Warp's re-distill thousands upon thou- 
sands of gallons of solvents annually that 
ore normally wasted. 


FLEX-O- 
GLASS 


JIFFY JIFFY JIFFY 
PANE MESH KRAFT 


READY-TO-TACK-UP 
KITS 


FOR WINDOWS AND DOORS 
Warp's also have a complete 
line of packaged kits for storm 
Windows and Doors, as well as 
wood and fibre moulding strips. 






Warp’s have their own equipment for 
making crystal-clear Flex-O-Glass and 
plastic sheeting. 








Warp's Window Materials are carefully 
inspected and quolity-controlled from 
raw materials to the finished product. 


Warp Bros. and their engineers are 
constantly designing new machinery to 
produce the finest window materials that 
money can buy 


| “THE OLDEST AND LARGEST MANUFACTURERS OF A COMPLETE ) 
| LINE OF WINDOW MATERIALS IN THE WORLD— ESTABLISHED 1924” ) 


| 


Pe 





MATERIALS 


Manufactured, Tested, Guaranteed 


by 
WARP BROS. 


“uy 


a 


-, 
John and Harold Warp testing 
the strength and dependability 
of the new Flex-O-Glass. For 
29 years, the Warp Bros. have 
conducted thousands of tests— 
some lasting for yeors—alwoys 
striving to make better and still 
better window materials. 


One of Warp Bros. 3 modern plants that make 
“Warp's' —the oldest and largest manufacturers of 
a complete line of window materials in the world. 


WARP’'S PRICES ARE NATIONALLY ADVERTISED 


WARP’S FLOOR 
DISPENSER 
No. WM-500 


Also availab e 
is a counter 
type, No. M400 
for dealers 
who lack floor 
space. 





